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No. 1104 Illustrated 





a new line for aluminum screen 


and combination doors 


New tulip knob design in choice of key-in-knob or slide lock 
styles. Pressure cast aluminum knob and lever handle. 


Extra strong, solid steel spindle; stainless steel escutcheon, 





bolt and strike with weather-protecting, baked-on aluminum or 


brass pigmented enamel finish. Tie bolt construction. Light 


Wicmgennl 


bolt action for easy closing with door closer. For outswinging 
doors. Has 1” wide escutcheon for narrow stiles. Fast, easy 
installation — no edge hole required; only three small cross holes. 


Adjustable surface mounted strike. Write for new brochure. 





I a iain Bonne 


DEXTER LOCK DIVISION 
j Dexter Industries, Inc., Grand Rapids, Michigan 


ee 


¢ In Canada: Dexter Lock Canada Ltd., Galt, Ontario. 
In Mexico: Dexter Locks, Plata Elegante, S. A. de C.V., Mexico City 





WORLD'S LARGEST MANUFACTURER OF LOCKS FOR SCREEN AND COMBINATION DOORS 


Dexter Locks are also manufactured in Sydney, Australia; Milan, Italy and Porto, Portugal. 


LOCKS BY D 





















































PLUS VALUES that but 


your reputation for quality .—lll EF 


FOR PHILIP SILLS 


Here’s a quality PLUS VALUE any homebuyer can see and appreciate — 
ALWINTITE aluminum windows. You'll find they give your houses 

more sell, and build your reputation for quality construction. 
Homebuyers appreciate their fine workmanship, beautiful appearance 
and easy, effortless operation. Builders, too, welcome 

ALWINTITE’s many PLUS VALUES that save time and trouble — 
dependable, prompt deliveries, easy installation, trouble-free operation 
that eliminates costly service call backs. What's more, 

General Bronze stands firmly behind every ALWINTITE product. 


Reliable distributors with factory-trained window specialists A INT EE 
are at your service. For the complete story, by NERAL BR NZE 


see your local ALWINTITE distributor or write us direct. GARDEN CITY. N.Y. 


ALUMINUM WINDOWS : SLIDING DOORS 
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COMPARE! 


Your De Walt Your 
Power Shop Franchise present 
gives you: line? 
See why cA THE FIRST RADIAL ARM all-purpose power tool—the [] 


machine that revolutionized the power tool market! 


DE WALT td THE MOST IMITATED of all multi-purpose power 


tools (over 40 different manufacturers have tried to 
is the biggest money-maker imitate De Walt’s original radial arm design during 

the past 35 years) ! 

° = ) 

in the power tool field! THE MOST DEMONSTRATED all-purpose power tool 
on the market—over 8 million people saw it demon- 
strated last year alone! 
THE ONLY all-purpose power tool with 100% un- 
divided, world-wide advertising support—in maga- 
zines your customers read for the do-it-yourself infor- 


mation they need. 


LIBERAL COOPERATIVE ADVERTISING ALLOWANCE to 
help share the cost of your local promotions. 


THE FIRST power tool so simple in concept, so accu- 
rate in performance that it makes woodworking easy 
and practical for everybody, from the novice to the 
“pro”! 

THE FIRST power tool to do the work, save the space 
and cost of a shopful of other tools! 


THE SAFEST power tool design on the market— 
demonstrated through actual experience! 


THE ONLY power tool of its kind thoroughly proved 
by over 35 years of outstanding performance in 
industry! 

A COMPLETE AND READY-TO-USE unit—no extra 
motor to buy—no tricky assembly by you or your 


customer ! 


THE ONE MODERN, simple, functional design that 


Ask Carlisle Hardware of Springfield, Massachu- needs no trunkful of clamps, guides and assorted 
setts, or any of hundreds of enthusiastic De Walt 


Doctors througheut the country! devices to make it work! 
THE POWER TOOL with a Direct Factory Franchise 


that offers you the full profit on every sale! 


THE ONLY FRANCHISE that offers you a complete 
and fully-proven selling program throughout the 
year! 


Compare the De Walt® Franchise—point by point—with 
any other. See why the power tool that revolutionized 
the industry offers you a profit opportunity you can’t 
afford to be withouti 


Get on the profit-wagon now! Send the coupon for the full, exciting profit story today! 


- 
| 

| 

| 

| 

I 

| 

| ; 
| 
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De Walt, Dept. AL-804, Lancaster, Pa., Division of AMERICAN MACHINE & FOUNDRY COMPANY 


0 Send full information on how the De Walt Franchise can boost my profits! 


Name 





Company 








Address_ 
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NEW DESIGNS NEW COLORS SALES APPEAL 


VEW LEIGH RISTOCRAT 


MAIL BOXES & DOOR KNOCKERS 
Most extensive line ever developed, Aristocrat Mail Boxes 
are all new! New in their distinctive design and superb 
craftsmanship. New in such smartly modern color com- 
binations as colonial black with brass, black and oyster 
white, terra cotta and coral. And there’s a model for every 
purse, every purpose — from the attractive two-tone green 
economy unit to the two super-deluxe all-brass models for 


the home owner who wants only the best. 


Display them with the strikingly-styled new Aristocrat 
Door Knockers and watch those profitable impulse sales 
mount up! Your Leigh jobber is stocked to put you in 


business right now. See him, or write to: 


LEIGH BUILDING PRODUCTS 


Division of Air Control Products, Inc. 


1858 Lee Street Coopersville, Michigan 


BEAUTIFUL FREE DISPLAY 


Aristocrat Mail Boxes and Door 
Knockers sell on sight. And this eye- 
catching four-color display makes it 
easy for your customers to see them 
—oand buy them. Complete, yet 
compact. Stands on floor — or legs 
come off for wall display. It's free 
with a starting stock order. Your 
jobber has the details. Ask him. 


FREE full color literature showing complete Leigh Aristocrat line. 


Ask your jobber or write us. 


BUILDING PRODUCTS 
Awnings & Canopies Outdoor Accessories 
Closet Accessories Aristocrat Mail Boxes 
Full-Vu Bi-fold Doors Ventilators 

Folding & Sliding Door Hardware 















LATE AND 
IMPORTANT 


Newscast 
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PRESIDENT SIGNS EMERGENCY HOUSING BILL. 


Eisenhower has signed the $1.9 billion emergency housing bill under 
protest. The President attacked its key anti-recession features in language 
suggesting the Administration would go slow in spending the bulk of the funds. 
He criticized as "unnecessary burden" on the Treasury the provision setting 
up a $1 billion revolving fund for purchases of government-backed mortgages. 


















RECESSION-HIT AREAS STRESSING REMODELING, DO-IT-YOURSELF. 


The prospects for housing look better but retailers in regions hard 
hit by the recession cagily are largely promoting more remodeling and do- 
it-yourself. They know that easier mortgage money isn't the whole answer 
that returned confidence and more men on the job must come before housing 
revives. 

Activity in the do-it-yourself category is booming in the Detroit 
area and in most sections where skilled men are either out of work or on 
a reduced work week. The sales per customer are fairly small tickets 
mainly paint, floor tile, lots of fix-up items. 

Remodeling is being pushed by the Middle Atlantic Lumbermens Associ- 
ation in the hard-hit eastern Pennsylvania area. Target is a full-fledged 
remodeling department in all the yards faced with sharp declines in new home 
business. 





































PREFABBERS SHOOT FOR 100,000 HOMES IN 1958. 


Producers of prefabs expect to build fully 100,000 homes this year 
representing an eStimated dollar value of $1.5 billion of completed homes 
and sites, or package Shipments of one-third that amount. The 100,000 
figure, if attained, would compare with half that amount in 1951 and 37,400 
in 1947. 

Line yards have been eying prefabs and considering getting into the 
business. Others are also kicking around a big operation with house components. 
It is understood that one well-known chain has made their decision and will 
get into house packages on a volume basis next year. Lineyard prefabbing 
has obvious advantages. They buy right and a well organized plan for house 
packages could make even their smallest unit extremely competitive. 























INCREASED BY-PASSING STIRRING DEALER GROUPS. 


Several key lumber dealer associations are drafting plans, which they 
feel will help correct present distribution problems. With memories still 
green of the 1941 indictments on fixing prices in this industry, sharp 
lawyers are key principals in these arrangements. 

Some of the proposals are very clever and might work if the human 
element wasn't quite so unstable. It only takes one ill-advised letter 
to attract the government bloodhounds. The harassed secretaries being 
pressured to set up anti-by-passing programs are gun-Shy and protesting. 

































ARE INVENTORIES TODAY TOO LOW? 


A sharp revival in business would find all channels of distribution 
with dangerously low inventories. It's important to keep in mind that 
manufacturers for months have cut production to 60% to 70% of capacity. 

Some producers must be cited for encouraging this condition. Dealers have 
protested to us that the merest mention of slow sales bring forth a torrent 
of confirmation from factory representatives. By the time the salesman gets 
through, the dealer really feels depressed. No one wants only sweetness and 
light from a salesman but a little more stress on ideas and plans to increase 
sales would be appreciated by most dealers. 
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1958 Can Be Biggest Year Yet for Dealers, 


Says Armstrong Cork; Cites Ceilings Market 


at’s Happening 


* Optimism at Armstrong wholesaler convention in great meas- 
ure based on current success of ceiling materials sales—espe- 


cially acoustical tiles for homes sold by lumberyards. 


But despite high mark today, survey indicates that industry 


is missing 98% of the potential ceilings sales. 


New sales aid program announced by Armstrong will pro- 


vide “ceilings center” displays for dealers. 


Ceiling tile sales have been so success- 
ful during the past year for Armstrong 
Cork Company’s wholesalers and dealers 
that the manufacturer is rushing through 
new merchandising aids to help dealers 
step up sales even further. Promotion 
emphasis will be on both decorator styles 
and acoustical ceiling tiles for “every 
room in the home.” 

Almost the entire 11th annual con- 
vention for wholesalers of Armstrong 
building materials, staged in Lancaster, 
Pa., last month was built around the 
ceilings market theme. In his welcoming 
address, H. R. Peck, vice-president and 
general manager of the building materials 
operations, congratulated the wholesalers 
for their accomplishments during 1957: 

“The record of the past year is one of 
which I am most proud. While there were 
periods in the past when our over-all gains 
were greater, those periods were inflated 
by a boom in the industry. In 1957, there 
was no such boom. Yet we moved sub- 
stantially ahead.” 

Despite present growth, Peck said, sta- 
tistics indicate that a vast proportion of 


the consumer market isn’t being touched 
by the ceilings business. It is apparent, 
he said, that “we have only started— 
that the real opportunity lies ahead.” 

According to Armstrong research, 63 
out of every 200 customers who visit the 
average lumberyard are likely ceilings 
materials prospects. Of these 63 prospects 
who come into the yard, the average 
dealer sells ceilings to only one of the 63. 
This indicates that the entire industry is 
only selling 2% of the market potential 
for home ceilings, said Peck. 

Optimism for '58. President C. J. Back- 
strand called attention to the “spirit of 
optimism” in the ceilings industry “even 
though we have entered upon what we 
term the ‘interim period’—a time of hes- 
itation between eras of business expan- 
sion.” He cited five factors that have en- 
abled the ceilings business to grow in the 
face of declines in some other areas of 
the economy: 

(1) Acoustical ceilings products satisfy 
a latent need of the consumer. 

(2) Intensive effort has been put into 
the ceilings business. 


TOPNOTCH WHOLESALERS who chalked up sales records of Armstrong building ma- 
terials were awarded performance plaques at the 11th annual Armstrong convention 
of wholesale distributors. Left to right: Mrs. Jeff Abbott, representing Lumber Dealers 
Supply Co., Baton Rouge; Russell Edmonston, Diamond **W"’ Supply Co., Los Angeles; 
John T. Walker, General Millwork Corp., Utica, N. Y.; Walter M. Boyd, representing 
Saginaw Sash & Door Co., Cadillac, Mich.; W. B. Christian, Huttig Sash & Door branch, 


Jacksonville, Fla. 
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Armstrong ceiun 


Armstrong cHuUNGS 


Give your home tedoy's smart ne 


NEW DEALER-SHOWROOM DISPLAY in- 
cludes a removable panel that shows 
how ceiling materials look installed; fur- 
ring strips for a do-it-yourself installa- 
tion demonstration; pictures showing 
major steps in installation; and a liter- 
ature rack. Twin ‘sound boxes’ are used 
to demonstrate how acoustical ceilings 
soak up noise. A perforated board holds 
related merchandise such as hammers, 
chalk lines, staple guns. Beneath unit 
is space for broken cartons of tile, used 
to fill in small orders on the spot. 





(3) The Armstrong-Wholesaler distri- 
bution system, in particular, is ideally 
suited to reaching the consumer markets 
for ceilings. 

(4) Ceilings specialties are not entire- 
ly dependent upon the level of new resi- 
dential construction. 

(5) The ceilings market is one which 
“has only been barely scratched.” 

Wholesaler success. Those wholesale 
distributors who have carried the ceilings 
profit story to dealers have amassed amaz- 
ing sales successes, according to J. V. 
Jones, general sales manager, Armstrong 
building products division. 

Five wholesale firms were given Sales 
Performance Awards at the Armstrong 
convention—firms whose increase in 
Armstrong products sales in 1957 were as 
high as 240% over 1956 sales. The firms 
were General Millwork Corp., Utica, 
N. Y.; Huttig Sash & Door Co., Jackson- 
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Mu. Dealer, 
show the mavens 


CLOUD’S 


O@ekw@O® 
OAK FLOORING 


One of your most gratifying experiences as a 
building material dealer comes when you com- 
pare, for sale purposes, the design and quality 
of Cloud's Lockwood Oak Flooring with any other 
brand! 


Show your customers the features that make 
Cloud flooring easiest of all to install and finish 
and you'll find sincere enjoyment in their reaction 









NAIL GROOVE 
FEATURE 


Cloud's nail groove feature 
saves time ... positions nail, 
provides seat for nail head. 











TAPERED 
TONGUE 


Newest improvement in oak 
flooring design! Easy match- 
ing. No more end-jamming. 
Saves time and labor. 





























SNAP 
SIDE-MATCH 


Cloud's snap side-match 
design helps flooring lay up 
readily, with final match firm 
and solid. 













—————— 
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SPLINTER 
CLIPPER 


This step in manufacture 
eliminates annoying chip or 
spur... saves valuable 
im laying time later. 




























to this flooring’s advantages. SPECIAL DEALER FEATURE 

You'll also appreciate the extra profits you'll Cloud's own fleet of giant vans delivers direct 
start making. When your builders know the differ- to the dealer in trucking area, cheaper to the 
ence, you gain repeat orders! dealer! This combination of service and 





, economy, together with the uniform high qual- 
Add extra volume to your business by stock- ity of the product, makes Cloud's Lockwood the 


ing Cloud's Lockwood Oak Flooring and showing oak flooring that is most satisfying to stock 
the features that invariably increase sales! and to sell! 









LET US QUOTE ON YOUR REQUIREMENTS 


CLOUD 


OAK FLOORING CO. 
SPRINGFIELD, MISSOURI 










QUALITY OAK FLOORING 
SINCE 1926 





? 
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What’s Happening 


ville, Fla.; Saginaw Sash & Door Co., 
Cadillac, Mich.; Lumber Dealers Supply 
Co., Baton Rouge, La.; and Diamond 
“W” Supply Co., Los Angeles. 

Help for dealer. The entire emphasis on 
ceilings at Armstrong is built around the 
lumber dealer. J. O. Sampson, manager 
of lumber dealer sales, said that “our 
whole success in building this business 
depends upon a program to help the 
dealer.” 

One important need, said F. W. Huff- 
man, manager of the Armstrong bureau 
of lumber dealer merchandising, is for a 
“display that tells everyone who walks in 
the door, ‘this yard is a ceilings center.’ 
He introduced a new combination dis- 
play-merchandising unit to meet this 
need, as pictured on this page. 

A second part of the plan to help 
dealers sell ceilings to “walk-in” custom- 
ers, Huffman said, is to help retail sales- 
men understand the advantages that 
acoustical ceilings materials offer custom- 
ers, in order that they can conscientiously 
recommend these plus-profit products. He 
announced a new motion picture, “I’m 
from Missouri,” aimed at helping the 
dealer’s countermen anticipate and an- 
swer the customer’s questions about 
acoustical tile. 

To help dealers reach a larger volume 
of business in installed ceilings for reno- 
vation, Armstrong is providing help in the 





form of special meetings for dealer sales- 
men and allied remodeling contractors. 
A “package program” that the dealer 
can present before consumer groups is 
also being prepared. Also, retailers may 
tie-in with the new Armstrong telephone 
book listing under the classification, 
“Ceilings,” throughout the country. 

Retail ad service. Armstrong is increas 
ing its national consumer advertising on 
ceilings this year, including promotion 
in Home Maintenance and Improvement, 
the national consumer magazine pub- 
lished by American Lumberman and dis- 
tributed by lumber dealers. 

The Armstrong advertising department 
is also ready to help any dealer in his re- 
tail advertising program, it was an- 
nounced at the Lancaster convention by 
D. J. Day. A new brochure is available 
called “Advertising Guideposts” which 
outlines the fundamental principles of 
good advertising for dealers. 

Filling demand. Convention guests 
were assured by J. O. Sampson, manager 
of lumber dealer sales, that Armstrong’s 
plant at Macon, Ga., “will continue to 
produce at capacity so that we can reach 
a good inventory and service position as 
soon as possible” during the current 
over-demand for acoustical ceilings prod- 
ucts. 

Jobber help. A new wholesaler 
recruiting program to help relieve the 


sales 





H. W. Prentis, Jr. 


more. 


principle.” 





Do Not Compromise Principles, 
Warns Armstrong’s Prentis 


In re-affirming Armstrong Cork’s adherence to its 
rigid wholesale distribution system, H. W. Prentis, Jr., 
chairman of the board, warned that no business can 
compromise with stated principles for short-term ad- 
vantages without jeopardizing its very existence. 

Prentis cited the cases of vast civilizations that rose 
to greater heights, became powerful and then decayed. 

“As I see it, the historical cycle has always run from 
bondage to spiritual faith; from spiritual faith to cour- 
age; from courage to freedom; from freedom to abund- 
ance; from abundance to selfishness; from selfishness to 
complacency; from complacency to apathy; from apathy 
to fear; from fear to dependency; and from dependency back to bondage once 


“This cycle has existed not only because of the failure of governments and 
societies, but also because of the failings of human beings as individuals,” he 
said. “Throughout history the majority of individuals once successful have 
forgotten or ignored the very principles that made them a success.” 

This pattern applies to business organizations, he said. “The tragedy is not 
that this happens, but that it need not happen. It will not happen if an or- 
ganization will adhere firmly to its lasting principles, apply them with intel- 
ligence and thus retain its vitality. It can be equally disastrous to cling to 
things outmoded; but basic principles, lasting principles, enduring principles, 
stand the test of time, for they are immutable.” 

In describing how a successful business develops, Prentis said: “The great- 
est danger when a business reaches the stage of abundance is to compromise 








STORY OF SUCCESS—Scene above 
shows rising sales curve in Armstrong 
building products, from ‘‘Reasons Why," 
one of two new lumber dealer films in- 
troduced at the 11th annual convention 
of wholesale distributors of the Arm- 
strong line. ‘‘Reasons Why" explains the 
company’s position in a growing build- 
ing materials market. Another new film, 
‘I'm from Missouri,"’ is a color motion 
picture designed to help retail salesmen 
answer consumer's questions about ac- 
oustical ceiling tile. 


shortage of capable young men in this 
field was explained to attending whole- 
salers at the convention. J. E. Smith of 
Armstrong’s personnel administration de- 
partment said: “There is one excellent 
source of manpower few wholesalers have 
had the opportunity to use until now. 
rhat is the college campus.” 

Smith described the plan through which 
Armstrong personnel will visit campuses 
on behalf of interested wholesale distribu- 
tors who wish to expand their sales or- 
ganizations. Two brochures, which ex- 
plain the program in detail, are now 
available. Smith told the guests that this 
recruiting program has already been field- 
tested and enthusiastically approved by 
both distributors and the trainees who 
participated. 

Veteran partners. As a Salute to the 
wholesale distribution system which is the 
backbone of the Armstrong Cork Co., 
Kenneth O. Bates, executive vice-presi- 
dent, cited nine wholesalers who have 
attended each Armstrong wholesaler con- 
vention. The distributors are: 

E. A. Damhorst of Irwin Paper Co., 
Quincy, IIl.; George L. Freeman, Jr., of 
Maumee Valley Supply Co., Toledo; 
Herman F. Hoyt of A. W. Hastings Co., 
Inc., Somerville, Mass.; E. A. Hunt, Jr., 
of Wood Glass Co., Syracuse, N. Y.; W. 
B. Johnson of Delmarva Millwork, Inc., 
Lancaster, Penna.; Lorenz Meyer of W. 
H. Pipkorn Co., Milwaukee; Joe Nadler 
and R. B. Pace of Binswanger and Co., 
Inc., Richmond; and Walter Robbins of 
Robbins Door and Sash Co., Wilkes- 
Barre, Penna. 


Firm Pricing Policy 


In a move to help stop the tide of 
sliding plywood prices, the Roseburg 
Lumber Co., Roseburg, Ore., has 
adopted a policy of firm pricing on 
plywood. Henceforth, buyers will pay 
the confirmed price on date of book- 
ing, with no protection against a de- 
cline. 
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NEW PRODUCTS... Another reason why the “Goin’s Great in’58” with RUSSWIN! 


Introducing ... The Russwin 
TOUCH-OPEN LATCH No. 535 


New in every way is the Russwin modern-design Touch-Open 
Latch No. 535 for screen-storm doors! A touch from the inside — 
or a fingertip pull from outside — operates it. No knobs to turn, no 
handles to twist. Features “no-lockout” mechanism. Only a single 
134” inch hole to bore for mounting. Handsome brass, bronze or 
simulated aluminum finishes. A rugged, latest-design latch at sales- 
fetching low cost! 


»\ For smart new de- 
signs, you can’t beat 

the “step-ahead” creations in Russwin 
Escutcheons! For example: 
Dallion Design Adjusta Escutcheon 
(illustrated with Era Knob.) Hand- 
somely filigreed polished brass plates 
may be mounted in many attractive 
arrangements. Can be bought singly Aloha Escutcheon (illustrated with Bella Escutcheon (illustrated with 
or in sets of from two to four plates. Cosmic Knob). A design that captures Tempo Knob) in polished brass. 
Dramatically different and certain to in satin brass the grace of Hawaiian Where a touch of elegant simplicity is 
score with style-minded builders. palms. Fresh, distinctive. Asure seller. in order—here’s the ideal design. 








RUSSWIN AIR JET SCREEN-STORM DOOR CLOSER No. 3 RUSSWIN AIR CONTROLLED CLOSER No. 5 


Has aluminum tube and bracket, concealed buffer spring, ad- Where extra-fine quality is expected, the No. 5 Air Controlled 
justable speeds, hold-open device. Installs in minutes... lasts | Closer is the answer. A sturdy, smooth-working closer with 
for years. A popular, moderately priced builder item. coiled tension spring enclosed in tube. Reversible. 


For complete details, consult your Russwin Distributor, or write Russell & Erwin Division, The American Hardware Corporation, New Britain, Connecticut. 


... Gives “All-Star” Dealers an Edge! 


DISTINCTIVE DOORWARE 


BUILDING PRODUCTS MERCHANDISER Circle No. 5 on Coupon, page 154 





— arn mR 


° 2 4 . altho! 
pene Sea pt 1g a ees 
hat’s Happening. 
> SG Lesa es? 





Five New States Added to FHA 


Program for Small Towns 


Lumber dealers in selected areas will benefit from extension 


of FHA Certified Agency program. 


Five new states and expansion of other 
areas already included in the “Certified 
Agency Program” of the Federal Housing 
Administration were announced last 
month by Commissioner Norman P. 
Mason. 

Created last fall to make FHA-insured 
loans available in areas which have dif- 
ficulty obtaining FHA benefits, procedure 
has been substantially simplified and the 
number of forms reduced in the Certified 
program. New areas covered are as fol- 
lows: 
¢ Towns of 15,000 or less in the entire 
state of Alabama, Maine, Illinois and 
Michigan 
¢ All towns in Oregon except Portland. 

e All towns in eastern Pennsylvania ex- 
cept Philadelphia. 

¢ All towns in states of Montana and 
Colorado 

The above areas are in addition to the 
states of North Carolina, Arizona and 
Kansas, covered since the program’s con- 
ception ; 

How it works. Commissioner Mason 
pointed out that under the Certified 
Agency program, processing functions 
usually performed in the FHA office are 
carried out by local lending institutions, 
using appraisers and inspectors employed 
on a fee basis. 

Qualified lenders which are FHA-ap- 
proved mortgagees are designated as 
authorized agents of the FHA commis- 
sioner upon application to the local FHA 
insuring office. Lenders who are not pres- 
ently approved mortgagees may make ap- 
plication to their local FHA offices to 
become one. Fee appraisers and inspectors 
need to be certified by the FHA. 

As an authorized agent the lender ac- 
cepts applications for insured mortgage 
loans under Section 203 of the National 
Housing Act. The agent arranges for an 
appraiser designated by FHA and the 
agent performs the credit analysis. The 
appraiser must see that plans and specifi- 
cations comply with FHA minimum prop- 
erty standards. The approved agent issues 
the loan and arranges for periodic in- 
spections during construction. 

Dealer's role. Because so many lumber 
dealers are in areas where FHA mortgage 
insurance has not been available, the 
Certified program has far-reaching bene- 
fits to the retail lumber industry. H. R. 
Northup, executive vice-president the Na- 
tional Retail Lumber Dealers Associa- 
tion, has urged managing officers of each 
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federated regional association to contact 
the FHA director for the areas under 
their jurisdiction and make local details 
of the program available to retail lumber 
dealers. 


Construction Awards Dip 


Contracts for future construction in 
February totaled $1,953,422,000, a 10% 
decrease from February a year ago, re- 
ports F. W. Dodge Corp. This marked 
the second consecutive month in which 
contracts registered a 10% decline. 

Dollar volume of contracts in residen- 
tial construction amounted to $727,282.- 
000, down 17% from the like month of 
a year ago. The number of one and two- 
family housing units was down sharply, 
but apartment units again registered an 
increase, this time 2%. The number of 
dwelling units of all types totaled 59,172, 
a drop of 14% compared to February, 
1957. 


¢ Frederick J. Close has been named 
general manager, sales development and 
commercial research divisions, Aluminum 
Company of America, Pittsburgh. 


BUILT-INS FOR LUMBER DEALERS— 
Evidence that the retail lumber dealer 
is being increasingly courted by manu- 
facturers of built-in cooking appliances 
comes from Tennessee Stove Works, 
Chattanooga 1, Tenn., which offers 
‘key distributor'’ plan to selected lum- 
beryards. Display above was featured 
at five lumber dealer conventions this 
year. 


Speeds Wood-Finishing 


A new machine process that imparts a 
smooth, glossy, mar-resistant finish to any 
type of wood at a rate of 90-120 linear 
feet per minute, at a cost of only “2¢ per 
square foot, will be licensed to wood- 
products manufacturers everywhere. Giv- 
en the name Super Microseal, the patent- 
ed technique eliminates hand sanding and 
sealer and second coatings and cuts by at 
least 75% the cost of finishing doors, cab- 
inets, furniture parts, architectural panels, 
other wood products, according to pres- 
ident Henry M. Reed, Jr., Satin Sur- 
faces, Inc. 

The company, a wholly owned subsidi- 
ary of General Plywood Corp., Louisville, 
Ky., developed the mechanics of the pro- 
cess, while Reichhold Chemicals, White 
Plains, N. Y., developed the synthetic res- 
in involved. The process produces a dense, 
extremely smooth, mar-and-water-spot re- 
sistant surface about 1/24” deep, which 
is actually part of the wood. Micro- 
sealed wood can be handled, shipped, 
painted, stained or varnished immedi- 
ately, it is said. 


Kitchens “‘By the Yard” 


“Buy Your Kitchen by the Yard” is the 
theme of Youngstown Kitchens’ spring 
and summer national advertising and sales 
promotion campaign aimed at the home 
remodeling market. The theme, symbol- 
ized by a pretty brunette using a tape 
measure, points up the advantages of the 
Warren, Ohio, manufacturer’s modular- 
type kitchen equipment, which allows 
unit-by-unit purchases as the family’s 
long-range remodeling budget permits. 

The “By the Yard” campaign was 
initiated with the mailing of thousands of 
promotion kits to Youngstown distrubu- 
tors and dealers. The kits contained tape 
measures of the “flexible yardsticks,” win- 
dow banner, pennants and reprints of na- 
tional ads. A second promotion kit, soon 
to follow, will provide newspaper stories 
for local use, plans for dealer introduction 
parties and contests among their custom- 
ers. 


* Howard W. Jarvis, formerly a commod- 
ity advertising manager for the U. S. 
Gypsum Co., Chicago, has been named 
general advertising manager. 
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Mesric aluminum building specialties 
for beauty... durability...economy! 


o A new line of building specialties, quality designed, 
Now!...Anodized i engineered and manufactured by experienced alumi- 
Thresholds at No — num extrusion specialists . . . packaged for easy mer- 
Extra Cost! * _ chandising . . . and sold only through qualified stocking 


Gleaming beauty that lasts ° distributors. 
because it's protected by a hard © 

permanent anodized finish - 

... a better long- 


run value at F iis 


regular wt eae 

price. (_ kZSSiC § Threshold 
Tough vinyl 

weatherstrip is easily replaceable. 

Available in designs for high or 

low carpet installations. Designed 

for easy application, furnished 

in see-through plastic packages, 

and sold in convenient lengths 

and handy carton quantities. 


WRITE FOR DETAILED LITERATURE, 
PRICES AND SAMPLES! 


aided I RET 
seerntererese sem: me tee : ae 











; Door Sweep and Scuff Guard 


Ye tf 
F) Attractively designed qj} A quality guard and hs 


rs and protected by ) |) | weatherstrip plus ano- 


dized finish at no 
premium in price. 
Rugged vinyl in- 
sert is easily re- 

& i placeable. Conveni- 
m Packaged in see- 4] ent lengths furnished 
® through plastic . . . )) | in see-through plastic 
> priced to sell! ali! packages. 


>, anodized finish. Re- 
‘ placeable felt 
ae weatherstrip. 

~ Easy installation. 











AND CUSTOM EXTRUSIONS, TOO! .. . North American is one of the Midwest's 
outstanding sources for aluminum extrusions, as well as completely fabricated 
extruded parts. That's why we can offer such exceptional values in CLASSIC 
building specialties . . . and also serve your other light metal needs. WRITE 
FOR BROCHURE ON PLANT FACILITIES . . . AND REQUEST Classic CATALOG, 
PRICES AND SAMPLES! 


5569 NORTH RIVERVIEW DRIVE © KALAMAZOO, MICHIGAN 
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See Ea Hardware 


‘“‘Easy-does-it’’ program 
sells household hardware 


The products are right, and so are the eye-catching, yellow-and-black 
Visual Packs! And Stanley has put them together in a complete mer- 
chandising program that every dealer can use! 

Now you can display always-popular household hardware on your 
wall or counter — wherever you have a pegboard — or on the mer- 
chandiser furnished by Stanley free with introductory assortments. 

Layout guides make it easy to group related items, stimulating 
impulse sales. You're also given a set-up instruction folder, sold-out 
cards, return cards and re-order forms free with your first order. 





Merchandiser stands horizontally ry Ye I 
(as in top photo) or vertically, dis- 
plays hardware on both sides. Or 
you can group items on any con- 


venient pegboard, as shown iA wale 





at right. 


For complete details, write Stanley :: 
Hardware, Division of The Stanley 4 
Works, 124 Lake St., New Britain, (agg clad 


Connecticut. 














AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools + builders, industrial and drapery hardware + door controls +» aluminum windows + stampings « springs 
» coatings « strip steel » steel strapping—made in 24 plants in the United States, Canada, England and Germany. 


Whor's Happ 


TV Series Boosts Building 


“Building America,” a new half-hour 
filmed weekly TV program series, is mak- 
ing its debut in 200 cities this spring. 
The program covers all phases of build- 
ing and construction. It will present new 
ideas, developments and products. Its 
purpose is to capitalize on the universal 
American interest in making the home 
and hometown a better place to live in. 

Four one-minute spots in the program 
are available for purchase by local ad- 
vertisers, offering dealers an opportunity 
to reach a TV audience especially inter- 
ested in home building and improvement. 

Coordinated by The Producers’ Coun- 
cil in association with the NRLDA, 
NAHB and others, the program is being 
distributed nationally by The Public Serv- 
ice Network of Princeton, N. J. 


Search for New Markets 


Expanding present markets and creat- 
ing new ones will be the theme of a 
merchandising program, which is already 
being developed for the NRLDA’s Sth 
annual Building Products Exposition in 
Chicago, Nov. 22-25. Emphasis will be 
on how lumber dealers can move more 
merchandise, according to Phil Creden, 
exposition general chairman, and Deyo 
W. Johnson, program chairman. 

“The big problem for dealers in the 
years just ahead is how to boost building 
material sales in the face of shirt-sleeve 
competition for the discretionary spending 
dollar,” says Creden. “More than ever 
before our meetings will be serious infor- 
mation sessions with concentrated empha- 
sis on hard sell. They will be directly tied 
in with the product merchandising efforts 
of our exhibitors.” 


Money-Lending Course 


People engaged in home financing and 
appraising will have an opportunity to 
learn of new trends in home planning 
and construction when the University of 
Illinois Small Homes Council conducts a 
six-day short course, July 14-19, on the 
Urbana-Champaign campus. The session 
is designed to give mortgage lenders an 
understanding of present trends in home 
building to help them lend money more 
wisely. 

Registrations are being accepted now. 
Fee of $75 includes tuition, publications, 
field trips and final dinner. Additional in- 
formation is available from Short Course 
Supervisor, Div. of University Extension, 
Room 116c, 725 S. Wright St., Cham- 
paign, Ill. 





¢ M. S. Munson has been promoted to 
managing director, National Plywood 
Distributors Assn., Portland, Ore., suc- 
ceeding Charles E. Devlin, who died last 
year. Munson at one time was advertising 
manager, Douglas Fir Plywood Assn., 
and later was with the Harbor Plywood 
Corp., Los Angeles. 
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LUMBER PRICES 
Spring Upturn Tardy 


Fir lumber prices have so far failed to 
show their customary spring rise. The key 
grade continues to drag along at $55 a 
thousand at northwest mills. This quo- 
tation, unchanged from a month ago, is 
down $11 from the year-earlier level and 
$24 under March, 1956. 

In the three weeks ending March 15, 
firm lumber orders fell 15 behind the 
like 1957 period. This compared with a 
lag of only 7.1% for the year to date. 
One reason for the tardy space is the 
late snows and heavy rains that have tied 
up the nation’s big home building regions. 
Lumbermen believe it will take three to 
four months to gauge the effects of emer- 
gency legislation, aimed at spurring hous- 
ing construction, which Congress recently 
approved. 





wwrV aaa Hardware 


From the Markets 


SAN FRANCISCO—Production, de- 
mand and prices seem to be edging up- 
wards. Georgia-Pacific Corp. upset the 
market with its introduction of packaged, 
treated siding for the same price as un- 
packaged, untreated siding, forcing most 
other firms into making price allowances 
of from $15 to $20 per M on their siding. e 

California mills are pricing 1x12 No. i | 
3 common Ponderosa pine at $76 to $78 New! colorfu jewe ry 
per M. White fir utility grades are reason- 
ably active, but standard and better and 


No. 2 and better are lagging, with for your kitchen cabinets 


2 x 4s bringing $64 per M. 








SEATTLE—Plywood, dropping to $64, ; 
got such a rush of business that the price Yes, it’s another first for Stanley Hardware—ceramic pulls in three 
ot Sack #9 568. Other lomber brings House and Garden pastels. As one leading kitchen consultant re- 
oo marked, they'll “lend distinction to the whole kitchen. 

ioe na Stanley’s ceramics bring a new dimension to kitchen decor—a 

KANSAS CITY—Few mills in the rich, elegant texture and colorful appearance unobtainable with any 
area are making 2x4s and 1x4s because other material. Designed by women for women, these new pulls are 
of the competition from the west coast truly jewels in every sense of the word. 
aad sneaty Give © se acute. shestnge They are easy to grasp and also to clean. You can offer them in 

- ite rice 2 é C +4 i, 2 ; oo 

ge oe de py a gs two sizes—1¥%” and 158”—on brushed silver or brushed bronze 

Ss aes tata Tae OPS te OIE, Make bases—12 possible combinations in all! 
1x4s are going from $72 to $75. Fairly ase « poss “ ‘ 
good stocks of 2x8s and 2x6s are avail- 
able at $86 for 10° to 16’ lengths. ; 

In the board classification, 6”, air-dried Copper-Mode—another new contem- 


boards are selling at $78 and 8” at $80, porary style in Stanley cabinet hard- 
while kiln-dried boards are bringing $80 ware. Chosen from 40 styles in a poll 
and $82, respectively. of more than 4,000 builders and wives. 
Ms foc -eenagoaay Raper baer kgm es Four-color literature is now available 
c ag considerably e . 
area. Plywood prices have advanced some so you can te these new styles in all 
5% to 10% in the past few weeks. There their splendor! Ask your wholesaler or 
is a definite increase in demand for both write Stanley Hardware, Division of 
birch and walnut. Birch prices have ad- The Stanley Works, 124 Lake St., New 
vanced some $10 to $15 per M, and this Britain, Connecticut. 
lumber can be purchased for around 
$310 to $315 per M. 
AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 

TACOMA—Plywood prices are hold- 
ing their upward trend, although there 
seems to be some variation between quo- STA N | b VY 
tations of $68 and $72 a thousand for 
the key quarter-inch grade. There has 
been considerable buying at the $68 fig- This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
ure, although no specific figures are avail- tools « builders, industrial and drapery hardware + door controls + aluminum windows - stampings « springs 
able. + coatings « strip steel » steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
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Northwest Dealers Seek to 
Correct Ills of “By-Passing” 


“Long-range distribution program” 1s approved by board of 


directors of regional association. 


Efforts to eliminate by-passing of re- 
tail lumberyards by wholesalers and man- 
ufacturers are being made by the North- 
western Lumbermen’s Association, Min- 
neapolis. 

“Our board of directors have approved 
a ‘long range distribution program’ to 
try to improve the distribution of lumber 
and building materials in our four-state 
area,” said W. H. Badeaux, executive 
secretary of the group. “We hope the by- 
passing of our dealers in many cases can 
be eliminated.” 

First step in the program, Badeaux re- 
ported, has been to send a letter to whole- 
salers and manufacturers of building ma- 
terials selling in the Northwestern’s area. 
The letter, signed by Paul J. Mathew, 
president, outlines the distribution prob- 
lem as seen by the dealers, recites the 
advantages of lumberyard distribution, 
and asks for comments and criticisms 
of the service rendered by retail lumber 
dealers. The letter stated: 

“After we receive your comments, we 
plan to ask you and others to meet with 
us for an open discussion of the retail 
dealer's problems, what you expect from 
the retail dealers and how they can im- 
prove their service in the distribution of 
lumber and building materials,” Mathew 
said in the letter. We ask no agreements 
or assurances, only your frank comment 
and criticism.” 

Advisory committee. Heading up the 
distribution work is an advisory commit- 
tee made up of Charles Spahn, Robert 
Horton, David Taylor, Peter Porter and 
president Mathew. Horton is chairman of 
the Minnesota sub-committee on distri- 
bution; Spahn heads the Iowa sub-com- 
mittee; Hugh Robertson is chairman of 
the North Dakota sub-committee and 
Richard Kelly is chairman of the South 
Dakota group. More than 200 letters are 
reported to have been sent to manufac- 
turers and wholesalers. 

Coincidence noted. As the Northwest- 
ern group was making the first steps 
toward their announced goal, the official 
publication of the adjoining Wisconsin 
Retail Lumbermen’s Association, reprint- 
ed the full text of the consent decree 
entered into by the organized retail lum- 
ber industry in 1941. That consent decree 
recited a long list of charges of mono- 
polistic practices which the lumbermen 
agreed to avoid. The Wisconsin dealers’ 
publication made no comment on why 
it was devoting 62 column inches to the 
reprint, save to head-line it “What you 
should know about your business.” 
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——e 1958 HOUSING BILL — DIGEST. 


(as signed by President, April 1) 





3% of first $13,500 
15% of next $2,500 
30% of next $4,000 


FHA Down Payments 





VA: 2-year extension on direct loan and 
mortgage guorantee programs. 
Boost in interest rate on VA _ loans 
to 44,% 





Discounts: Repeal of FHA discount controls. 





FNMA: $500 million boost in special assist 
once funds available to President 
for use in buying mortgages other- 
wise not marketable, such as hous 
ing for aged, urban renewal, etc. 











New Plywood Organization 


William Forrest, Pacific Plywood 
Corp., Willard, Oreg., has been elected 
president of the newly-formed Independ- 
ent Plywood Manufacturers Association. 


Other officers elected were F. A. John- 
son, Grants Pass Plywood Co., Grants 
Pass, Oreg., vice-president; G. S. Robin- 
son, Plywood Products Corp., Corvallis, 
Oreg., secretary; Noble H. Chowning, Sr., 
Coquille Valley Lumber Co., Milwaukie, 
Oreg., treasurer. Certified public account- 
ant John R. Dingley has been appointed 
executive director of the group. He has 
offices at 544 Mead Building, Portland, 
Oreg. Purpose of the new group is re- 
ported to be collecting, compiling and dis- 
seminating statistical data on production, 
shipment and use of fir plywood. 


New Fir Plywood Group 

More than 50% of the “independent” 
fir plywood mills of the Pacific North- 
west have joined a new group known as 
the Independent Plywood Manufacturers 
Association according to William F. For- 
rest, president of Pacific Plywood Co., 
Dillard, Ore., chairman of a committee 
seeking to organize such a group. 

“We expect that about 80%-90% of 
the independent fir plywood mills will 
join,” he said. 

Educational program. Purpose of the 
new group is described as educational. 

“We hope to bring out the various 
methods in which we can operate to elim- 
inate the chaotic condition in the plywood 
business now,” Forrest said. 

“It has created a terrific hardship, 
both to the owners and owners, and to the 
merchandiser in the field, not having a 
program which results in the same stable 
conditions we find in the steel, paper and 
pulp industries,” Forrest said. 


Silcrest Drops Specifications 
Millwork, Many Stock Items 


Wisconsin manufacturer culls lines from 7,000 items to 
about 1,000, concentrating on Crestline brand of major mill- 


work. 


Drops Millwork Stock 


A major policy change by the Sil- 
crest Co., Wausau, Wis., becomes ef- 
fective April 1, when that company 
will no longer take orders for specifi- 
cation millwork. It will devote its 
complete production to its Crestline 
brand products. Discontinued will be 
such items as mantels, corner cabi- 
nets, barn sash, etc. 

Silcrest began business in 1946 with 
a line of over 10,000 millwork items 
—everything from ironing boards to 
rolling pins. This diversification re- 
sulted in a high ratio of production 
cost to selling price. In 1954 Silcrest 
began introducing its own products in 
preparation for total Crestline pro- 


duction. The first product was a re- 
movable double-hung window unit. 
Other products have followed, includ- 
ing the recent Diamond-lite windows. 

“This change will benefit every 
phase of our operation and it’s going 
to result in a better product and price 
to our customers,” says president 
L. T. Riordan. 


The Crestline brand was introduced to 
the trade in 1954, beginning with a re- 
movable double-hung window unit. Crest- 
line products also include stacking awn- 
ing window units; casements; door frames; 
self-storing combination storms and 
screens with aluminum inserts; bi-fold 
door units. 

The new policy took effect April 1. 
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Don’t just lay a floor... 
lay a floor that will 
help you sell your house. 


BRADLEY BRAND OAK FLOORING 











| 
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Add elegance, charm and incomparable beauty to the houses you build. 
Use Bradley Straight-line Oak Flooring for the floors. Only Bradley uses 
specially designed saws to produce precision-straight strips for its flooring 
machines. Bradley Oak Floors are the choice of discriminating craftsmen 
everywhere. They are “‘mirror-smooth”’ and “‘arrow-straight”’ every time. 
Available finished or unfinished. See your Bradley representative for ALL 
your lumber needs. He is ready, willin’ and able to serve you! 


BRADLEY LUMBER COMPANY 


HOM E er Ff te Ss 
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DEALERS! jv. your customers a big 


BUILT IN 
$ .00 BONUS WITH EVERY 
%e 


Order from these 
DISTRIBUTORS 


ILLINOIS 
Chicago & Riverdale Lumber Co 
341 E. 136th Place, Chicago 
INDIANA 
Chicago & Riverdale Lumber Co 
Chicago, IIlinois 
IOWA 
Ashton Wholesale Service 
702 Elim St., Des Moines 
604 2nd St., N.W., Mason City 
1000 Shaver Rd., N.E 
Cedar Rapids 
KANSAS 
Ed Holtzen Woodwork 
317 N. Osage, Wichite 
MICHIGAN 
Chicago & Riverdale Lumber Co 
Chicago, Iilinois 
MINNESOTA 
International Sash & Door Co. 
2101 N.E. Broadway 
Minneopolis 
Lyman Lumber & Coal Co 
Excelsior 
Building Materials Wholesaler 
Excelsior 
MISSOURI 
Long Bell Lumber Co 
600 East 14th, N. Kansas City 
Dyke Bros 
1005 N. Monroe, Kansas City 
Bumiller & Meyersieck 
2537 Natural Bridge, St. Louis 
Hill-Behan Lumber Co 
6515 Page Bivd., St. Lovis 
NEW JERSEY 
Jersey Millwork Co 
403 Jersey Ave., Jersey City 
NEW YORK 
Diamond Point Lumber Co 


Ceorjon Boy Lumber Co. A FACTORY INSTALLED ROTOR OPERATOR FREE! 


Nichols-Wyman Lumber Co. 

2435 Dewey Ave., Rochester 

Paulsen & Sons ° 

1400 Central Ave., Albany @ Regular standard quality Pay only the same as for a push-out unit 

North Moin Lumber Company $7-00 i 

49-65 LaSalle, Buffalo @ Rotor operated Saves you and your customer per unit 

OHIO 

ations Sash &. Door Co Vinyl-weatherstripped Get this picture! A standard-quality, rotor-operated, vinyl 

0800 Brookpark. Clevelond (Seals like a refrigerator) weatherstripped, union-made, toxic-treated, well-machined 

Lumico Sales Toxi Ponderosa Pine window—factory-equipped with the patented 

- ee oxic-treated ; 7( : 
927 No. Front St., Philadelphia ; Roto-Lok rotor-operator, worth $7.00 retail. 
WISCONSIN Ponderosa Pine : 

Chicago & Riverdale Lumber Co r hined Yet, you pay only the same as for a push-out unit, enabling 

Chicage, Ulinele © Well mochine you to give your customer with every window a $7.00 built-in 

seg gua a Union-made and labeled bonus. 
You can’t miss with this window. Investigate today! Be the first 
in your community to feature this attractive sales-building win- 


dow unit 





WRITE — WIRE — PHONE 


Opportunities ROTO-LOK UNITS BEAR 
FOR DISTRIBUTORS Rey =) 





Choice Territories THE UNION LABEL 


BILTBEST CORPORATION *...5":.""" 
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News Makers 


berwinne 


* A record crowd of more than 3,000 
dealers and guests attended the 35th an- 
nual convention of the Carolina Lumber 
& Building Supply Assn. in Charlotte, 
N. C., recently. Robert B. McClure, Mc- 
Clure Lumber Co., Charlotte, was elected 
1958 president. Other new officers in- 
clude: M. R. Bagnel, Jr., Columbia, S. C., 
Ist vice-president; A. W. Christiansen, 
Greensboro, N. C., 2nd vice-president, 
and J. D. Foster, Roebuck, S. C., 3rd 
vice-president. E. M. Garner was renamed 
secretary-treasurer. 


* The Mountain States Lumber Dealers’ 
Assn. elected the following officers for 
1958 at its annual meeting in Denver: 
president, N. N. Spear, Spear Lumber 
Co., Cheyenne, Wyo.; vice-president 
(Wyo.), Henri J. Choquette, Casper 
Lumber, Inc.; vice-president (N. M.), Ru- 
pert Chisholm, Atlas Lumber Co., Las 
Cruces; vice-president (Colo.), John Y 
Brown, Jr., Brown Lumber Co., Lamar. 


¢ M. M. (Merlin) Sack, vice-president 
and general manager, Sack Lumber & Coal 
Co., Crete, was elected 1958 president of 
the Nebraska Lumber Merchants’ Assn., 
at the group’s 67th annual meeting in 
Omaha. W. H. Adams, Adams Lumber 
Co., Grant, was named vice-president. 


* Lumbermen from Minn., N. D., S. D., 
Wis. and lowa recently elected George S. 
Withy, Shaw Lumber Co., St. Paul, 1958 
president of the Independent Retail 
Lumber Dealers Assn. at the group’s 19th 
annual convention in St. Paul. Other of- 
ficers elected were: E. J. Sprengeler, Ma- 
son City, lowa, vice-president; A. W. 
Vye, Wheaton, Minn., secretary, and A. 
N. Justus, Hopkins, treasurer. 


* Cosmo Guido, president, Guido Broth- 
ers Lumber Co., has been named presi- 
dent of the San Antonio (Texas) Retail 
Lumber Dealers’ Assn. for 1958. He suc- 
ceeds Stanley Green, manager, Prassel 
Lumber Co., who died in December 
The group recently voted to oppose Sun- 
day operation of yards in a resolution, 
which read: “Be it resolved that we en- 
dorse the closing of all lumberyards in 
San Antonio on Sunday, both in respect 
of the Sabbath and for the health, physi- 
cal and spiritual benefit of all the own- 
ers, operators and employes.” 


e The Pacific Lumber Co., San Francis- 
co, announces the appointment of Carl W 
Bahr as vice-president in charge of lum- 
ber sales. Norman B. Livermore, Jr. has 
been named treasurer, and Merle L. 
Walker has been reelected assistant sec- 
retary and controller. The vacancy creat- 
ed by Bahr’s appointment has been filled 
by Lawrence H. Sabey, who has been 
made assistant sales manager and sales- 
production coordinator with headquarters 
in San Francisco. 


¢ The Philip Carey Mfg. Co., Lockland, 
Ohio, manufacturer of roofing, siding and 
insulating materials, bathroom cabinets, 
range hoods and ventilating fans, has 
named John C. Thomas as sales promo- 
tion manager. 


BUILDING PRODUCTS MERCHANDISER 





WEATHERPROOF BARN DOOR 
TRACK AND HANGERS... the favor- 
ite of farmers everywhere. Easy to sell 
R-W No. 36 self-cleaning type track is 
weather and birdproof. R-W No. 423 
Hangers feature roller bearings and 
lateral ond vertical adjustment for easy, 
dependable operation. 


— 


“EaR- a TRACK and 
TROLLEY...R-W No. 239 
Track has ears spaced on 
12 inch centers that are at- 
tached to walls by lag screws 

. bosses hold track away 
from building for free air 
passage. R-W 346'2AB 
Hangers feature ball bear- 
ings and vertical and lateral 
adjustments. 


TRACK and 
HANGERS 


for industrial, 
commercial and 
farm buildings! 


R-W "“LOCK-JOINT’ TRACK AND HANGERS... 
designed for doors of all sizes and weights up to 3000 
Ibs. Line includes wide range of sizes plus a series of 
“packaged” units that include all necessary hangers, track and hard- 
ware for door installations. Track and Hanger aprons finished in 


grey enamel ... 


Hanger trucks cadmium plated. Hangers available 


with ball or roller bearings as desired. 


You can be sure of satisfying your customers’ 
exact needs when you stock and sell the 
Richards- Wilcox line of Track and Hangers 
. it's the “QUALITY” line, backed by over 
78 years of experience that will provide a 
fast turnover, increased profits and com- 
plete customer satisfaction. R-W Track and 
Hangers will provide years of dependable, 
trouble-free service...even on doors 
weighing over a ton. Stock-up now. 


WRITE 
TODAY! 


for complete informa- 
tion. Request Catalog 
No. 100-R. 


"A HANGER FOR ANY DOOR THAT SLIDES’ 


NEW FEATURE.. 
CADMIUM PLATED 
FINISH NOW STANDARD 
ON THE TRUCKS OF 
ALL R-W HANGERS 


aR 
SRICHARDS-WILCOX >: 


WEDUSTRIAL « FIRE DOORS © 


MANUFACTURING COMPANY DOOR HAROWARE 


“Wade for cach other 


aos 


ELECTRIC OPERATORS J 


\ 


226 W. THIRD STREET, AURORA, ILL. * Branches in Principal Cities 
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BOOSTS PROFITS! 





Cuts Installation steps two-thirds ...gives lower installed cost! 
Conventional windows require three installation operations (framing, installing window, 


2 But the new Andersen Strutwall needs only one 


finishing), around 22 separate steps. 
operation—seven steps. 


All the builders who have tested new Strutwalls report a good saving in total installed 


costs—even when figured against inferior quality conventional windows. 


operation instead of... 


New Strutwall Conventional 









1. FRAMING (approx. 12 steps) 





2. INSTALLING (Elelelaeh So M-h4-1°1-)) 


G. FINISHING (approx. 5 steps) 














A 
Me 


! 


installs in minutes... fits tighter! Builders just 
cut the two load-bearing struts to fit header construction; 
nail Strutwall to adjacent studs; tilt up with wall. It’s that 


quick and easy. In multiple openings, new Andersen 


482< 


Avaliable in 7 sizes, 2 styles! Andersen makes 
seven sizes of new Strutwall Windows, 2 sizes of Strutwall 

















Strutwalls are simply butted against each other. Because 
all parts are nailed or nailed and glued at the factory, 
the Strutwall has unusual resistance to racking. Provides 
the tightest possible joining of window and wall. 


484 4863 


door frames. Window components are available in both 
famous Beauty-Line* and Flexivent@ styles. 


*Patent Pending 


Andersen \Windowalls 


ANDERSEN CORPORATION * BAYPORT, MINNESOTA 


Looks better... more profitable, too! New 
Andersen Beauty-Line Strutwalls (below) and Flexivent 
Strutwalls add extra beauty and sales appeal to homes. On 


the exterior, absence of separate casing gives cleaner, 











ed £2 Sl 


_ 





trimmer lines. In multiple openings, like this, there’s more 
open glass area. There’s higher profit, too. Because you're 
supplying a larger, finished part of the house, you make 
more money per window installation. 











New! Andersen Strutwall: 


Cuts installation steps two-thirds 
Provides tightest possible wall joining 


Easy to handle, easy to sell 


Gives builders lower installed cost 


Fits any type of frame construction... 
including panel systems 


| _ a great advance in building technique. A new component that makes a quality 
window an integral part of the house frame. Gives you the opportunity to get more 
orders from present customers. Go after business that may have been out of reach before. 


The new Andersen Strutwall comes completely assembled. Load-bearing side struts, 

nailers and lower jack studs have been nailed and glued together at the factory. This provides 
unusual resistance to racking. Gives your customers the tightest possible joining of 

window and wall. Cuts installation from three operations to one—from around 22 steps to 7 


From a profit standpoint, new Strutwalls are phenomenal. They're shipped only 190 

per car. You can order fewer units, still get low carload prices. You can make a higher profit 
per installation because you’re supplying a larger part of the house. And the builder 

saves so much on labor he has a lower total installed cost. Ever have a better sales story? 


Advance orders indicate a heavy demand for new Andersen Strutwalls. We suggest you 
place your order now. See your Andersen distributor or write direct for details and other 
information: Andersen Corporation, Bayport, Minnesota. 


TURN PAGE 
FOR MORE 
DETAILS! 








Grading rough lumber. All Pickering lumber is 
graded according to strict Western Pine Associa- 


tion grading rules. 


Since 1894 


PICKERING 


has furnished 
top quality products 


Behind the name Pickering is a rec- 
ord of 63 years of customer satis- 
faction. Pickering has the timber 
resources, the manufacturing facil- 
ities, the ‘know how" that combine 
to assure all customers dependable 
quality lumber. 


Pickering is shipping 75 million 
feet annually of "GOLD MEDAL" 
lumber and cut stock, in Straight 
and Mixed Cars — 


SUGAR AND PONDEROSA PINE 
WHITE FIR, INCENSE CEDAR 
Lumber, Cut Stock, Box Shook 


Please contact your 
local distributor who 
features ‘‘Gold Med- 
al’’ products, or drop 
us a line at Standard, 
California and let us 
put him in touch with 
you 


Ask for o copy of our color brochure, 
“Timber’’ 


PICKERING 


Lumber Corporation 


STANDARD, CALIFORNIA 

(Near Sonora, Calif.) 

Teletype 
Sonora 116-U 


Telephone 
Sonora JE 2-714) 


Showing Pickering’s rough lumber storage sheds, 
holding over 17,000,000 ft. of rough, dry lumber. 
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Spurrier Creden 


Spickelmier Foley 


Chandler 


Robinson 


HIC Appoints Regional Directors 


The names of 17 of the 31 regional 
directors to be appointed by the 
Home Improvement Council have 
just been announced. Their dual func- 
tion will be to obtain members and 
advance the HIC program in areas 
surrounding their headquarters cities. 
Ready to assist you in promoting the 
HIC program in the following 17 re- 
gions are: 

Buffalo, N. Y Herbert J. Niebergall, 
Mfgrs. & Traders Trust Co., Buffalo. 

Charlotte, N. C.: W. M. Spurrier, H & S 
Lbr. Co., Charlotte 

Chicago, Ill.: Phil Creden, Edward Hines 
Lbr. Co., Chicago. 

Cleveland, Ohio: James Chandler, Cleve- 
land Press, Cleveland 

Dallas, Tex.: E. E. Wallace, Republic Nat 
Bank of Dallas, Dallas 

Detroit, Mich.: Daniel Ford, Detroit Lum- 
bermen’s Assn., Detroit 


Houston, Tex.: Charles Underwood, T. J 
Bettes Co., Houston. 

Indianapolis, Ind Carl Spickelmier, 
Spickelmier Industries, Indianapolis 

Los Angeles, Calif.: Mrs. Winifred Pike 
Fritz Burns Organization, Los Angeles 

Milwaukee, Wis.: Bruce McCandless, Mil- 
waukee Gas & Light Co., Milwaukee 

New Orleans, La.: Ivan Foley, Live Mod- 
ern, Inc., New Orleans 

New York, N. Y.: Howard Robinson, Gold- 
berg Wholesale Supply Co., Tarrytown 

Philadelphia, Penna.: Robert Jones, Mid- 
die Atlantic Lumbermen’'s Assn., Philadel- 
phia. 

Pittsburgh, Penna Christy Payne, Jr., 
People’s Natural Gas Co., Pittsburgh. 

Portland, Ore.: M. F. Moyer, Eugene Plan- 
ing Mill, Eugene 

Salt Lake City, Utah: Robert Murray, Pru- 
dential Federal Savings & Loan Assn., Salt 
Lake City. 

San Francisco, Calif Frank Crosby, 
Kaiser Gypsum Co., Oakland 





Pole Structure Plansfor Farm, Home 


Lumber dealers can obtain unique 
pole-type designs for either a patio- 
carport or a tractor-port, as shown 
above, using materials normally han- 
dled by building materials merchants. 

Professionally designed by an 
Evanston, IIl., architect and a Michi- 
gan State University agricultural en- 
gineering professor, the 14’ x 24’ port 
can be built near the farm house to 
serve as a handy shelter, with storage 


cabinets hung between poles for small 
tools, oil, etc. The 20’ x 20’ carport can 
double as a shade house in summer or 
as a portable grill, outdoor dining 
room or children’s play area. Penta- 
treated poles provide the foundations 
for both structures. 

Plans are available from the Public 
Relations Dept., Dow Chemical Co., 
Midland, Mich. 
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Why don’t latex paints blister and peel? 


A. Latex paints are far less susceptible to blistering and 
peeling than other paints because they allow passage of 
moisture vapor. Paint peels when moisture builds up on 
the substrate and forces the film away from the surface. 
Because latex allows water vapor to pass through, there is 
less chance of moisture build-up which will cause the paint 
to become detached from the substrate. 

For long-lasting customer satisfaction, you're wise to recom- 
mend latex paints. With these paints, the manufacturer can 


retain a higher degree of durability without sacrificing other 


desirable qualities. Indoors and on exterior masonry sur- 
. . beginning with 
And re- 


member, decorator colors stay at their best in latex paints. 


faces, they offer a bonus of benefits . 


easiest application, fast dry and quick clean-up. 


The facts sell latex paints. And you can get all the facts in 
our new booklet. Send for your free copies now and watch 
sell for 
CHEMICAL COMPANY, Midland, 
Sales De- 


them you. THE DOW 


Michigan, Plastics 


partment 2114D. 


YOU CAN DEPEND ON 
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only 
HAR-VEY hardware 


has all these features 


BUILT IN DOOR STOP 


LIFETIME 
NON-BINDING 
NYLON, GUIDE 


EXTRUDED 
ALUMINUM 
TRACK 


UNUSUALLY RIGID 
GUIDE HANGER 
ADJUSTMENT SLOTS 
FOR EASY EXACT ALIGNMENT 


‘< ' NEW KUSH-N-STOP 
. REVERSIBLE 
JAMB HINGE 


| 
; 
; 


HVAT 


| 
1 


1] 
i | 





Made to please your customer... 
NEW! Har-Vey “B” Line Slide-A-Fold Hardware 


HAR-VEY SLIDE-A-FOLD HARDWARE is fash- 
ioned for the sales minded builder . . . it gives folding 
doors that sure, silent, smooth action needed to delight 
the most discriminating home buyer or home owner 
The new Har-Vey jamb hinge rigidly supports the 
door’s entire weight. The single top track serves only as 
a guide, assuring a lifetime of smooth, quiet and 
effortless operation. Look for the Har-Vey name 
stamped on metal parts .. . your assurance of superior 
quality. 


UNITS COME IN USEFUL HANDI-PAKS .. . one 
box to one opening . . . contains everything to com- 
plete the job. Har-Vey’s unique design pays a bonus to 
the user in fast, easy installation. Har-Vey Handi-Paks 
are easy to stock . . . cuts your inventory, handling 
and sales costs. Price—eminently reasonable (and with 
no compromise in quality) . . . Har-Vey “*B’’ Line 
Slide-A-Fold Hardware comes in 6 sizes from 2’ door 
openings at $3.79 to 6’ openings at $8.79. Write for 
complete details now! 


look at the easy one man installation... 


MARK LOCATIONS 


MOUNT TRACK & JAMB HINGE ATTACH DOOR TO HINGE 


ATTACH KNOBS 


beh HA | 


ATTACH GUIDE HANGER 





Write for Catalog H-12 
AMERICAN SCREEN PRODUCTS COMPANY 


World’s largest manufacturer of window screens 
General Offices: 61 E. NORTH AVENUE 
NORTH LAKE, ILLINOIS 


©1958 by American Screen Products Company 
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Find the firm going places...youll find IRESTONES! 
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“WHEREDOBUY TT" prelinn: , a1 0/dA Siena 
DYSTRICT SALES OFFICES == SERVING ; - ; 
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Whether you operate one truck or twenty trucks, you can’t buy a tire that costs 
less per mile than Firestone. Billions of miles of carefully kept fleet records prove 
Firestone truck tires outwear all others. 

That's because Firestone truck tires are now combining the world's toughest tread 
rubbers with a new fortified-cord body. That’s made possible by Firestone’s 
exclusive S/F—Safety-Fortified—Cord! It’s making Firestones® last longer by 
building them stronger than any tire ever made. Yet this new kind of tire costs no 
more than regular tires. 
Every Firestone truck tire, tubed or tubeless, is an outstanding value in long- 
wearing, dependable performance. No wonder more going concerns go on 
Firestones! See your Firestone Dealer or Store soon. That's the place for fast, 
dependable service, too. 


YOU CAN'T BUY A TIRE THAT COSTS LESS PER MILE THAN FIRESTONE 


Copyright 1958, The Firestone Tire & Rubber Company Z_ 
of Firestone every Monday evening on ABC television BETTER RUBBER FROM START TO FINISH 


Enjoy the Voice 
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Shakertown 


THE 


THE SIDEWALL THAT HAS AYAGA 


GENUINE 
CEDAR 


Highest quality, hand se- ADDED 
lected cedar shakes deeply % INSULATION 


suiated for eye-cotching 7) Shakes electronically bonded 
acme / to insulation backerboard for 
extra protection. Shiplapped 
ends give weather-tight 
fit at the joints. 





PRESTAINED 
COLOR 


Stained at the factory with 
heavy duty stain richly pig- 


mented for lasting life. 12 CARTON CONTAINS 
hitect-selected 
are COLORED NAILS 


é Special, annular-threaded nails, made es- 
* US. Pot. 2.232.786 mi: . pecially for Shakertown, are colored to 
\ ainerus and Foreign My , \ match the shakes and packed right in the 
Potents Pending Whe —_ carton. 


JIFFY CORNERS 


Strong, metal corners lock shake corners 
together firmly with a tap of the hammer. 
Colored to match the shakes and die-fluted 
to match striations. Better weather protec- 


ne AADVERTISED 
TO YOUR_CUSTOMERS 


. 





Big, bright, colorful ads continuously tell 
the story of the many advantages of Shaker- 
town Glumac Units to builders, architects 
and consumers...the folks who buy from 
you. The result is that Shakertown is the 
largest-selling brand of pre-stained shakes 
in America! 

Get in on this big market and get your share 
of the sales and profits! See your Shaker- 
town distributor or write for your copy of 
our full-color booklet featuring shakes and 
containing dealer merchandising ideas de- 
signed to help you sell! 


20310 KINSMAN ROAD DEPT. AL-4 CLEVELAND 22, OHIO 


GLUMAC UNITS - SIDEWALL SHAKES - STAIN - JIFFY CORNERS 
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AKRON, OHIO 
Akron Reserve Lumber Co. 
595 E. Tallmadge Ave. 
ALBANY, NEW YORK 

Mohowk Building Mtls. 
Second Ave. 
Rensselaer 

ALLIANCE, 


Corp. 


OHIO 


Clem Lumber & Distributing Co. 


Woverly and Webb Avenves 

ATLANTA, GEORGIA 

Reynolds Aluminum Supply Co. 

1530 Ellsworth Drive 

BALTIMORE, MARYLAND 

Dealers Worehouse Supply Co. 

90 West Oliver Street 

BANGOR, MAINE 

R. B. Dunning & Co. 

5468 Broad Street 

BILLINGS, MONTANA 

Marshall-Wells Company 

BINGHAMPTON, NEW YORK 

Northrup Supply Corp. 

P.O. Box 309 

BIRMINGHAM, ALABAMA 

Reynolds Aluminum Supply Co. 

2828 Fifth Ave. N 

Roebuck Lumber Co. 

P.O. Box 4155 

East Lake Station 

BOSTON, MASSACHUSETTS 

Sondik & Company, Inc. 

733 Concord Ave. 

Cambridge 

BUFFALO, NEW YORK 

Lincoln Wholesale Roofing Co. 

285 Lathrop St. 

McLlean-Thomas, Inc. 

12-14 Ash St. 

Quality Materials Co, 

1914 Colvin Ave. 

Tonawanda 

CADILLAC, MICHIGAN 

Evans & Retting Company 

CAMDEN, NEW JERSEY 

Budd & Mackay $ ond 

White Horse Pike & F 

CAPE GIRARDEAU, MISSOURI 

Cape Supply Co. 

24 S. Sheridan Drive 

CEDAR RAPIDS, IOWA 

Tip Top Distributing Co. 

1211 Ninth St. $.W 

CHATTANOOGA, TENNESSEE 

Rogers Building Supply 

5210 Dayton Bivd. 

CHICAGO, ILLINOIS 

Chicago & Riverdale Lumber Co. 

341 East 136th Place 

IHliana Warehouse, Inc. 

141st and Western Aves. 

Blue Island 

Knudson & Mercer Lumber Co. 

332 S. Michigan Ave. 

Reserve Supply Coop. Corp. of 
Chicago 

3700 N. Mannheim Road 

Franklin Park 

CINCINNATI, OHIO 


Clem Lumber & Distributing Co. 


2867 Stanton Ave. 
CLEVELAND, OHIO 
Reserve Lumber Co. 

1948 Carter Rood 
COLUMBUS, OHIO 
Palmer-Donavin Mfg. Co. 
575 Olentangy River Road 





CUT BANK, MONTANA 
Oil Field Lumber Compony 
DALLAS, TEXAS 

Burris Building Materia! Co. 
1735 Hinton Street 
DANVILLE, ILLINOIS 


Eagle Lumber Dealers Supply Co. 


616 N. Walnut Street 
DAVENPORT, IOWA 
Tip Top Distributing Co. 
726 Federal Street 
DAYTON, OHIO 


Gem City Planing & Lumber Co. 


219 S. Williams Street 
DENVER, COLORADO 
Denver Wood Products Co. 
1945 West Third Avenue 
DES MOINES, IOWA 
Tip Top Distributing Co. 
501 S.W. Ninth Street 
DUBUQUE, IOWA 
A. Y. McDonald Mfg. Co. 
350 Dodge Street 
DULUTH, MINNESOTA 
Marshall-Wells Company 
301 S. Lake Street 
EAST PROVIDENCE, R. |. 
Read & Cempany, inc. 
160 Valley Street 
ELIZABETH, NEW JERSEY 
Elizabeth Reofing Supply Co. 
1170 East Broad Street 
ERIE, PENNSYLVANIA 
Lyman Felheim Co. 
2010 Holland Street 
EVANSVILLE, INDIANA 
lensing Wholesale, Inc. 
600 N. Sixth Avenve 
FARGO, NORTH DAKOTA 
Fargo Glass & Paint Co. 
FT. DODGE, IOWA 
Tip Top Distributing Co. 
703 $.W. 25th St. 
FT. WAYNE, INDIANA 
Inland Distributing Corp. 
1228 N. Harrison St. 
FT. WORTH, TEXAS 
Central Building Products Co. 
2505 Vickery St. W 
GRAND RAPIDS, MICHIGAN 
Evans & Retting Company 
707 Wealthy, $.W. 
GREEN BAY, WISCONSIN 
Lumber Dealers Supply Co. 
1040 S. Broodway 
HARTFORD, CONNECTICUT 
Sondik & Company, Inc. 
2944 Main Street 
HAWTHORNE, NEW JERSEY 
Igoe Brothers, Inc. 
58 Fifth Street 
HOUSTON, TEXAS 
Shakertown Distributors, Inc. 
2809 Airline Drive 
HUNTINGTON, W. VA. 
Fiddes-Moore & Company 
16th St. W. & Virginia Ave. 
INDIANAPOLIS, INDIANA 
Inland Distributing Corp. 
1501 Kentucky Avenue 
JACKSON, MISSISSIPPI 
Jackson Wholesale Building 
Supply Co. 
230 Thompson Street 





KANSAS CITY, MISSOURI 
Timberline, Inc. 

900 East 18th Street 
KINGSTON, NEW YORK 
Miron Building Products Co 
60 Ferry Street 
KNOXVILLE, TENNESSEE 
Square Supply Company 
117 W. Jackson Avenie 
LAFAYETTE, INDIANA 


Eagle Lumber Dealers Supply Co. 


Sheridan & Cincinnati Sts. 

LANSING, MICHIGAN 

Schultz, Snyder & Steele 
Lumber Co. 

610 E. Grand River Ave. 

LIMA, OHIO 


Eagle Lumber Dealers Supply Co. 


455 E. Murphy St 

Palmer-Donavin Mfg. Co. 

675 N. Union St 

LOUISVILLE, KENTUCKY 

Reynolds Aluminum Supply Co. 

1239 S. Tenth Street 

MALONE, NEW YORK 

Saltpoint Supply Northern NY 
Co. 


MARION, INDIANA 


Eagle Lumber Dealers Supply Co. 


1450 N. Washington 

MARION, OHIO 

Lumbermen's Supply, Inc. 

Quarry Street 

MEMPHIS, TENNESSEE 

Reynolds Aluminum Supply Co. 

703 Royal Ave. 

MILWAUKEE, WISCONSIN 

Lumber Dealers Service & 
Supply Co. 

2301 W. Purdue Street 

MINOT, NORTH DAKOTA 

Fargo Glass & Paint Co. 

MONTGOMERY, ALABAMA 

Southern Sash of Montgomery 

506 North Court 

MORGANTOWN, W. VA. 

Valley Mfg. & Distributing Co. 

P.O. Box 56—Mona 

NASHVILLE, TENNESSEE 

Reynolds Aluminum Supply Co. 

Harrison St. at Seventh 

NEPTUNE, NEW JERSEY 

Igoe Brothers, Inc. 

Tenth Ave. & RR 

NEWARK, NEW JERSEY 

Igoe Brothers, Inc. 

Ave. ‘‘A’’ and Poinier 

NEW YORK CITY, N. Y. 

Dryolin Corp. 

32 E. Carl St. 

Hicksville, L. 1. 

Igoe Brothers, Inc. 

50-25 72nd St. 

Woodside, Lt. |. 

Julius Oehriein, Inc. 

1883 Bathgate Ave. 

Bronx, N. Y. 

Reserve Supply Corp. of L. 

135 Roosevelt Ave. 

Mineola, L. |. 

H. Verby Co., Inc. 

171 Fourth Ave. 

Bayshore, L.!. 


H. Verby Co., Inc. 

1031 Beach 21st St. 

Far Rockaway, lL. |. 

H. Verby Co., Inc. 
182-11 — Ave. 
Jamaica, lL. 

NORFOLK, New — 
Robert H. Mayer 
OKLAHOMA CITY, OKLAHOMA 
Sooner Sosh & Door Co. 
519 N. Kentucky 
OTTUMWA, IOWA 

Tip Top Distributing Co. 
317 W. Wapello St. 
PAINTSVILLE, KENTUCKY 


Van Hoose Wholesale Co., Inc. 


PARKERSBURG, W. VA. 
Wholesale Distributors, Inc. 
Foot of Sixth Street 

PEORIA, ILLINOIS 
Lumberyard Suppliers, Inc. 
1010 S$. Washington 
PHILADEL?HIA, PA. 
Michell-Puffer Company 

Pier 179—North 

PITTSBURGH, PENNSYLVANIA 
William T. Leggett Co. 

615 Gross Street 
PLAINVILLE, CONNECTICUT 
Igoe Bros. of oe Inc. 
Lewis and Railroa 
POUGHKEEPSIE, NEW YORK 
Henry G. Page Bidg. Materials 
R.D. 2 

QUINCY, ILLINOIS 
Mid-Products Company 

4th and Payson 

RALEIGH, NORTH CAROLINA 
Reynolds Aluminum Supply Co. 
1431 Courtland Drive 

RAPID CITY, SOUTH DAKOTA 
Building Material Distributors 
820 Rapid Street 

RENO, NEVADA 

Home Lumber Company 

275 Ralston 

RICHMOND, VIRGINIA 
Reynolds Aluminum Supply Co. 
1910 Petersburg Pike 
ROCHESTER, NEW YORK 
Harding Supply Co. 

207 York Street 

ST. LOUIS, MISSOURI 
Lumberyard Supply Co. 

5060 Manchester Ave. 

ST. PAUL, MINNESOTA 
Plywood Industries, Inc. 

470 N. Cleveland Ave. 

SALT LAKE CITY, UTAH 
Knudsen Builders Supply Co. 
203 West 5th St., 

SAN ANTONIO, TEXAS 
Olmos Lumber Co. 

2818 McCullough Ave. 
SAVANNAH, GEORGIA 
Reynolds Aluminum Supply Co. 
311 Stiles Avenue 

SEAFORD, DELAWARE 

J. A. Porter Lumber Co. 

P.O. Box 45 

SHEBOYGAN FALLS, WIS. 
Falls Dealer Supply Co. 
SHEFFIELD, ALABAMA 
Seuthern Sash Wholesale, Inc. 
301 Ashe Street 





SHREVEPORT, LOUISIANA 

Central Whelesale Co., Inc. 

2730 Linwood Ave. 

SOUTH BEND, INDIANA 

Bob Rans Wholesale Co. 

1731 S. Franklin St. 

SPOKANE, WASHINGTON 

Marshall-Wells Compeny 

SPRINGFIELD, ILLINOIS 

BHM Building Materials, Inc. 

1528 North 11th St. 

SPRINGFIELD, MASSACHUSETTS 

Warren F. Hoye, Inc. 

75 Page Bivd. 

STAMFORD, CONNECTICUT 

Igoe Bros. of Conn., Inc. 

700 Canal St. 

SYRACUSE, NEW YORK 

Saltpoint Supply Corp. 

539 Hiawatha Bivd. 

TERRE HAUTE, INDIANA 

Wabash Valley Lumber Co. 

1104 Ash Street 

TOLEDO, OHIO 

Mauk Warehouse, Inc. 

1100 Elm Street 

TRENTON, NEW JERSEY 

Central Jersey Wholesale Supply 

New York Ave. & Spruce 

TULSA, OKLAHOMA 

Rounds & Porter Lumber Co. 

114 $. Hartford 

Tulsa Pacific Wholesale 
Lumber Co. 

521 East 11th St. 

UTICA, NEW YORK 

Robert H. Mayer, Inc. 

1915 Dwyer Ave. 

WASHINGTON, D. C. 

Deciers Warehouse Supply Co. 

300 Sixth St., S. 

Arlington, Virginia 

WASHINGTON, NEW JERSEY 

Igoe Brothers, Inc. 

258 Belvedere Ave. 

WATERLOO, IOWA 

Tip Top Distributing Co. 

517 Rhey Street 

WAUSAU, WISCONSIN 

Wausau Supply Co. 

East End of Adrian St. 

WHEELING, WEST VIRGINIA 

Building Products Supply Co. 

1718 Chapline St. 

WICHITA, KANSAS 

Walling Sash & Door Co. 

711 E. Indianapelis 

WILLIAMSPORT, PENNSYLVANIA 

Chas. R. Krimm Lumber Co. 

801 First Street 

WILMINGTON, DELAWARE 

Carl Springer Supply Ceo., Inc. 

1100 Grant Ave. 

WILMINGTON, N. C. 

Becker Builders Supply Ce. 

4040 Market St. 

Builders Supply Distributors 

P.O. Box 818 

WORCESTER, MASSACHUSETTS 

Read & Company, Inc. 

91 Grafton St. 

YORK, PENNSYLVANIA 

Union Roofing & Paper Co. 
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For interesting interiors 


... suggest IDAHO WHITE PINE 


IDAHO WHITE PINE is perfect for interior 
woodwork. Its smooth texture, good looks and rugged 
dependability fit it to the needs and demands of builder, 
carpenter and property owner. Straight-grained, light- 
weight Idaho White Pine provides maximum on-the-job 
economy, too. It is easy to handle, tool, cut, glue and nail. 
And it stays in place—resists warping, splitting, swelling 
and shrinking. 

Idaho White Pine’s beauty, high insulation value and 
affinity for paints and finishes are additional consumer 
benefits. 

Its insulating properties plus sturdiness and weather 
resistance make Idaho White Pine an excellent building 
and industrial lumber. For siding, sheathing, subflooring 
and roof decking you can suggest Idaho White Pine with 
complete confidence. It is always carefully dried. 
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Write for FREE illustrated book 
about Idaho White Pine to: 
WESTERN PINE ASSOCIATION, 
Dept. 709-D, Yeon Building, 


Portland 4, Oregon 


:Western Pine Association 


| member mills manufacture these woods to high 
| standards of seasoning, grading and measurement 


: Idaho White Pine - Ponderosa Pine - Sugar Pine 
| White Fir + Incense Cedar - Douglas Fir+ Larch 
| Red Cedar-Lodgepole Pine - Engelmann Spruce 


Today's Western Pine Tree Farming Guarantees Lumber Tomorrow 
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SARGENT 


...an exclusive new Sargent Promotion 


Here’s the sales assist your builder customers have been 
looking for. An exciting traffic stimulating program 
geared to today’s progressive home selling. 

And it’s free .. . from Sargent. 

A bin full of Westinghouse prize radios. 

A $500 grand cash award. Newspaper mats, 

displays and a complete kit of merchandising 

materials are ready to back up the sales effort. 

Get all the facts about the LUCKY KEY CONTEST 
from your distributor today. Or write 

Sargent & Company, New Haven 9, Connecticut. Dept. 3-D. 


Pictured is a handsome new Sargent design . . . patterned 
aluminum panels set into an escutcheon of polished brass. 
See the full line of “‘styled for tomorrow’’ Sargent hardware. 


LO CK SS"... Sign of a well built house” 

















The man said, 
“SPENCER KELLOGG LINSEED OILS WILL BOOST SALES” 


The man is right. Spencer Kellogg's aggressive program of pre-selling 
includes advertisements in national consumer magazines like House 
Beautiful, New Homes Guide and others with strong homeowner cir- 
culation. Added to this are fact-filled promotional pamphlets that 
pre-sell the painting contractor by helping him sell his own services 
to the public. Other pamphlets tell the Spencer Kellogg quality story 
to consumers and suggest leading uses for linseed oils. Strikingly 
different packages for Pure Raw and Improved Boiled Linseed Oils 
eliminate costly mistakes. Handle Spencer Kellogg Linseed Oils. Let 
us give you a sales boost. 


SPENCER KELLOGG AND SONS, INC. 








Available, Pure Raw and Improv- 
ed Boiled, 5 gal., 1 gal., quarts 
and pints. Quarts and Pints AND SPENCER KELLOGG LINSEED OILS 


come packed 12 to the case! 
MEET ALL FEDERAL SPECIFICATIONS 

















FREE... valuable sales aids 
from Spencer Kellogg. 
Get your supply today. 





Let us help you sell more paint i MAIL THIS COUPON TODAY! 

... handle America’s finest A > L | me ee oe ee ee ee ee eS Se ee 
SPENCER KELLOGG and SONS, INC. 

Dept. AL-4, Buffalo 5, N. Y. 


linseed oil. .-Spencer Kellogg's 
Linseed Oil. 


Please send me Spencer Kellogg sales aidsl 


Name____ 





Address 





BUFFALO 


City 








CYLINDER LOCKING SET No. 3425L 
(without cylinder No. 3426) 
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PUSH PULL SET No. 9414B 


immediate delivery 
SPRINGTIME LEADERS 


HEAVY DUTY CLOSER 


ILCO 3002 “‘DELUXE”’ 


INDEPENDENT LOCK CoO. 


Fitchburg, Mass. 
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LETTERS 





These two letters are among -those 
received in response to a special report 
on the ramifications of contracting 
written by Art Hood, chairman of 
American Lumberman’s — editorial 
board. “Fhe veport is titled, ‘A Contrac- 
tor Policy to Live With—And Profit 
By.” Watch American Lumberman for 
more material on this subject. 


“‘Luke-Warm’”’ Contractors 








To the Editor: We believe we render 
real service and will go all-out for a 
good, deserving contractor. We de 
mand like consideration from him. If 
he is not 100% for us, we forget him 
completely. With us, there is no middle 
ground. We do not want the luke- 
warm variety and take positive action 
accordingly 

A dealer in order to maintain his 
position and succeed must first deserve 
cooperation and respect, then demand 
it from his contractor. If this isn’t 
possible due to some peculiar or spe- 
cial reason beyond control of either 
party, it should be management’s 
responsibility to take whatever action 
is necessary. 

I believe there is a definite place in 
the industry for both legitimate retail 
dealers and good qualified contractors, 
but I believe that each should stay 
within the limits of their own activi- 
ties. Most contractors who have gone 
into the materials business and most 
dealers who have gone into the con- 
tracting business have not enjoyed 
long-time pleasant relations or success. 
—Norbert J. Pointner, manager, The 
Klipstine Lumber & Supply Co., 
Sidney, Ohio 


Gears Price List to the Job 


To the Editor: We are now selling 
several of our contractors from two or 
three price lists. One contractor in par- 
ticular which I am thinking of is buy- 
ing his materials from us, where he is 
doing his own financing and paying us 
after the house is completed and we 
receive one price. Another one of his 
jobs is on a 30-day basis and we are 
selling him cheaper. 

On still another deal, we have con- 
tracted the labor to him and we are 
building the house in our own name 
and assuming all the responsibility. In 
this case, of course, we are not only 
getting a full profit on our materials, 
but are making the contractor profit. 

I feel the answer to many of these 
problems are good communications, 
letting your contractor know it is a 
two-way street and you expect to work 
with thet wholeheartedly. You have 
to make a profit and they have to 
make a profit also. —John F. Everitt, 
assistant to general manager, retail de- 
partment, International Paper Com- 
pany, Long-Beil Division, Enid, Okla. 
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This Stanley belt sander is shaping 
it up fast! ...just 84% 






As a matter of fact, this table is no test for Stanley’s new heavy-duty 
H-31 Belt Sander. The H31 is engineered and powered to sail 
through much tougher jobs. It can cut and finish metals, plywood, 
plastics and glass. 

Professionals everywhere use the H31 for their toughest finishing 
jobs. Yet it’s rugged enough to actually shape and curve wood, too. 
Take a look at its other features. See if it isn’t the kind of tool 
craftsmen not only want... but need! 


W. 











—_ 


@ SIMPLE, ACCURATE 
timing belt won't slip tracking adjustment 

@ BIG, COMFORTABLE @ CARBIDE BUMPERS 
handles protect frame from belt 


@ PERFECT BALANCE, @ TAKES STANDARD 3” x 
stability, handling ease 24” or 3” x 23%” belts 


@ POSITIVE-DRIVE 





A ie 












H36 ORBITAL SANDER—_ Ask your distributor to show you the H31 and 
$49.95 For fine finishes, the H36 sanders on his next visit. For more de- 
flush sanding. Wide, flat tails write: Stanley Electric Tools, Div. of The 
pad receives full power. Stanley Works, 124 Myrtle St., New Britain, 
Thumb-tip switch, out-of- Connecticut. 

way cord—easy handling. Prices slightly higher in Canada 








AMERICA BUILDS’BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 












This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools + builders, industrial and drapery hardware « door controls + aluminum windows « stampings « springs 
+ coatings « strip steel « steel strapping —made in 24 plants in the United States, Canada, England and Germany. 
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The biggest, most complete promotion 
ever launched for dealers... 


howeate of Foumous Brands | 


...an exciting, new concept of brand-name merchandising, 
designed to help Masonite dealers...and their builder customers... 


to more sales, more profit! 


Everybody knows what a well-planned, coor- 
dinated model-home promotion can do to sell 
homes. But did you ever stop to think it could 
be even more successful as a dealer promotion? 
Here’s why— 

Conservative estimates indicate that only 
about 20% of the typical model-home traffic 
can even remotely be classified as new-home 
prospects. The remaining 80% are people look- 
ing for new products, new materials, new 
ideas for their own homes. They are not builder 
prospects at all, but your prospects— prospects 


for materials you sell! The question is—how to 
capitalize on this fact? 

Here’s the answer: the Masonite ‘Showcase 
of Famous Brands” model-home promotion, 
developed exclusively for Masonite dealers, 
featuring well-known brand names you carry 
in stock. It has been designed to cover both 
new-home and remodeling markets. 

The result? More new business, more profit 
per dollar invested, than anything you’ve ever 
done! Here, on the facing page, are a few of 
the highlights of this dynamic money-maker... 
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MODEL-HOME 


A Personalized Promotion Package... 


Complete...Ready-to-Go!l 


A power-packed, five-point program has been produced and packaged 
in this ‘‘Showcase”’ Promotion Kit to give you the most complete 


plan of action ever presented: 


*% 7 New “Living Core” Home Plans—Complete with 
work drawings, specs and bill of materials, ready to 
turn over to the contractor. Complete range of sizes 
and styles to suit your area. 


% Detailed "Plan of Action’’ Booklet— Provides you 
with full explanation of how to stage this unique model- 
home promotion. Covers financing, budgeting, pub- 
licity, how to build prospects, how to attract new 
builder accounts, etc. 


% Promotion Kit—Includes everything you need from 
publicity stories to model-home signs. Not just ideas, 
but the actual pieces, produced in color and yours at 
no cost, from Masonite! Local radio and TV film spots 
also included. 


% Your Name in The Saturday Evening Post—That’s 








PROMOTION 





right! Your name and model-home location featured 
in a full-color ad to run in a September issue to tie you 
in with National Home Week! 


% National and Local Publicity—This is news! Con- 
sumer and trade publications have been alerted; it’s 
the talk of the industry right now! A ready-to-use, 
local publicity kit is included in your promotion. 


Here's another first from Masonite 

for its dealers! 

Sound interesting? Then here’s what you do—just fill 
out the coupon and send it in right away. By return 
mail, you will receive detailed information on how you 
start this program in your area. A Masonite sales 
representative will call to further discuss the ‘‘Show- 
case of Famous Brands” promotion. 


® Masonite Corporation—manufacturer of quality panel products. 











MASONITE 
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Company 
Address 
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Masonite Corporation 
Dept. AL-414, Box 777 
Chicago 90, Illinois 
Please rush details of the “Showcase” model-home promotion to 
my attention. 
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This low cost ‘‘Capri starter package”’ 
puts you into the profitable 


MOSAIC TILE BUSINESS 





Fes SS SS SS SSS SSS SSS 


Here’s what you get: 
1 — 36” Round coffee table, completed 

for display 
1 — “Cigarette Box” — finished for display 
6 — “Cigarette Box” kits — complete 


1 — K6024-14 Kidney-shaped cocktail table kit 
— ready for tiling 


2 — Wrought iron snack tables 12” x 12” x 16” 
ready for tiling 


1 — Nest of 3 wrought iron snack tables, 
ready for tiling 


6 — 1% pt. cans of Capri tile cement 
18 — 1 pound containers of tile grout 
1 — Capri Color Chart 

6 — Capri Cement Trowels 

6 —Tile Cutting Tools 


45 — Sheets of Capri Ceramic Mosaic Tiles 
(assorted colors) 


America’s fastest-growing do-it-yourself hobby—mosaic tile—prom- 
ises big profits to dealers who get in on the ground floor. Now Capri 
... leader in the field of ceramic mosaic tile... offers a compre- 
hensive, low-cost package program that puts you in the business 
with both feet! 

The Capri “Starter Package” gives you everything you need... 
kits, tiles, tables, cement, grout and tools... plus FREE advertis- 
ing mats, publicity kit, displays and merchandising programs. 


Get into this booming full list price business early . . . ask your jobber 
salesman to show you the Capri line NOW! 


Capri. . . the TEXTURED ceramic tile 


ORDER THROUGH YOUR JOBBER OR WRITE Retail Value $250.00 


STANDARD TILE CO., INC. YOUR COST. ..*150.00 


854 Rockaway Ave., Brooklyn 12, New York Se oe oe oe oe eo ee ee es ss a 
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OOS 
is the gun 
to reach 


ARROW's 7-50 STAPLE 


No more sagging sales! Blast your way 
into the big profit picture with the famous 
T-50 staple gun and a whole barrage of 
new ARROW products! Look to the right 
at just some of the reasons why Arrow 
remains No. 1 in the trade! 


That’s only the beginning! Send for 
Arrow’s new catalog. You’ll see an arsenal 
of new products ... a profit margin that 
remains secure . . . Arrow’s protect-you 
policy of selling only thru the trade... 
and all backed by the biggest ad cam- 
paign in Arrow’s history! 


NEW! JT-21! The mass : 
market staple gun! ° 
Retails for $4.95! 3 


Every housewife can: & 


afford one! 


NEW! HT-SOM! Ham- : 
mer tacker ... new « 
inside and out...per- + 
fectly balanced so you ° 
staple without strain! ; 


NEW! T-32! New in- - 
nards create a power « 
punch unmatched in a : 


staple gun of this size! : 


NEW! Display Pak! - 
Packs 3 1-50 tackers - 
in a display that: 
STOPS 'EM! TELLS : 
"EM! SELLS ’EM! 


Arrow KAsTener (0. ./Nnc. 7 


1 Junius St., Brooklyn 12, N. Y,. ee 
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Beautiful Marlite interiors 
nt b> like this are pre-selling thousands 
bellerllmg:; of your best prospects 


sf 


Most home remodeling starts with the kitchen or bath 
where Marlite fits in perfectly. The beautiful, soilproof 
finish of this popular plastic-finished paneling makes it 
especially suited for creating modern bathroom and 
kitchen interiors. And once you’ve sold Marlite for a 
bath or kitchen job, you’re in position to recommend it 
for other rooms, too. 

To help you cash in on these profitable remodeling 
opportunities, dramatic ads appear regularly in leading 
magazines — pre-selling your prospects. In a typical 


county (Marion County, Ohio, population 55,700) each 
Marlite ad in Berrer HoMeEs AND GarDENS, for example, 
reaches more than 16,000 readers. In addition, thousands 
more see Marlite advertising in magazines such as AMERI- 
can Home, Home MAINTENANCE AND IMPROVEMENT, 
Poputar MeEcHANICS, PopuLaR ScteNcE MonrtHLY, to 
name a few. Make the most of Marlite. Tie in with this 
powerful program. Get full details from your Marlite 
representative or write Marlite Division of Masonite 
Corporation, Dept. 441, Dover, Ohio 


qurnov, 
>» a 
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arlite 


plastic-finished paneling 


ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
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TRADE YOUR CUSTOMERS 
TO THE BIRD ARCHITECT SHINGLE 
— make more money 


— make satisfied customers 





BIRD ARCHITECT SALES CLINCHERS 


. 50% longer life 

. 3 layers of protection 

. 150% greater headlap for protection 
from driving rains and melting snow 

. Lowest cost shingle in the long run 

. For roof slopes of 2” in 12" or more.* 


6. Longer, cleaner roof lines 





ip fewer vertical cut-outs 

8. Broader expanses of color 

9. Takes hurricanes lying down 
10. 100% heavier tabs 

11. Stronger nailing — 2 per tab 
12. Thickness of Standard Slate 


"FHA limitation sheet provides ac- 
ceptance on roof pit hes not less than 


y a per foot without tab cementing. 














~ 


SEE BIRD ADVERTISING IN THE SATURDAY EVENING POST AND 
SHREVEPORT, LA. CHARLESTON, S.C. ON THE JACK PAAR AND DAVE GARROWAY TELEVISION SHOWS. 
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Roofs & Sidings ONT CR ce ae F 


EAST WALPOLE, MASS. CHICAGO, ILL. 
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Look for that Hotpoint Difference / Home Buyers do! 








Mr. James L. Rogers 
Hotpoint Co., 5600 W. Taylor St., Chicago 44, Ill 
Please send me the details of Hotpoint'’s Kitchen 


Modernization Package 


Se ee | 








FOR COMPLETE INFORMATION ON THE 

HOTPOINT KITCHEN MODERNIZATION 

PACKAGE, FILL OUT THIS COUPON AND 
MAIL IT. TODAY TO MR. ROGERS. 
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Hotpoint Offers 
A Complete Line of 


Hotpoint dealers feccchiconyer 
Can offer a complete rieeauadiig hectangee~ 
FINANCING PLAN 


to kitchen 
modernization customers! 








Ranges 


=_ 


To help Franchised Dealers sell more kitchens, Hotpoint makes em 
available an easy consumer-financing program—a program that 4, | 
vastly increases the modernization market. | 
For the women, it eliminates the necessity for a large cash outlay. 
For the Dealer, it eliminates installment selling on a big ticket item. 


The only requirement is that the sale must include 2 or more Ap- a \ j 


ie AC > thie ic > , ™ r Je) ss 
pliances—one of which is to be built-in or plumbed-in. Disposalls 


i 
i 
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Water Heaters 


Here are the easy finance terms for all eligible transactions: 
1. A minimum 10% down payment 

2. $20.00 minimum monthly installments 

3. Maximum 5-year maturity 

4. Charges are 6% per annum add-on 

5. Non-recourse to the Hotpoint Dealer 


There it is—the ideal plan. Easy financing for your customers! 
Non-recourse for the Dealer! 
And there are Financing Plans that you DISPLAY AND BUY! 


1. DISPLAY FINANCE PLAN ... helps you build ample displays, 
without tying up excessive capital in display stocks. ee 


2. ‘“‘WORK-IN-PROCESS" PLAN ... relieves you of carrying the Refrigerator-Freezers 
investment in equipment during installation, for up to 90 days. x 





When you sell Hotpoint, you're selling the finest line of quality 
appliances in America! See your Hotpoint Distributor for details. 


Air Conditioners 


Look for that Difference / Home Buyers do! 


HOTPOINT CO. (A Division of Genera/ Electric Company). CHICAGO 44, ILLINOIS 
* CLOTHES DRYERS * COMBINATION WASHER-DRYERS 


ELECTRIC RANGES °* REFRIGERATORS * AUTOMATIC WASHERS 
* FOOD FREEZERS * AIR CONDITIONERS * TELEVISION 


CUSTOMLINE * DISHWASHERS °* DISPOSALLS® +» WATER HEATERS 





[he question of whether or not the dealer 
should engage in contracting, arises from 
four fundamental conditions: 

1. The difficulty in securing a profitable 
price from contractors in highly competitive 
situations. 

2. Costly delays and serious losses on 
contractor credits. 

3. With increased consumer selling, the 
dealer finds the consumer often holds him 
responsible for the workmanship applied to 
the materials as well as the materials them- 
selves. 

4. The difficulty in getting contractors to 
undertake home improvement jobs when 
new construction is brisk. 

As these situations vary from season to 
season, and year to year, most dealers are 
periodically faced with this issue. A consid- 
erable number of dealers who took the leap 
into contracting (and were glad they did 
so) were asked their reasons for doing so 
—(see Box 1, “The Pros of Dealer Con- 
tracting ). 

On the other hand, Box 2, “The Cons of 
Dealer Contracting,” give the reasons stated 
by dealers, who have so far rigidly adhered 
to a policy of no contracting. 

A third group of dealers, numbering 
about one out of every four dealers, have 
adopted limited contracting, as a policy un- 
der which they take contracts for various 
types of home improvements and especially 


AMERICAN LUMBERMAN 


To Contract or Not to Contract! 


buildings, but avoid custom-built new homes 
contracting. 

They seem to have overcome many of the 
“cons” listed in the box. 

Finally, there is a growing group of deal- 
ers who have learned how to work with a 
selected number of local contractors in a 
mutually profitable arrangement where the 
dealer does the selling and the contractor the 
building, of the end-use consumer packages, 
with a split profit at the end of the job. This 
policy will be portrayed in detail in subse- 
quent issues of the American Lumberman. 

We believe the whole subject of dealer- 
contractor relations is especially pertinent 
at this time. New FHA & VA legislation just 
passed by Congress may create a great re- 
vival in new home building. This could mean 
a return to the “profitless” prosperity of 
1954-56 for dealers unless the whole mat- 
ter of dealer-contractor relations is re- 
examined and put on a new basis. 

Just as we crystallized in the term “Com- 
pensatory Pricing’, the evolving pricing 
structure in the retail lumber business, we 
will unify this structure of mutually profit- 
able dealer-contractor relations under the 
caption “Teamwork for Mutual Profit’”— 
Watch for this series. 





EDITORIAL 


The PROS of Dealer Contracting 


{Actual ‘“‘quotes’’ from dealers) 


| get as many as six extra profits by con- 
tracting that | cannot get from competitive 
sales to contractors: 1. profits on a much larg- 
er material list; 2. profits on sub-contract ma- 
terials; 3. profits on money and credit; 4. prof- 
its on labor and supervision; 5. profits on 
building sites and 6. profits on trade-in houses. 

The profits on a single job | contract often 
exceed 20 to 1 the profits | would make on a 
highly competitive sale to a contractor of the 
materials for the same job. 

| won't have to take off material lists from 
blueprints and then lose five out of seven 
jobs that | figured. 

Where the contractor will not cooperate, the 
dealer has no other recourse than to enter 
contracting. 

1 am sick of carrying contractors’ credits 
forever, and their heavy uncollectible balances. 


44 


You can't separate labor and materials in 
the consumer's mind. Somebody must sell the 
combined package. The dealer is the best 
salesman. 


The control of the consumer sale is an in- 
fallible way for me to control distribution in 
my trading area. Contracting is the shortest 
road to control. 


| have an advantage over competitors with 
only one management overhead for labor and 
materials. 


When contractors won't bid on home im- 
provement jobs, | have been forced to con- 
tract them to make soles. 


| can show my cooperating contractors that 
they can make more money sub-contracting for 
me than by being prime contractor. | have to 
accept responsibility for the complete job to 
the consumer anyway; | might as well get all 
the profit for doing so. | eliminate material 
price competition. 


The CONS of Dealer Contracting 


(Actual “‘quotes’’ from dealers) 


Contracting is an utterly different business 
than building materials retailing. | would be 
in danger in a field that | know little about. 


You can't sell the people and compete with 
them. | would lose a lot of contractor volume. 

Some contractors will get mad and set up as 
lumber dealers. 


Local contractors and competitive dealers 
would gang up on me. 

We don't have to contract. By end-use pack- 
age selling we control the sale without con- 
tracting. 

1 will do contracting only when there is no 
other way to control an adequate net profit in 
my business and then only after | have ac- 
quired enough knowledge of the contracting 
business to assure myself of a satisfactory net 
profit. 
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laminate with 


Script is a modernistic line design in 
light green, pale biuve, shrimp pink 
tawny beige, and off white 


Marble features gold on background 
colors of black, carnation light green, 
tawny beige, and off white 


Smart new marble pattern adds 
extra selling magic to Bolta-Top 


Now Bolta’s new low-cost counter-top material 

comes in another exciting pattern, Bolta-Top - 
marble. Quick and easy to install, Bolta-Top is Lolli yz 
tough, long wearing and stain resistant... the / GENERAL 

yerfect answer for y )-it-yourself custome | 
perfect answer for your do-it-yourself customers. PLASTICS | 


\ 


All the strong selling points of Bolta-Top p/us 
a complete color and pattern swatch card are 
now available in an attractive rack that holds 
10 rolls of Bolta-Top. Use the coupon for full 
information on how you can begin to enjoy 
the profits only Bolta-Top can bring. THE GENERAL TIRE & RUBBER COMPANY 
Bolta Products Div. + Lawrence, Mass. 
*MYLAR—DuPont’s Reg. T. M. for its super- 
strength polyesterfilm. Please send full information on Bolta-Top. 
NAME 


ADDRESS 
THE GENERAL TIRE & RUBBER COMPANY 


BOLTA PRODUCTS DIVISION ° LAWRENCE, MASS. 


BUILDING PRODUCTS MERCHANDISER ‘Circle No. 27 on Coupon, page 154 





Important reading for 
plastic 


What does this mean to you? It means that 
when you choose our pipe you can be sure 
of quality —quality that is job-tested by 
waterworks engineers who know their 
business. Read the few facts below about 
Supplex Flexible Polyethylene Plastic 
Pipe—and let us hear from you. 





ha a a a ee a ee ee er 


WHO makes it? 


experience and integrity of two of the industry’s 


Supplex pipe combines the 


greatest names: American Hard Rubber Company, 
founded in 1852, is noted for plastic piping made to 
the strictest requirements of precision industries — 
and the Supplex Company division adds advanced 
techniques in production and quality control. 


WHAT about use for drinking water? 
Supplex Plastic Pipe bearing the NSF Seal is certi- 


fied safe for drinking water by National San- 
itation Foundation, Ann Arbor, Michigan. 


pipe users 


(or you who could be using it) 


WHERE do I use it? 


systems. For construction job water lines, industrial 


For wells and farm water 


piping, mine drainage systems. For lawn and golf 
course sprinklers...recirculating water lines in 
air-conditioning. 


HOW does it come? 
two different lengths. Uniquely packaged to prevent 
damage in transit. And remember: American Hard 
Rubber Company also makes 8 other types of 
plastic pipe! 


Six diameters — each in 


WHICH fittings and clamps? Complete line 
— made of high-impact virgin polystyrene. NSF 
approved. All stainless steel clamps. Screwdriver and 
jackknife are the only tools you need. 


WHEN don’t I use it? We do not recommend 
Supplex Plastic Pipe for use with temperatures 
higher than 125° F. nor jet wells deeper than 125 ft. 
Make American Hard Rubber your one source of 
supply for all types of plastic pipe — the right pipe 
for the job. 


Ace & Supplex Plastic Pipe 


Products of American Hard Rubber Company and Supplex Company 
Divisions of Amerace Corp., 335 Broadway, New York 13, N. Y. 
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How to Win 
Contractor Business 


At a Profit 


(Starts on next page) Be A Contractor Yourself . ...e page 48 















Learn Pricing Secrets .............. page 52 
Offer Special Services ............- page 56 
Give Job Leads .......... Naren e page 64 
Mechanize for Tracts Mee page 68 
Services for Tracts ;habecaes page 72 
(The articles by Messrs. Mathieu, Hol- ie iow Neti... Be es page 76 
strom, Paulson and Rosenthal in the N Sell Build 84 
\ following editorial section are a sum- a eer ee Pee A pout 
| mary of their remarks at a panel on New Home Sales Aids ............ page 86 
j contracting at the Illinois Lumber and Dealer-Builder Promotion .......... page 90 






Material Dealers convention earlier 
this year, moderated by Art Hood.) 









(Also see Letters to Editor—page 35) 
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SECOND STORY IS BEING 
ADDED to this house, built 
three years ago by Mathieu 
Lumber & Supply Co., Blue 
Island, Ill. Ed Mathieu, pres- 
ident, studies plans with job 
foreman Clifford Sjo. Family 
expansion led to decision to 
remodel. Carpentry labor 
and materials, both sup- 
plied by Mathieu, will run 
$4,900. 


‘‘More problems than lumber business’’ . . . but dealer Mathieu says: 


“Become a Contractor’ 


UAUAADOGIAS EAU AN SAMARAS 


Dealer Case Example: 


Mathieu Lumber & Supply Co. This dealer tells how: 
Blue Island, Ill. 


Volume: $1 million approx. 

Consumer: 95% (controled by dealer, even though a per- 
centage of these sales to contractors) * He keeps a separate set of books 

Contractor: 5% 

New homes (1957)—10; emphasis on home modernization e He finances the jobs 

jobs. 
~~ odorata * He gets and develops leads 
Advertising budget: 2% 


PUNTA U min AUDA PANU 


* He switched over to contracting 


TT 


SayutsitiN 
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By Ed Mathieu 
Mathieu Lumber & Supply Co. 
Blue Island, Illinois 


Contracting is different from the lumber business in 
that it is far more profitable. At the same time, it has 
far more problems and it fluctuates greatly. It can go 
great one month and be down to nothing the next month. 

We've had experience trying to work through contrac- 
tors and for us it has been unsatisfactory. We used to 
have them tramp in and say, “We want some leads.’ And 
if we'd give them leads, in many cases, they wouldn’t 
bother to even go out and see the person because if the 
sale didn’t look like it might be a big one or a job they 
couldn’t get for sure, they’d say, “Well, I’d better not 
waste my time.” 

Many times they would get out there and forget to come 
back with the estimate. Other times, they’d make the sale 
and something would go wrong and they wouldn’t want 
to guarantee it. And, of course, you know who the people 
look back to—the lumber dealer they called in the first 
place. 

Another problem: during the summer when they were 
busy, they didn’t want the small jobs. And we couldn't 
say, “We'll do small jobs in winter and not in the sum- 
mer.” Probably the greatest problem was when there 
would be a conflict between the customer and the con- 
tractor. We were forced to choose sides. We'd have to 
think, “Now, if we choose the customer, we lost the con- 
tractor, if we choose the contractor, we lost the customer.” 
And you can’t do that 

Slow beginning. We found you can’t control the con- 
tractor unless the amount of work we were giving him was 
greater than the amount of business he was giving us. So 
we had little luck controlling and decided that we would do 
some of the small jobs ourselves. 

A man would come in and say, “I'll buy that door if 
you'll yet someone to hang it for me.” We had somebody. 
We figured out a few standard prices for hanging doors 
and we were in the door-hanging business. And it wasn’t 
long before the housewife mentioned that she needed some 
storm windows or she wanted to take out a wall or have 
the cabinets we had sold her installed. 

Little-by-little, we were doing remodeling and we had to 
have a few more men. From remodeling, it wasn’t long 
until we were doing new construction and this certainly 
wasn’t planned. One job led to another. At this point, there 
was no promotion, no planning. 

Now we have a separate company doing carpentry and 
general contracting. We think we have a plan and we 
think we can control it. Today our organization consists of 
a sales manager, two estimator-salesmen; a superintendent; 


THIS HOUSE was built and sold by Mathieu. Floor area is 950 
square feet. Selling price, $13,800. 


BUILDING PRODUCTS MERCHANDISER 





Creative Selling 


Some time ago a couple came into the store and said they 
had a 25-foot lot, which is a pretty small lot, but they liked 
the location and they definitely wanted to build there. 

They said they had already been to a contractor and he'd 
given them a price of $6,000 for the shell of this very fine 
home. The couple said, ‘Now, we'd like to get other prices 
and we've got only so much money to spend. If you can beat 
that price, you've got the job.” 

We thought for a few minutes about what they wanted and 
asked them to come back the following day and examine a 
floor plan, trying to get away from the idea of just meeting 
price. In the one day we developed a floor plan and at the same 
time drew up a prospective sketch, in color, of the exterior 
view of this house. 

When they came back the next day, first of all we showed 
them the floor plan. It filled their needs and it had a few ideas 
they hadn't thought of and they were thrilled. But when we 
pulled out that colored prospective, the sale was made. 

Now, it took a little more doing than that, but the sale was 
for $6,900 or $900 higher than the couple had intended to 
pay. They recognized we were offering things they weren't 
sure the other man was offering. This sale would never have 
been made, had we not been in the contracting business. 











two foremen; 12-19 carpenters, depending on the kind of 
a year. 

The carpenters on our payroll are on an hourly basis— 
$3.45 an hour plus 20¢ an hour union contribution. The 
foreman’s rate, I believe, is 25¢-30¢ over that. The super- 
intendent is paid on a weekly basis. 

Separate company. Our contractor business is handled 
under a separate company name—The Mathieu Company. 
It operates from the same location as our lumber compa- 
ny. It has separate books, separate personnel. It’s a com- 
pletely separate operation. We’ve done that for several 
reasons. First, of course, there is some tax advantage when 
we had them combined. Previously, the people involved 
with contracting would almost always say, “Well, you 
know the only thing that makes money around here is 
the contracting.” And, of course, the lumberyard people 
would have a different idea. So we have them separate 
and we're sure of which one makes money and which 

(continued on page 50) 


ALL CARPENTRY LABOR on this house was furnished by 
Mathieu Lumber & Supply Co., Blue Island, Ill. 
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it’s easy to 
prepare effective 
advertisements 
with... 


ADservice mats 


Simplify the job of preparing your adver- 
tising with easy-to-use ADservice ad mats. 
Anyone can turn out advertisements that 
bring in business, quickly and easily with 
amazingly low-cost ADservice ad mats. 

ADservice offers you persuasive copy, top- 
quality illustrations and attractive layouts 
custom-designed by professionals who spe- 
cialize in lumber dealer advertising. 

Used for years by hundreds of the best- 
known, most profitable lumberyards 
because — 


ADservice makes it easy to prepare effec- 
tive lumber dealer ads. 


ADservice will cut the time it takes you to 
prepare an advertisement. 


ADservice makes it simple to prepare any 
size ad. 


ADservice offers you hundreds of top- 
quality illustrations for your ads. 


ADservice supplies professional layouts 
for your advertisements. 


ADservice gives you fresh copy for ads 
that is convincing and action-provoking. 


For complete details write today Q 
for FREE ADservice catalog./ 4, I 
Available only from — iene as: 
AD service 


American | —— 
Lumberman 


139 NORTH CLARK STREET © CHICAGO 2, ILLINOIS 








doesn’t. Also, I think there are certain advantages in hav- 
ing several small companies, rather than maybe one large 
one. 

Our Acceptance Corporation, which has been in opera- 
tion one year, does two things: 1. It buys accounts receiv- 
able at a discount from our construction company—our 
lumber company. It means that both these companies col- 
lect daily for every sale that they make, provided of course, 
that the Acceptance Corporation doesn’t run out of money. 
it tomorrow. There doesn’t seem to be any solution to 
the other two companies. It also finances customer’s ac- 
counts receivable. 

We've got problems, we’ve had problems and we’re go- 
ing to have many more. The problem that seems to be 
continual is the fact that the work comes in spurts. When 
your salesman is told, “Do not sell any work unless the 
people will wait eight or nine weeks,” you know that he 
doesn’t get out there and hustle. It’s pretty hard to make a 
sale when yuu say, “We’re going to start your job in two 
or three months.” 

Winter problems. In the winter, the problem is just the 
opposite—lack of work. If we sell the job today, we'll do 
it tomorrow. There doesn’t seem to be any solution to 
that problem because we are not in speculation. Every- 
thing we build is already sold. Speculation in the winter 
would, of course, even this out. We strongly promote do- 
it-yourself business at our do-it-yourself school held during 
the slow season. This results in a lot of jobs that we 
finally do ourselves, because we will suggest a package 
price, especially on jobs that look too ambitious for a 
beginner. 

Another problem is that on the smaller jobs, we are com- 
peting with what we call the “backyard carpenter.” We 
try to point out to potential customers what we have to 
offer—financial responsibility, a guarantee that means 
something. All these things—insurance coverage in case 
there’s an accident—things the “backyard man” doesn’t 
have. He is big competition usually because he doesn’t 
know what he’s doing in that many times he'll do the 
job for $1 an hour. 

We find direct mail advertising very effective. We ad- 
vertise on an installed basis. When we’re short of leads, 
everyone in the store is instructed to get some leads from 
the people who come in the door. It’s just amazing how 
many people need work, if you'll ask them for it. 

Good personnel. Here are more problems: control of 
the business itself; expenses; control of sub-contractors 
who do the work for us; how to train mechanics. How do 
you teach the semi-good carpenter to become a highly 
skilled man? That is a problem we have tried to approach, 
but we are miles from solving. 

Without good people who are willing to work and who 
take an interest, this could be a big failure. 

Financing plans. We have found a revolving charge ac- 
count highly successful and profitable. We also finance 
longer term deals, all in home improvements, where the 
interest rate is relatively high and the risk relatively low. 
We take those ourselves. If we have any loose cash, we 
take any Title I deal ourselves with the hope that some day 
this will build up to a much bigger thing. By having 
financing available, we sometimes make sales that other- 
wise would be lost. 

By having a separate organization, the construction 
company must make a profit over and above the profit 
that the lumber company makes by selling it materials. We 
think that control of the sale is the key to our success and 
the way that we can grow. If we’re in control, we can only 
stumble and fail through our own errors—we can’t go 
broke through someone else’s errors. There’s no one be- 
tween the point of manufacture and the consumer but us. 
That’s the only purpose of contracting—control—so that 
we can control the profits and control the loss. Here are a 
few reasons why the lumber dealer, not the contractor is 
better fitted to be the man in control. 

He is well-financed, generally; he has adequate displays, 
regular hours and greater organizational ability. He has 
a sales organization; he recognizes the value of budgeting 
and accounting and advertising as an investment. He be- 
lieves in offering stable year-around employment. 
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Mow Your Lawn 


WITH A 


LL THIS SHARPER BLADE/ 





disconnect the engine 
spark plug: if electric 
unplug cord 


remove blade from 
machine and inspect 
We put 12 Nicholson for damage 


Rotary Mower files on 
this bright green and 


file equol amounts off 
bevels on each cutting 


yellow display. Each edge, following original 
file was in a sturdy angle 


7-—~" 2mE0E <BP“~Om © 


plastic envelope. File 
and case had hang- 
up hole. All good 
reasons eager buyers 
bought ‘em fast. 


The files are gone, bought by rotary mower owners. 
In their place are $3.92 of profit. With this last file 
gone, there’ll be a fresh display coming up. And that 
one will be empty, too, in no time. 

This dealer ordered well—because he remembered 
how this file sold last year. He wishes he had a lot 
more items with this kind of turnover. 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 
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ROTARY MOWER FILE 
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How about you? Ordered your Nicholson or Black 
Diamond Rotary Mower files yet? If you have, get a 
display out on the counter. Put another one some- 
where in your garden tool section. Place another near 


your rotary mowers, too. 


Haven’t ordered yet? You won’t get rich that way! 
Get your Hardware Wholesaler on the phone. 


we 


t (In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 


BUILDING PRODUCTS MERCHANDISER 


Circle No. 29 on Coupon, page 154 





A. L. Dealer Roundup 


How to Win Contractor Trade 








Dealer Case Example: 


Skandia Coal & Lumber Co. 


Rockford, Ill. 


Volume: $212 
lion approx. 
Consumer: 50% 
Contractor: 50% 

Trading area: 150,- 
000 
Employes: 60 
Advertising budget: 
1% —— 


New homes (1957): —— 


mil- 
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ss of 
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HEADQUARTERS OFFICE and princi- 


pal 
Lumber Co. 
anonesscsevannnatete 


showroom, Skandia Coal 


and 


oe 


CONTRACTORS CONFER with their supplier of materials. Jack 


Te? Seer es oo 


! T. Holstrom, president, Skandia Lumber Co., seated. Left to 
right, Alfred Scott, Swan Frisell and Eric V. Carlson. 


Learn the Secrets of Proper Pricing 


This dealer advises: 
* Pricing for the ‘‘doghouse buyer’ 
* Flexibility in three levels of contractor prices 
* Separate price levels for business generated by 


By Jack T. Holstrom, President, 
Skandia Lumber Co. 
Rockford, Illinois 


My company does no contracting 
of any kind. We do not compete in 
any way with our customers. We do, 
of course, originate a lot of remodel- 
ing, garages, recreation rooms, etc., 
but all of the work in that case is 
done by our customers. We create 
and originate that type of work by 
advertising. We handle and control 
the financing and we pay the con- 
tractor. 

Basically, my philosophy on the 
problem of contractor business is 
proper pricing. In order to analyze 
the problem of how to sell contrac- 
tors at a profit, we start with several 
kinds of groups of customers. In my 
opinion, there are at least four groups 
of buyers of your building materials: 

1. The “doghouse buyer.” He 
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dealer and contractor 


doesn’t know materials and he takes 
an hour of the salesman’s time and 
buys $4.50 worth of lumber. There is 
no profit on this particular transac- 
tion. Therefore, I maintain your price 
list should be developed for the dog- 
house buyer and it should be larger 
than for the large volume buyer. 

2. The small contractor. He knows 
materials and he knows how to in- 
stall and apply them. I think he de- 
serves a little better price than the 
doghouse buyer. 

3. The large, good contractor. He 
is your most important customer. He 
is regular, his credit is good, he often 
purchases sizeable bills of material 
and pays promptly. I think he is en- 
titled to a better price than the dog- 
house buyer or small contractor. This 
does not necessarily mean a set per- 
centage discount from your book 
prices. I have found that this method 
can be dynamite if it keeps on grow- 


ing. For instance, you can start with 
an innocent 5%; pretty soon it’s 10% 
and then, soon, it may be 15%. | 
have found it is bad psychology. I 
have also learned that some dealers 
use a three-column pricing method. 
They use a different percentage of 
markup on cost for each of three 
groups of buyers, all on the same 
price sheet and it isn’t long before 
everybody gets the third or lowest 
price. 

Therefore, I think you must devel- 
op your books on the doghouse type 
of buyer—high enough to allow the 
good contractor a better price, but a 
price which will return you a profit 
when you add your costs, plus over- 
head, plus a small reasonable profit. 
This arrangement, together with good 
quality materials and good service is 
what he wants and requires and which 
will make a satisfactory profit for 
you. 
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See Us at 7he HOME SHOW/ 
You can have 68 years of experience 
serve you and your home 
by calling Skandia Lumber first. . . 





Take advantage of 


these Customer services 


© Plans & Plan Books 
© Plenning Service 
© Financing Arrangements 
* Contractor Sertices 
*. 








complete Stocks 





© Delivery Service 





© How-to-Do-It Information 





® Help im Selecting Materials 


© Free Estumates 





Let Our Experience Be Your Guide to 
New and Different Additions to your home-- 


Convert Waste Space — Enjoy Yourself As You Add 

‘Utility’ ond ‘Comfort’ te Your Home — Let 1955 Be 

Your Home Improvement Year! if You Need 

A New Roof 
@ Modern Kitchen Insulation Paneling 
or Flooring Call Us Today. 


Ste Us at The HOME SHOW/ 


Dial 4 708 


4-331] 


A Game Room a Garage 








mating, financing and contractor availability. 


We do not charge the same price 
for business we generate as for busi- 
ness generated by the contractor. It’s 
a “doghouse price” for a remodeling 
job, which we originate through our 
advertising and financing setup with 
the labor and materials usually on a 
monthly payment plan. Rarely will 
the material be charged to the con- 
tractor. However, in that case, he 
would be charged according to the 
category in which he would fall and 
seldom would a large-volume_ con- 
tractor participate in a program of 
that kind. 

Generally speaking, we have a flat 
consumer price and flexibility as re- 
gards three levels of contractor prices. 
We take the responsibility for the 
workmanship as well as for the ma- 
terial on jobs we generate ourselves, 
although we have no carpenters on 
our payroll. 
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7th St. 


SKANDIA AD hits maintenance, home improvements and new 
homes. It lists ‘“‘customer services'’ including planning, esti- 














THIS THREE BEDROOM HOME of brick and redwood was built 
by contractor Frisell. It has 1,300 square feet of living space 
and sold for $18,500. 
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TYPICAL OF ALL-BRICK HOMES supplied by Skandia is this 
$42,000 home on an acre tract built by contractor Carlson. 
Skandia is one of the major suppliers of brick in the area. 
Selling price did not include land. 
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SPLIT-LEVEL HOUSE of redwood siding and Arizona stone was 
built by contractor Scott. It has four bedrooms, two baths 
and a large recreation room. Selling price: $38,000. 

















Women love the texture and design 


Building materials may be a man’s game, but women have a lot to say when it comes 
to buying materials that will affect the appearance of their homes. 

Take the line of Armstrong Ceilings, for example. Women love the bright new 
styles, new colors, new designs of these modern ceiling tiles. They like the idea of 
noise-quieting ceilings, too. But most of all, they like to shop! And the wide selec- 
tion in the Armstrong line gives them ample opportunity to “shop” for the ceiling 
that best fits their tastes, needs, and pocketbooks. 

What's more, most women find it easy to convince their husbands that if the job 
is worth doing, it’s worth spending a little more for a beautiful Armstrong Ceiling. 








of Armstrong Ceilings 


The only way to win the women is to stock the Call your wholesaler salesman today. He'll show 
complete line of Armstrong Ceilings. With the vari- you how you can make more money buying small 
ety of colors, designs, and textures now available, stock quantities of Armstrong Ceilings than you can 


you can satisfy every whim — and at a better profit. by buying plain tile by the carload 


Armstrong Ceilings are advertised regularly on Armstrong Circle Theatre (alternate Wednesdays, CBS-TV ), 


(Armstrong CEILINGS 


Cushiontone (Full Random and Textured designs) Decorator Temlok Tile (Style 100-Tweed, 
Style 121-Diamond, Style 142-Starlite) Plain Temlok Tile (Snow White and Light Ivory) 
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Rosenthal Lumber & Fuel Co. 
Crystal Lake, Ill. 


Volume: $2 million, approx. 


Consumer: 80% (controlled by dealer, even though a 
percentage of these sales is to contractors.) 


Contractor: 20 % 
Trading area: 70,000 
Employes: 40 
Advertising budget: 21/2 % 
New homes (1957): 300 





Dealer Case Example: 









BOB ROSENTHAL, center, checks plans with two of his con 











tractor customers, Elmer Johnson, left and Harry Benoy 


Special Contractor 


This dealer describes steps to: 






* Help contractors solve special problems 
* Eliminate fixed contractor discounts 
* Establish effective sales training program 


By Bob Rosenthal, Vice-President 
Rosenthal Lumber & Fuel Co. 
Crystal Lake, Illinois 


If approached correctly, contractors 
are often open-minded to suggestions 
and help. We attempt to seek out 
their weak points and try to help them 
in those directions, whether in sales- 
manship, estimating, collections, fi- 
nancing, cost-cutting or labor-saving 
methods. 

We have left the new home sale en- 
tirely up to the contractor. We help 
him with his weak points and assist 
him in financing his sales. We lowered 
our expense on these sales as much as 
possible. We sold him on the econo- 
mies in component parts and labor- 
saving methods. While not taking the 
lead, we feel we have injected our- 
selves sufficiently into these sales to 
enable us to control them to a sub- 
stantial degree. 

Being selective in the contractors 
we sold, we kept our proportion of 
contractor and consumer sales from 
getting out of balance. As the result 
of increased emphasis in our sales de- 
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partment, we have substantially in- 
creased our consumer business. We 
have directed our sales and advertis- 
ing efforts towards the customers of- 
fering the most profitable volume and 
we increased our services in this di- 
rection by concentrating on selling 
the complete job to the consumer 
without contracting. 

Chart a course. We feel each con- 
tractor exerts influence among cer- 





ROSENTHAL’S STORE, which already has 
impressive displays of consumer mer- 
chandise, will be enlarged later this 


year. 





April 14, 


Services 


tain groups of our trading population 
and that these contractors can be cul- 
tivated as a capable representative of 
our firm. Contractors still build and 
control the sale of a whale of a lot of 
homes and they’re going to continue 
to do so in the future—and somebody 
is going to have to sell them. 

Several years ago, following one ot 
Art Hood’s Workshops, we sat down 
to analyze our own situation and try 
to chart our future course. Before ex- 
tending ourselves and taking on addi- 
tional functions, we felt it was man- 
datory that we put our own house in 
order. 

First, we decided to work on build- 
ing a strong base of manpower and 
know-how, which would enable us to 
be flexible for any future changes. 
We did this by bringing in some new 
blood and concentrating on employe 
training. We reorganized internally 
and put key employes on the board of 
directors. Responsibility and authority 
was delegated as fast as it could be 
absorbed. We felt that our sales vol- 
ume was too heavily weighed toward 
contractor business. 

Employe training. We reset our 
course in our sales department, head- 
ing them in the direction of creative 
consumer selling solely. We continued 
to train and develop personnel and 

(continued on page 60) 
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EASIER HANDLING — Lightness and MORE POWER — Cool running B&D- BETTER VISIBILITY — Exclusive picture- 
balance, easy adjustments, safety fea- built motor is custom engineered for window view, double guide lines insure 
tures give better control in the wood. abundant power on tough sawing jobs. line-of-cut accuracy. 


HERE’S WHY BLACK & DECKER SAWS 
ARE TOO TOUGH TO BEAT! 


IN PERFORMANCE... 
IN VALUE...IN SALES 


The features of a product sell the product! 
And the features of Black & Decker Saws 
are moving them off dealers’ shelves fast! 
Those same features enabled a B&D Saw to 
stand up to the famous 7-Day Torture Test 
... torun continuously for one full week . . . 
to take more punishment than most saws 
ever get in a lifetime of use! 

They’re tough to beat in sales, too! 
Quality features, new low prices make B&D 
Saws the most popular saws for home- 
owners and professional men alike! Ask 
your B&D wholesaler about Black & 
Decker Saws and the powerful Sawtime ’58 
merchandising promotion! 


NEW B&D CHAIN SAW ATTACHMENT 


Cuts trees, timber, 
beams, heavy planking, 
stacked lumber. Cuts in 
any position, notching, 
etc. Heavyweight per 
formance, maximum 
versatility ... safe, fast. 
Fits B&D #73 and 
#83 Saws. Sell the at- 
tachment alone or in 
combination with the 
#73 Saw at a $5 
saving! 


a—~ 


look Under 


“TOOLS-ELECTRIC 


FOR SRNURE ‘Be . eae _ 
ASK LOUR WROLESRLER WOW 


er owson 4, Md: World’s Largest Maker of Electric Tools 
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Weldwood Royal Marine Plywood— 


PERFORMANCE-PROVED 
IN 50,000-MILE 
ENDURANCE RUN! 


Ko 


wa 
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Weldwood Royal Marine Plywood was used in these Raveau five-passenger family runabouts (specially decked 
over ) which recently completed a grueling 50,000-mile endurance run powered by Mercury Full-jeweled* Outboards. 








} represents a new develop- te 
ment in the manufacture of is displayed on their boats by the nation’s leading 


plywood—a panel expressly boatbuilders to assure their buyers theyre getting 


f engineered for marine use. : 
. WELDWOOD iiemed the finest materials and maximum value for their 


haustive laboratory boating dollar. Promoted at boat shows across the 
royal marine oe ; § 
J research and field experience, country, this label has established Weldwood Royal 


Royal Marine Weldwood : P : : , ; . 
PLYWOOD combines special mechanical Marine in the minds of the boating public as the 


Ug oa Ge I 
ig &, : . 
p oS.) 4 THE WELDWOOD ROYAL MARINE PLYWOOD LABEL 


properties and exceptional leading marine plywood on the market. 
finishing and durability 
characteristics. 


st marine constr 


Zt 


World s Largest Plywood Organization 
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your gilt-edged opportunity. 


for high markup profits in the booming boating market 


Today’s faster boats and more powerful motors — 
typified by those shown at the left — are two impor- 
tant reasons why the growing number of your cus- 
tomers who are building their own boats will be 
asking you for Weldwood Royal Marine Plywood. 
Designe od and tested to meet the most ex: icting boat- 
ing requirements, this new kind of plywood is ex- 
pressly engineered for marine use. That's why it’s the 
choice of the nation’s leading boat manufacturers 


And that’s why, for the boat he builds for himself, 
your boating customer will be looking for strong, 
durable Weldwood Royal Marine Plywood in your 
yard. ; 

Backed by the largest marine Pp wood advertising 
program in Weldwood history, Royal Marine Ply- 
wood's acceptance is estab lished. It sells easily, your 
markup is good, and the market gets bigger every 
day. Make sure you get your share 





THE GOLD EDGE with the Weldwood 
brand, on every panel of Weldwood 
Royal Marine Plywood, is your 
assurance of customer acceptance, 
fast sales, and good profit margin. 








Meet most boatbuilding requirements—stock 
Weldwood Royal Marine Plywood in all three types 


WELDWOOD ROYAL MARINE DOUGLAS FIR — The most 
widely used fir plywood for boats. Tight, sturdy cores 
with superior faces. In 3- or 5-ply constructions in 
standard sizes: 4’ x 8’ up to 4’ x 20’; thicknesses: 4” 
to *,”. Special constructions and lengths available on 
special order, 

WELDWOOD ROYAL MARINE DURAPLY® — Weldwood 
Royal Marine Plywood with a tough resin “skin” over- 

laid on face plies of genuine Philippine Mahogany to 
provide extra-high resistance to abrasion and wear. 
Needs no sanding, no undercoating, paints beautifully 
because grain can’t show through. Won't blister, 


Other Weldwood Marine Products of 
United States gue ca 


WATERPROOF RESORCINOL rinzite® — penetrating resin- 
GLUE — for a completely water- sealer and undercoater in two 
proof bond that is stronger than types: Clear for beautiful stained 
the wood itself. Easy-to-mix pow- or natural finishes; and White, 
der and liquid glue is impervious to reduce checking and prevent 
to heat, cold, fungus, and oils. grain show-through in paint jobs. 
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crack, or swell. Recommended for hulls, decks, bulk- 
heads, tre insoms, and other heavy-duty areas. Avail- 
able in 3- to 11-ply ne in standard sizes: 
x39, pone 10’; thicknesses: 4 to 144”. Lengths up 
to 36’ on order. 

WELDWOOD ROYAL MARINE PHILIPPINE MAHOGANY — 
Beautiful, fine -grained faces of choicest Philippine 
Mahogany. Tight grain is easy to finish for natural 
wood appearance or smooth painting. Available in 
3- or 5-ply constructions in standard sizes: 4’ x 8’, 9, 
and 10’; thicknesses: 44” to 34”. Longer lengths 
scarfed up to 36’ available on order. 


Contact your nearest Weldwood branch now and order 
your stock of Weldwood Royal Marine Plywood in time 
for the coming boating season. Or write: United States 
Plywood Corporation, Dept. AL 4-14-58, 55 West 44th 
Street, New York 36, N. Y. 


Weldwood 


ROYAL MARINE PLYWOOD 


The Marine Plywood with the Gold Edge 


UNITED STATES PLYWOOD CORPORATION 


114 offices in the United States and Canada 
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Fast turnover is your key to multi- 
plying profits. A recent survey pub- 
lished by the National Retail 
Hardware Association shows that 
the top one-third profit-making 
stores in the country have a stock 
turnover rate of 2.35 as compared to 
arate of 1.9 for the remaining stores. 





Your Amerock wholesaler is 
equipped to give you prompt and 
dependable service that keeps your 
shelves well stocked with fast-mov- 
ing hardware and helps to cut down 
your storage and warehousing space. 

It’s just good sales sense to sell 
merchandise that keeps your money 
working for you at a fast turnover 
rate. 





You don’t really profit on slow-mov- 
ing items—regardless of price. En- 
joy fast turnover and greater profits 
with popularly accepted brands 
such as Amerock cabinet hardware. 


Ask your Amerock wholesaler! 


Amerock CORPORATION 


Dept. AL 84 
Rockford, lll. * Meaford, Ont. 
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NEW CUSTOM HOME built by contractor Benoy has 1,740 square feet, a two-car ga 
rage and a jalousie-enclosed breezeway (12’x20’) and a full basement. It is in the 
$35,000 class, exclusive of lot and landscaping. Financing was through a local bank 





CONTRACTOR SERVICES 


(begins on page 56) 





to train and develop personnel and 
now have three well-trained men in 
sales with their prime targets consum- 
er sales in the remodeling and home 
improvement field. 

In training all our personnel, we 
use all the schools and facilities avail- 
able through the state and national 
retail lumber dealer associations and 
Art Hood’s Workshop. We have two 
former school teachers, including the 
sales manager, in our organization 

The salesmen are exposed to every 
segment of our operation. We try and 
train one salesman a year and now 
we have three. We tried to go faster 
and find a natural-born salesman, but 
we had nothing but trouble, so now 
we train within our organization and 
feel we have good success 


‘“ i (eo oe OE 
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Discount policy. We've been trying 
to live down a set contractor discount 
for many years and it’s taken us 10-15 
years to reach that goal—complete 
elimination of a set discount. We're 
fast approaching that 

In recent months, we have occa- 
sionally contracted the whole job. It 
seems to be a natural evolution that 
cannot be accomplished until the 
stage is set. By setting our house in 
order first, we found that the profits 
came right along with it. We feel that 
we are ready to accept the changes as 
they occur because we have a more 
flexible organization. 

We have not lost any prestige as 
the result of taking contracts. In fact. 
there was one contractor who sug- 
gested that we take the contract 
Again, it’s an evolution. If the con- 
tractor sees that you’re doing a good 
job, he would oftentimes like to avoid 
the responsibility that you are ac- 
cepting 





TYPICAL OF HOMES built by contractor Johnson is this one in a subdivision. It has 
1,600 square feet and is priced in the $20,000 bracket. Financing was arranged 
through a local savings and loan association. 
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GER-PAK -- THE SHORT WAY TO SAY SUPERIOR POLYETHYLENE FILM 
1 





VIRGIN POLYETHYLENE FILM 


Outstanding sales points, 
unlimited uses 


DRAW CUSTOMERS 


Hike up your sales volume with Ger-Pak virgin polyethylene film, the moisture 
vapor barrier material that attracts new customers, satisfies old ones! Versatile 
Ger-Pak film has hundreds of suggestion-selling uses for every contractor, architect, 
carpenter and handy man. It lets you fill every order calling for moisture vapor 
barrier material, equipment covers, painting drop cloths, curing covers and similar 
on-the-job uses. And there’s a whole new source of volume sales in the ever-growing 
agricultural uses of Ger-Pak. So order a sure repeat business getter—order Ger-Pak 
film from your distributor today! 

Out-Features All Others— 

LARGEST SELECTION OF WIDTHS—from 10-in. flashing up to 40-ft. wide. 

CHOICE OF COLOR—Natural, black, and all white Ger-Pak for construction, agri- 
cultural and general uses. 

EASY TO HANDLE PACKAGING—Even 40-ft. widths come conveniently packaged 
in 10-ft. cartons. 


FREE DISPLAY AND SALES AIDS HELP BOOST VOLUME—free ad mats, stuffers, 
printed swatches and other sales aids spark ideas that lead to extra sales! 


‘6. Virgin Polyethylene Film 


sw 
Swe GERING PRODUCTS INC., Kenilworth, New Jersey 


Designed 
To Meet FHA 
Requirements 
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OR “HOW TO MAKE 
THE CASH REGISTER PLAY SWEET 
MUSIC THIS SEASON” 


A MILLION-DOLLAR 
DRIVE 
TO DIRECT CUSTOMERS 
TO YOUR STORE 


National Advertising in American Network Television commercials 
Home magazine will reach ten mil- on the Alcoa Theatre will constantly 
lion customers monthly, during your be reminding your customers how 
biggest selling season, with the story they can live with aluminum. They 
of Care-free aluminum products. reach an audience of 25 million. 
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fo] hardware nails y or awnings 


EN or any other building products of “alcoat XJAl inure spring is the 





customers, That’s why, whether you are big or small,there are profits 


JBE>3] for you in Alcoa’s million-dollar spring promotion on Care-free 


building products. Over twenty million fe Ov viewers and over ten 


million readers of es | American Home magazine will be told how to live 


with Care-free aluminum. It costs you nothing to tiein with this exciting 


promotion. Display Alcoa —= We 8 Aluminum building products promi- 


nently in your store. Set up this colorful FREE =) X Ey x] display to identify 


yourself as headquarters for Care-free Alcoa building products. Tie in with 


local Alcoa 

















conduct a season of Care-free selling 


accompanied by the sweet music 


of your cash register Safe) 





Free Display for your store im- 
mediately identifies you with Alcoa’s 
million-dollar promotion and as 
headquarters for Care-free alumi- 
num building products in your area. 
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MRC he anes WADC agthates: ec ee 
ne ee WPTR eR ra ee 
Indianapolis... . . wisbc 
Schenectady. . .. .« WGY Kitens Civ Mees ROMO 
PE ss vane los Angeles . . 1... KMPC 
Bethlehem. . . . . WGPA asia FE WHAS 
SEE 6 i eww 80 WwSB Memphls «ss ss WREC 
Baltimore... .. WBAL ida ies 
Birmingham . ... « WAPI AP SR eee, 
Boston... . s+ wbz Minneapolis . . . . WCCO 
Buffalo. . . - - +s WGR New Orleans ... WODSU 
Chicago. . . . « WBBM Norielk’. . 4 6.0 WTAR 
Chicago. . - . - + WGN Philadelphia. . . . WRCV 
Cincinnati. . . = - WCKY Philadelphia. . . . . WFIL 
Cleveland ..... « « s KYW Ce ye a KPHO 
Columbus... « - WBNS Pittsburgh. . . . se KDKA 
Dallas . 1. ess. KRLD Portland, Ore. . . . . KEX 
nS ar ane yee WHIO Providence .-. . . WPRO 
Denver... + cs 2» KOA Rochester... .. WHAM 
DONGN 5s we we ww Steeles v0 6 ee KMOX 


It can be tailor-made to the alumi- 
num products you sell. To get it, 
write Aluminum Company of Amer- 
ica, 1971-D Alcoa Building, Pitts- 
burgh 19, Pennsylvania. 
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Your Guide to the Best = 
in Aluminum Value A: ree 


Gg “ALCOA THEATRE” 


Exciting Adventure, Alternate Monday Evenings 


¥.. 


€ | radio spots at nominal cost. Then you’re set to - 


LCOA . 
LUAAINUAA 


a 


Osno-fue 7 1 


Son Antonio... . . KENS 
Son Diego. . . 1... KFMB 
Son Froncisco . . . . KCBS 
er rae KING 
pT” ee ere eee ee WFLA 
Washington . . . . WTOP 
Wiha . 0 ee ce KFH 
Youngstown . . . . WKBN 
New York Area 

Norwalk, Conn.. . . . WICH 
Stamford, Conn, . . WSTC 
Nework, N.J. . . . WAAT 
Poterson, N. J... . WPAT 
Freeport, N.Y... . WGBB 
Hempstead, N.Y... . WHU 
Huntington, N.Y. . . WGSM 
Patchoque, N.Y. . . WPAC 
Riverhead, N.Y. . . . WRIV 
White Plains, N.Y. . WPAS 


Radio Commercials with the last 
ten seconds available for your own 
message. Cost is nominal. Get in- 
formation from station if you live 
in or near any of the above cities. 
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How to Win Contractor Tri 


ude 





Dealer Case Example: 


Shurtleff & Co. 
Elgin, Ill. 


Volume: $2 million 
approx.; 5 yards 

Consumer: 60 % 

Contractor: 40% 

Employes: 45 

Advertising budget 
2% 


CONTRACTORS STUDY available building sites in the Elgin 


area. Left to right, Albert Peterson, Mel Micklevitz, 
puis and Jack Reinert 


Dale Cha 


customers of Shurtleff's 


Give Job Leads to Contractors 


This dealer discourages contractor discounts by 


* Prompt deliveries 


* Complete and diversified inventory 
* Financing plans covering labor and materials 


By Quentin Paulson, President 
Shurtleff & Co., 
Elgin, Illinois 


For some time our newspaper ad- 
vertising has featured some type of 
construction in which the homeowner 
is likely to be interested. The ads in- 
vite customers into the store, where 
our people can help them decide what 
they would like to have done. Then 
we get the contractor and homeown- 
er together and arrange the financing. 

In that manner we handle the pay- 
out of the money and know that we 
will be paid as well as the contractor. 
We think most people realize they 


Quenton Paulson 
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can finance building materials through 
their lumberyard. But what about la 
bor? 

We carry a small ad in the classi 
fied section of the paper, as well as 
display ads, saying we will pay for 
labor and furnish the materials to re- 
pair or remodel your property o1 
build a new garage through our 
budget-payment plan. 

Credit plans. In the financing of 
construction work, we found a gap in 
our credit system. There are many 
homeowners that need only $200- 
$300 of material and rather rebel 
against going to some outside agency. 
We have what we call an open-end 
credit plan. 

We run good-sized ads in our local 
papers, offering up to 10 months 
credit, not to exceed $30 a month. 
As long as the customer pays $30 a 
month, he can add $30 to his account, 
so he will always owe us $300. For 
that privilege, we charge 1% _ per 
month. 

For example, if a man owed $250. 
paid $25, he would have a balance of 

(continued on page 66) 
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EVERYONE'S GOING 
TO SHURTLEFF" ‘s 





3 REASONS WHY SHURTLEFF'S SAVES YOU MORE 


ge Purchasing Power! 


end deiays wh p to further saving 
aie SHURTLEFF'S OFFER YOU: excumeum 
J 
S © FREE ESTIMATES! We'll let you know cost of materials ahead of time with 
ne obligation 
j © MATERIALS! Well help you select the right quality and quantity of 
materials. 
© FINANCING! We'll suggest methods of proper financing 
© PLANS! We'll help you obtain the plans you need and show you what to 
use for minsnum cos! withou! sacrificing quality 
©@ LABOR! We'll help Ly obtain the services of a competent and reliable 
contractor 
@ NO DOWN PAYMENT! Up to. 60 months to pay 
© OPEN END CREDIT PLAN! Available lox convenience 


ce PS 


4, 
> SHURTLETT S 
——- LUMBER ¢. BUILDING Mlalrrials 
“Our 85th Year of Service te Kigintand 


SSMU ALE PBDI SS SA NIRA 
SHURTLEFF ADVERTISING plays up ihe 


firm's purchasing power, specialized 
buying facilities and one-stop service 
Ability to secure competent and reliable 
contractors is also emphasized. 
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Customers like this can mean profitable 
insulation sheathing sales for you! 


That’s Mr. Bernard Labby of the Labby Construction & Development 
Co., San Francisco and Las Vegas. He’s standing before Nevada's 
first cooperative apartment project, the luxurious Rexford Apartments 
The quality building materials, including 31,000 sq. ft. of Gold 
Bond Insulation Sheathing, helped sell over 50% of the apartment ~ 
units before the building was finished! This means satisfaction Mi 
for the builder...repeat sales and more profit for the dealer 
It’s easy to sell Gold Bond Insulation Sheathing to customers 


like Mr. Labby. “It’s easy to use,” says Mr. Labby. ‘'4’ x 8’ Gold Bond 
panels go up fast...their high racking strength and stud space 


markings mean better performanc € BUILDING PRODUCTS 


MPROVp ' 
a> Ln and lower application costs. 


s ? 


. Your Gold Bond® representative can show 
7 you these features that sell your builder 

: customers. Or write Dept. AL-48, National 
* COUNCY” Gypsum Company, Buffalo 2, N. Y. 


= NATIONAL GYPSUM COMPANY 
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JOB LEADS 
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$225 and the carrying charge would be 

2.25. The customers thoroughly un- 
derstand their terms and police their 
own limits. Any excess if due on de- 
mand. 

First, we have applicants fill out a 
formal application for credit. On the 
back of the application is a formal 
agreement, outlining their credit lim- 
it, which they sign. The agreement 
also states that they will pay us 1% a 
month carrying charge on the 15th of 
the month on the balance of the pre- 
vious month 

That means we have a lot of the 
same people owing us that owed us 
before, but they’re paying for the 
service of having their account car- 
ried by us. 

Bringing in prospects to discuss 
various types of jobs, naturally leads 
to a demand for labor. That’s how we 
tie up many of our contractor friends 
—by feeding these jobs out to them. 
We get the top price for this type of 
work and we do use the three-column 
price book. I don’t know of any in- 
stances where they have meandered 
from the 60% column over to the 
40% column. 

Discount policy. Of course we do 
sell a lot of large contractors and we 
believe in giving the fellow with the 
big job a good price. We discourage 
contractor discounts. Of our five 


THIS DEVELOPMENT of 26 homes on one 
street was mainly supplied by Shurtleff's. 
The two and three-bedroom homes sell 
for $16,900—$17,900. They are on 
60’x130’ lots. 


yards, three sell everything on a net 
price basis. Two are in the areas 
where discounts seem to be the thing, 
so we have to operate that way. 

Our three-column pricing system is 
based on a 60-50-40% markup. We 
find that in most consumer sales, we 
can almost always get the higher 
price. It’s a matter of getting nerve 
enough to ask for it. 

But in addition to price, that large 
contractor is interested in getting ma- 
terials for a job promptly. Our deliv- 
ery equipment is all of a type that 
can be unloaded fast when we get to 
a job—either with dump trucks, sin- 
gle rollers on the back of the truck or 
trailers with several rollers to carry 
larger loads. 





* Engineered Quality 
* Competitive Pricing 
* Sensible Mark-Up 
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THREE-BEDROOM HOUSE and one-car 
garage on a 66’x132’ lot was built by 
contractor Chapuis. It has 1,120 square 
feet. Building materials were from Shurt- 
leff's. 


We carry a very complete stock of 
all merchandise. One of our managers 
mentioned that we had 28 kinds of 
interior paneling on hand for imme- 
diate delivery, both softwood and 
hardwood and plywood. As_ you 
know, a contractor pays high rates 
for his labor and wants his material 
on the job promptly. He can’t wait for 
you to buy it after you get the order. 

We have built and sold several Lu- 
Re-Co houses to general contractors 
Sometimes they think they can put 
their panels together faster than we, 
but we have a small wood-working 
shop and the jig is set up and we can 
do it quickly with union labor and 
get it to them. 





(Geulalor FIREPLACE 


This 


complete, 


ready-to-install 


unit delivers comfort to as many 


as three rooms... 


and lights a 


fire under lagging sales. Thermo- 


flow design for efficient 
distribution; 


heat 
clean and smoke- 


free. In five sizes for new or old 


homes; ideal for 
playrooms, cabins. 


basements, 


FIREPLACE DAMPERS 


Tell your builders about the planning, 
engineering and workmanship that make 


Vestal quality so outstanding 


. with a 


pricing program that makes Vestal Value 
unsurpassed in the building products field! 


“OUTDOOR SS # 
FIREPLACE UNITS 


Rotary and 
Poker Control 


Multi-Opening 


Multi-opening damper in all-steel construction; others in all- 
steel or highest quality cast iron. Precision engineered and 
manufactured for tight closing, easy operation. Wide range 


CLEANOUT 
DOORS 





—— 


BF 


STEEL LINTELS 
FOR BRICK AND BLOCK 


FOUNDATION 
ACCESS DOORS} VENTILATORS 


of sizes. Single dampers nest for easy storage. 


OTHER FINE QUALITY VESTAL PRODUCTS INCLUDE STEEL MORTAR BOXES, 
WALL TIES, UNDERGROUND GARBAGE RECEIVERS, CRAWL SPACE DOORS, 


BELL TRAPS, MANHOLE FRAMES AND COVERS, GREASE 


For Free Catalog, 
Write Dept. AL 


VESTAL MANUFACTURING CO., P.O. Box 152, Sweetwater, Tenn. 
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You PROFIT and your builder customers SAVE 
with Gold Bond Super Thick 6” Insulation 


Now you can sell the answer to builders who 
want to air-condition and still sell competitively. 
With the help of Gold Bond Super Thick 6” in 
the ceilings, a builder can install smaller cooling 


equipment and have it do the fu// cooling job 


One builder saved $430 on the cooling equip- 
ment in each house, for example, when he 
stepped down from 3-ton to 2-ton cooling units 

. with the help of Super Thick in the ceiling. 
The entire cost of the additional insulation (6” 


in the ceilings and 3” in sidewalls) was only $220. 


BUILDING PRODUCTS MERCHANDISER 


That’s a net savings f $210 on every hon 


Remember that 6” is also the minimum insu 
lation recommended for electric heating. Your 
homeowner prospects who are planning Cop 
quality remodeling will welcome the 


comfort 


assurance’’ that Super Thick offers 


Ask your Gold Bond® 


information on how Super Thick can ad 


representative for more 
1 tO your 
profit picture—or write today to Dept. AL-48, 


National Gypsum Company, Buffalo 2, N. Y 


Gold Bond 


BUILDING PRODUCTS 


NATIONAL GYPSUM COMPANY 
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COMPLETE YARD MECHANIZATION, plus a 23-truck fleet, 
guarantees deliveries within 24 hours within 100 miles of 


Wilmington. 


ON-THE-JOB SELLING—W. W. Lockwood, left, Wm. M. Young 
Lumber Co., checks on lumber quality with builder L. N. Wein- 


er on Franklin Builders’ current Green Acres development. 


Mechanize for Tract Business 


Enables this dealer to: 


* Keep operating costs down to 12.2%, of sales 
Guarantee deliveries with 24 hours 


The hard-buying builder of tract 
homes is the sales target of the Wm. 
M. Young Lumber Co., Wilmington, 
Del. 

Where many retail lumber dealers 
despair selling this tough class of buy- 
er, the Young organization does more 
than 80% of its $5 million volume in 
this field—and not one penny in sales 
to the do-it-yourself homeowner. 

How can Young make money on 
the tract operator? It’s done by a fast- 
moving team of six salesmen, plus 
sales manager, backed up by a 100% 
mechanized yard and a crew of 28 
men. 

The firm’s inventory is_ limited 
largely to framing lumber and sheath- 
ing products—insulation and gypsum 
sheathings. No nails, builders hard- 
ware, roofing, paint or other items 
stocked by the average lumberyard. 

If a do-it-yourself homeowner, 
looking for a 2’ x 4’ piece of plywood 
were to find his way to the firm’s Ma- 
rine Terminal office on the Wilming- 
ton waterfront, he might have a 
hard time getting served. Young isn’t 
set up for consumer sales. 

But when a builder places his order 
for 10 houseloads of framing lumber 
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and sheathing to be delivered at a job 
site 100 miles away the next day, the 
full resources of the firm swing into 
play; that’s the business Young is set 
up to do. 

High volume, plus mechanical han- 
dling, helps keep operating costs at 
12.2% of sales (1957 figure). Entire 
shiploads of lumber, plus an occasion- 
al transit car pulled in to fill out in- 
ventory, are laid into the yard at rock- 
bottom prices. Deliveries are made 
with a fleet of 23 trucks, including 
seven tractor-trailer combinations. 

Price isn’t all. Not that Young 
Lumber always is low bidder. It is 
not. But the firm’s consistent quality- 
as-ordered plus 24-hour delivery in 
house loads often brings them the or- 
der when some other pencil was 
sharper than theirs. 

“We distinguish sharply between 
quality and service,” says Thomas C. 
Shea, secretary-treasurer of the firm. 
“In this market, grade-marked lumber 
is usual so everyone’s grade quality is 
the same. But we’ve had an advantage 
in our ability to make up house loads 
and get them out to the builder’s 
foundations within 24 hours after re- 
ceiving the order. We give him exact- 


ly what he wants, loaded in the se- 
quence in which he wants it for fast 
framing.” 

Credit controlled. Young Lumber’s 
terms of sale and repayment are the 
usual 2%, 30-day basis, with delin 
quency starting on the 40th day. 

“There’s a definite trend toward 
tract builders seeking to use more 
credit than in the past,” Shea report- 
ed. “We watch it closely. We have 
rejected opportunities to sell in recent 
days where builders have offered to 
buy on a 60-day due date. Also we 
watch carefully exactly where and 
when the mortgage money originates 

“There are lenders in our area who 
will guarantee payment of our lumber 
bills in tracts where they write the 
mortgages. This is good where we 
want to sell a builder, but feel his vol- 
ume is not supported by enough capi- 
tal. We pay the lender 1% of our bill 
for this protection.” 

Practically all company sales is by 
direct builder contact. Young does no 
advertising, holds no _ educational 
meetings with the contractor, main- 
tains no store or showroom. This is 
because most of Young’s customers 
have construction organizations of 
specialists, who are assumed to be ex- 
pert in their particular field—design, 
construction, new materials, finance. 
Young’s job is to meet their specifica- 
tions to the letter—and promptly. 
Every effort is made in that direction. 
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Youll Loft from. this Lair f 


EVANEER FIR PLYWOOD and Evanite hardboard 
meet building needs inside and out. The versatility of 
Evaneer plywood provides year-around sales and good 
turnover. And you can be sure of Evaneer quality . . . 
both interior and exterior are DFPA grade-marked. 


Evaneer and Evanite are trademarks of Evans Products Company 
E 


EVANITE HARDBOARD is beautiful, versatile and 
easy to use. It comes in many textures, including the 
popular pre-finished driftwood ceiling and wall paneling 
shown above. Your jobber can get both Evanite hard- 
board and Evaneer plywood in the same carload. 


EVANS PRODUCTS COMPANY, Dept. S-4, Plymouth, Mich. 


It pays to buy from your jobber! 


EVANS PRODUCTS COMPANY also produces: fir lumber; ‘‘Evanite’’® battery separators; | 


~y 


railroad loading equipment; truck and bus heaters; bicycles and velocipedes; Haskelite solid 


PLYWOOD AND MAROBQARD, 





BUILDING PRODUCTS MERCHANDISER 


and hollow core doors; Evanite Plywall « SALES OFFICES: Plymouth, Michigan « New York City 
Chicago, Illinois + Los Angeles, California » Tampa, Florida *« Coos Bay, Oregon 
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MILLIONS SEE IT IN MAGAZINES, and 
recall it when they need window glass. 
Because the L’O-F label is seen over 100 
million times a year in national magazines, 
every year. 





MILLIONS SEE IT ON TV, and recognize 
it when they come to your store. Every 
other Saturday evening, the Perry Mason 
TV show focuses attention of 20 million 
people on the powerful L*O°F trademark. 





MAKE SURE THEY KNOW YOU SELL IT. L-o-F 
provides a host of display and merchandising aids 
to help identify your store with the best glass sold. 
They mean business when you use them! Ask your 
L‘O'F Distributor to order some for you. 


“EASIEST GLASS TO CUT,” SAY DEALERS. 28 out of 30 deal- 
ers who took a blindfold test, picked L-O’F as the easiest 
glass to cut . . . with fewer crooked breaks, less waste, more 
profit! That’s because longer annealing makes it less brittle. 


specify L?O*F WINDOW GLASS every time you order! 


LIBBEY°-OWENS-FORD a Gneat Name in Glass 


TOLEDO 3, OHIO 
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A. L. Dealer Roundup 





CONTRACTOR CONTACT is a vital part of the firm's tract sales 
program. Ken Johnson, left, construction superintendent for 
Richard Smykal, Inc., Wilmette, Ill., with Don Kovar, Joseph 
Lumber Co. salesman. 


Special Services to Project Builder 


to Win Contractor Trade 





TRACT OF 400 HOUSES was supplied by Joseph Lumber for 
Hollywood Builders, Wilmette, Ill. These three-bedroom houses 


sell for $25,000 up. 


Sharp price competition leaves service the key selling 
point: Joseph Lumber Company offers these: 

* Reservoir of qualified carpenter subcontractors 

* Available land for qualified customers 

* Prompt delivery of materials, sequence loaded 


Deep inventory reserves 


Yard fabrication of Lu-Re-Co panels 


RETAIL STORE operated by Joseph Lumber does 15% of the 
firm's total volume. 


Dealer Case Example: 


Joseph Lumber Co., 
Chicago, Ill. 


Consumer volume: 15% of total sales, 

Contractor volume: 75% 

Industrial volume: 10% 

Trading area: Greater Chicago metropolitan area 

Employes: 100 

Retail advertising budget: 2% of retail store sales, zero for 
contractor sales 


“Service sells the tract builder in the Chicago area,” de- 
clares Ira Joseph, vice-president, Joseph Lumber Co., one 
of Chicago’s largest lumberyards. 

Because prices vary as little as 3% between the low and 
high bidder on tract jobs, adds Joseph, it is necessary to 
use every good selling tool in the book. 

At Joseph’s, service means (1) selling material that gives 
jobs a “quality look”; (2) on-time delivery with lumber 
loaded for in-use sequence to cut down carpenter time on 
the job; (3) pre-cutting in the yard, when desired; (4) com- 
plete millwork plant for special items; (5) fabrication of 
Lu-Re-Co panels and roof trusses. (Joseph’s volume of 
Lu-Re-Co sales in the Chicago market is growing.) 

More services. The firm is in constant touch with com- 
petent carpenter contractors, who can be referred to tract 
builders when needed. 

“A tract developer working on less than 50 houses 
often feels he can’t afford to run his own carpenter crew,” 
says Don Kovar, one of Joseph’s contractor salesmen. “If 
we bring an able carpenter subcontractor into the picture, 
we are repaid by getting the lumber order. 

Tract housing is financed by conventional construction 
loans, according to Chicago practices. These loans have 
three payouts with the bulk of the lumber dealer’s prod- 
ucts being paid for out of the first and second draws. 

(continued on page 74) 
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. LOOKS LIKE IT 
SELLS LIKE IT 
WORKS LIKE IT 


In short, Fordyce lumber is QUALITY lumber . . . produced from 
carefully selected logs... accurately milled... thoroughly dried 
... properly graded... lumber that’s manufactured with the skill 
and craftsmanship that come only from YEARS of experience 
and know-how. 


BUY BRANDS YOU KNOW... 
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WORLDS. FASTEST 
SELLING PADLOCKS! 


COMPLETE 
PADLOCK 
DEPARTMENT 
in less than 


2 Sq. Ft. 


® 


BEHIND CASH 
REGISTER 


i, 


BUILDERS 
HARDWARE 


With the Master NO. 100 
Display it’s easy to keep this 
fast-turnover line in a prominent 
place. Enjoy the steady, year 
‘round profits that only Master 
features and Master quality 
can give you. Order from 
your wholesaler. 


A 


Make sales faster with 


Master Padlocks 


EVERY ONE AN OUTSTANDING VALUE 


“— Master Jock Company. Milwaukee 45, Wis. 
Wolds Largest Padlock Manufacturers 
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HUGE RESERVE STOCKS are essential to service tract operators. 
Joseph warehouse is laid out for materials handling, occupies 
50,000 square feet; the yard 375,000 square feet. 
PROJECT BUILDER 


(begins on page 72) 





Builder credit is not a serious problem for, in effect, the 
account is guaranteed by the lender. 

At Joseph Lumber, the builder’s account can run an av- 
erage of 60 days———about par for Chicago area lumber- 
yards selling tract operators. 

How payouts work. The name of each supplier and the 
amount to be paid him are made a part of the construction 
loan papers. When the bill is ready to be paid, the con- 
tractor gives the lumber dealer an order on the lender, 
who then pays the dealer. 

With an average of $1,000—$2,000 due the dealer on 
each house, it is obvious that supplying a 100-house proj 
ect requires a sizeable cash backlog. 

Materials sold. On the average tract operation, Joseph 
Lumber sells lumber and siding, plywood, insulation 
boards, millwork, trim and glass block. Windows are be- 
coming an important sales item since the January, 1958 
anti-boycott order by the National Labor Relations Board 
against the Chicago district council of carpenters (A.L., 
March 3, p. 16). This order seems to have started a trend 
toward nationally-recognized and branded windows in the 
Chicago area 

Land development. Because raw land in the Chicago 
metropolitan area is getting more expensive, Joseph has 
bought suitable tract housing land to hold for their con- 
tractor customers. Availability of this land at attractive 
prices has been a strong sales wedge. 

Salesman’s compensation. Seven Joseph salesmen call on 
contractors daily. They are paid a basic drawing account 
against a commission on sales. They are expected to be on 
a friendly basis with the better tract housing contractors 
in the area. An important part of their job is active partic- 
ipation in all phases of local builder association work 


Outlook is good. This will be a good year for the 
tract builder in their area, Joseph officials say. Financing 
is no longer a serious problem. 

“The builders I call on,” commented salesman Kovar. 
“say they are getting two or three calls each week from 
lenders. And the market for houses in the low and me- 
dium price brackets seems good, judging from tract open- 
ings in recent weeks.” 


LU-RE-CO HOUSE located in a develop- 
ment by Richard Smykal, Inc. was sold 
by Joseph Lumber in competition with a 
prefab organization. 
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Get Extra Profits on 











Cash in on demand for Moistop — combines tough 
Sisalkraft with permanent polyethylene 


Here is a high quality vapor barrier that re- 
turns HIGH PROFITS! 


Architects and builders are finding Moistop 
ideal for under all floors on or below grade. They 
are willing to pay the extra price for the extra 
qualities resulting from this unique combination 
of tough Sisalkraft and permanent polyethylene. 
Here’s your easy-to-tell sales story: 


First, Motstop can be unrolled quickly. 


Second, it won’t stretch and it resists punctures 


. 
oe Se 


. after the concrete is poured it is still a 
vapor barrier without holes or tears. 
Third, it remains a positive vapor barrier for the 
life of the house. 
Roll sizes containing 1200 sq. ft.: 72”, 84”, 96”. 
At an approximate retail price of 4¢ per sq. ft. 
Morstop is a low cost concealed flashing for 
homes, too, meeting FHA and VA requirements. 
Special flashing sized rolls 120 lineal feet from 
6” to 60”. 


AMERICAN SISALKRAFT CORPORATION 


Chicago 6 


Other Products in the Sisalkraft Line 


COPPER ARMORED SISALKRAFT — Electro-sheet copper 





¢ New York 17 «© San Francisco 5 


ORANGE LABEL SISALKRAFT — Reenforced waterproof paper 
SISALATION — Reflective insulation and vapor barrier 


VAPORSTOP — Rot-resistant vapor barrier * SISALITE — Polyethylene film +* SISAL-GLAZE — Glass-substitute plastic 


SISALKRAFT PRODUCTS ARE AVAILABLE IN CANADA 


BUILDING PRODUCTS MERCHANDISER 


SH ALEXANDER MURRAY & _ LTD., MONTREAL 
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BUYER APPEAL of the patterned hardboard siding, shown by 
lumber salesman N. C. Nasby, helps builder sell more homes, 
brings more lumber orders to Builders Supply & Lumber Co. 


DEALER BEAL shows a swinging panel display of white pocket 
fir, which has helped him sell contractors complete house bills 
plus the fir paneling. 


New Products and Ideas Win 


This southwest dealer has found a good 
way to crack a tough contractor market with- 
out cutting price. 


“We sell complete house jobs to contractors by showing 
them how to boost the buyer-appeal of their homes,” says 
William C. Beal, manager of Builders Supply & Lumber 
Co., Tucson, Ariz. 

“For example, in our area many houses are built of 
masonry,” he explained. “We can’t sell very much to these 
contractors. So we take products like the new patterned 
surface hardboard sidings and show contractors how to 
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How to Win Contractor Trade 





PLASTIC SCREENING as part of an outdoor living area en- 
closure was the result of dealer Beal's creative selling to 
Tucson contractor. 


Contractors 


make their houses look better and different by using the 
new sidings as feature areas. We show how this eliminates 
the curse of sameness in all-masonry walls. Of course, at 
the same time, we're leading them away from masonry 
toward the materials we have in stock. 

“If we do this correctly, it results in our getting the 
entire house job, including the new appearance-boosting 
product,” Beal said. 

“Price, of course, is important in contractor sales, but 
when you begin your selling with an idea valuable to the 
contractor, you improve your chances of getting the order 
without having to undercut the competition’s price.” 

Exciting ideas. Beal has had excellent success in develop- 
ing contractor business by selling homeowners on his 

(continued on page 80) 
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MACK MODEL N 


... the only C. O. E. with all these profit-boosting features 


@ Panoramic, wrap-around 3606-square inch wind- 


@ Choice of Mack engines — gasoline, diesel or turbo- 
charged diesel — from 150 to 205 h.p. 


@ Tilt-cab action for full engine accessibility 
e Truck and tractor models 


@ Low step-height for easy entry-exit . . . flat floor (on 
40 series) for swift exits from either door 


@ Mack Air Shift with effortless lever throws in con- 
ventional shifting pattern 


e ‘Executive suite’ cab engineered for comfort, fume- 
free ventilation and smooth-handling controls 


shield 
@ Set-back front axle for 14:24 weight distribution on 
trucks and maximum ant axle loading on tractors 
e Advanced Mack steering systems for utmost maneu- 
verability 
e Air-boosted hydraulic clutch 
e Choice of Mack transmissions (5 to 20 speeds), 
brakes, frames and suspensions 
e 4- or 6-wheel models with option of famous Mack 
Balanced Bogie 





The sooner these handsome, compact, effi- 
cient new Macks swing into action for you, 
the sooner you'll start to realize their tremen- 
dous profit-potential ... their bonus cargo 
capacity... their swift mobility in congested 


areas...their strength, stamina and depend- 
ability. They’re Macks from the word ‘'Go!"’ 
Check your Mack branch or distributor. 
Mack Trucks, Inc., Plainfield, New Jersey. 
In Canada: Mack Trucks of Canada, Ltd. 


MACK firstnamefor TRUCKS 
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TRINITY WHITE 
SELLS! 
Federal and 


ASTM speci- IT'S THE WHITEST WHITE PORTLAND CEMENT 


fications 


A fine 
product — consist- 
ently advertised to 
the buyers in your 


territory 


TRINITY \'/'||/: 


PORTLAND CEMENT 


TeMelgeuliiceitige] Mmaeclsag-ti- 
units... stucco... terrazzo... 


cement paint... ornamental, 


light-reflecting and mis- ! 
cellaneous uses 
\ 


A Product of GENERAL PORTLAND CEMENT CO - Chicago - Dallas - Chattanooga - Tampa - Los Angeles 
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Wooster Exploded-Tip’ 
OW brushes sell more paint 


When a guy comes in, it isn’t paint or brushes he’s got on 
his mind. It’s a job an’ how it’ll Jook. So, you help him pick 
out a color an’ start shakin’ his paint. Then you shove a 
Wooster brush in his mitt and start sellin’. 


\ 


“Got some Wooster Exploded-Tip brushes here,” you say. 
“Only kind with ‘Triple-Action’ ... pick up more paint 
(less dippin’) ... release paint evenly ... and they spread 
paint smo-o-oth — with less chance for brush marks.” 


“Ho loose bristles, and it cuts in like a knife. It'll look just 
like a painter did it.” He’ll buy it an’ do his job. Then 


he’ll brag about how you've got the best paint in town. 
First thing you know, everybody thinks this. 


Order this display from your distributor. Put it on your 
counter in front of the paint shelves an’ you’ve got a com- 
plete brush department. These brushes sell themselves... 
but more important, Mr. Dealer, they’ll sell paint! 


If you want maximum brush turnover with a minimum 


inventory ... and bigger paint sales... get the new 
Wooster Exploded-Tip Brush Mart, now. 


VQOSTER 


BRUSH CO.WOOSTER, OHIO 
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For Quality 
REDWOOD 
it’ 


e certified K.D. 
e precision milled 
e complete stocks 


e perpetuated timber 


Trade marks are promises. 
Just as the Steinway 
symbol of quality 

stands for 

“promises fulfilled,” 
“NOYO,” trademark of 
Union Lumber Company, 
signifies Quality in 
Redwood, backed by 
nearly three-quarters 

of a century of 
performance. 


MIXED CAR 
SHIPMENTS 


Send your next order 
for Redwood to 
NOYO and expect the 
best. Careful service 
helps keep true 

“once a Noyo Dealer 
—always.” 


TREE FARMERS AND 
MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


San Francisco 
Los Angeles 
Park Ridge, Ill. 
New York 


® Used by permission 


STEINWAY & SONS 


PIANO MAKERS 














SALES REPRESENTATIVES 


4s 


$ 


THROUGHOUT THE NATION - 


Member California Redwood Association 
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WHITE SPECK PANELS in contractor's model home reveals the 
customer appeal, which Beal's service offers. 





PRODUCT—IDEAS WIN CONTRACTOR 


(begins on page 76) 





products. He isn’t content with merely showing small sam- 
ples of the material. First, he displays the product in his 
store. Then he makes up good sized samples of the ma- 
terial finished in a number of different ways. Then he 
stocks enough, so he can deliver as he sells. 


Begins selling. At this point Beal is ready to begin 
selling. He calls on contractors and architects, and tries to 
get them to visualize how his new product will look on 
their jobs. 


What’s the result of this method? In a recent nine-month 
period Beal sold over 100,000 square feet of patterned 
hardboard siding, plus most of the other lumber and build- 
ing materials to go with it. 


A similar story resulted from his taking around samples 
of the white pocket paneling to contractors and architects. 
The panel samples weren’t just as they came out of the 
car, either; they were finished in various transparent colors 
using one of the new colored stain products which he 
also carries in his stock. 


Highest prices. “We have the highest prices of any 
lumberyard in Tucson, but we sell to contractors by selling 
ideas and service,” Beal explained. “It isn’t true contrac- 
tors are interested solely in price. They’ve got problems 
these days in selling their houses. We try to bring them 
ideas, which will help them solve this problem.” 


Does it work? 
“Well, in the past three years we’ve sold materials for 


500 houses to one contractor,” Beal said, answering the 
question. “And he’s but one of many.” 
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and the complete line of 


QUALITY BPS PAINTS 
ON BPS TELEVISION SHOWS 
Sa eee a Sa ee ae ee 
Best Paint Sold will cost you less with 
= — 
oo 
= a: 


roller or brush 
































@ BPS PAINTS 
are tops in quality 





@ PRESTIGE LINE that wins 
and keeps customers 

@ UNMATCHED 
SELLING PLAN 
that assures extra sales 


@ EXCLUSIVE DEALER 
FRANCHISE 


@ COMPLETE LINE 
of products for every 
paint need 



































NIM 




















1325 East 38th St., Cleveland 14, Ohio 


Write The PATTERSON-SARGENT Co. 420 Lexington Ave., New York 17, N. Y: 
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American b 


New Ford 139-hp Six. 
Now with up to 10% 
greater fuel economy. 


New Ford 292-cu. in. 
V-8 with 186 hp. Bigger 
cubic inch displacement 
for greater pep and power. 


Whatever your business ... there’s a 
Ford truck for your special needs 


Official registrations for 1957 show that American 
business buys more Ford trucks than any other make. 
There are many reasons for this popularity. 

To begin with, Ford offers a complete line of over 
360 truck models, ranging from pickups to mighty 
Extra Heavy Duty tandems. And there are Ford 
Dealers almost everywhere, ready to help you select 
the truck best suited for your individual job. They’re 
ready with modern service facilities, trained mechanics 
and low-priced Ford parts to keep your trucks on the 
job, earning for you. 

Ford trucks are your best buy, too! Ford’s initial 
costs are low and resale value is traditionally high. 
Only Ford offers the economy of Short Stroke power 
in all engines, Six or V-8. And rugged chassis design 
means these new ’58s are built to last. All this plus 
the proven fact that Ford trucks last longer adds up 
to America’s No. 1 truck value. 

See your local Ford Dealer right away for the 
latest in ’58 trucks or the best in A-1 used trucks. 
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usiness buys more 








Ford’s F-250 Styleside pickup is well F-600 with van body is standout per- P-350 Parcel Delivery chassis with 
suited for fast, economical bulky-load former for straight truck service. No 104- and 122-in. wheelbases for 7- to 
delivery. Over 70-cu. ft. capacity; other two-tonner is so well built for 1115-ft. bodies with maximum load- 
7400-lb GVW. Choice of V-8 or Six. proven longer life. space in stop-and-go service. 





FORD TRUCKS COST LESS © 22223". 


. LAST LONGER, TOO! 
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PROTECT YOUR 


“HOME 
REPAIR" 


CUSTOMERS 


STORMGUARD 
sate’ MAILS 


STEEL FOR DRIVING STRENGTH... 
ZINC FOR LASTING PROTECTION 


4% Won't stain, streak or rust. 
Cost far less per nail than aluminum...drive better. 
% Threaded shanks have terrific holding power... i 


new or old wood. 
RE-ROOFING 


Maze STORMGUARD Asphalt 

Shingle Nails . . . specially designed 

for nailing into old roofing. 

@ Two types of threads—spiral and 
anchor (ring). 

@ Extra large head —!/,’ 
lengths to 2”). 

@ Sold in handy 5-lb. cartons or 50- 
Ib. bulk cartons. 


Wee 


| 
3 
=z 
= 
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Seg ||| | 5] 3] a] als 


RI04A R104S 
Anchor-Shank Spiral-Shank 


bE | 
- om * 


When asbestos, insulating or cedar 
shake siding is applied over old 
siding, strong weather-resistant nails 
with real holding power are needed. 
(Maze STORMGUARD siding nails 
have a strong steel core double- 
dipped in molten zinc . . . threaded 
shanks for greater holding power). 





NEW! COLORED SIDING NAILS ' 
Maze has 11 stock colors, ! \) 


40 others on request. 5235 sz5ss 5245 





REMEMBER: Maze has ca full line of metal roofing nails, threaded in- 
terior nails ete—GROUP YOUR ORDERS WITH STORM- 
GUARDS AND SAVE! 
IT PAYS TO BUY MAZE 


"es Pe. 4 2 ok he 


PERU 7, ILLINOIS 


Circle No. 48 on Coupon, page 154 
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How to Win Contractor Trade 








Whatever You Do*__ _ 
... there’s a PLAN for YOU. . 
at the 


CRAYSON ao 


LUMBER COMPANY — = 


You Buslel Homes for Sale. 


The Grayson Lumber Co. will advance all the material in the 
house (at NO interest) and most of the labor money (at low, 
simple interest) and carry the entire account until the house 
is sold. They‘ll draw your plans free, They'll give you excellent 
service and fast delivery (6 phones, 20 trucks, 15 salesmen) 
on TOP QUALITY materials that will keep your jobs running 
smoothly and your profits rolling in. JOIN THE LIST OF SUC- 
CESSFUL CONTRACTORS BUILDING THROUGH GRAYSON. 








AND.. IF YOU WANT FAST DELIVERY OF 
READY- MIXED CONCRETE 


€ only ncrete 1 aot offers either 
stone or slog, ar tn ffere nce in price! 


ee IF YOU WANT TO RENT TOOLS 


e+ IF YOU WANT TOP QUALITY & SERVICE 
IN ANY and ALL BUILDING MATERIALS 


coll the GRAYSON LUMBER CO. 


715 North oe Street Phone 9-1131 
OFING TOOL RENTAL 
SIDING KITCHENS 
SASH AND DOORS ATTIC FANS 
PLYWOOD FLOORING WESTERN WOODS 


% (In the Building Line, of Course!) 











Newspaper Ads Sell Builders 


The “package service” plan of Grayson Lumber Co., 
Birmingham Ala., frequently is promoted through adver- 
tisements in the Birmingham News on the theory that all 
contractors read the daily paper and that the service to 
builders will also influence consumers to come to Grayson 
Lumber for new homes. 

Grayson’s copy in the 2-col. ad reproduced above states 
that the dealer will “advance all the material in the house 
(at no interest) and most of the labor money (at low, simple 
interest) and carry the entire account until the house is 
sold.” The company promotes its free plan service and fast 
delivery through 6 phones, 20 trucks, 15 salesmen. The 
copy concludes with the message: “Join the list of success- 
ful contractors building through Grayson.” 





How Small Yard Serves Tracts 


Selling the tract builder offers a profitable sales opportunity 
for the small dealer situated near such a development. In one 
midwestern market a deal is developing between a big yard, 
located some distance from a tract development and a small 
yard closeby this same tract. 

The small yard will handle the small, hurry-up, odd-lot 
orders that would be costly for the big yard to deliver. This is 
how the plan is being worked out between the two yards to 
service this builder: full truckload deliveries will be made from 
the big yard; small deliveries from the small yard. This is a 
pattern which seems to offer sales and profit opportunities for 
many small yards 
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37 Sout of every dollar spent on home operation 


and improvement is spent by households 





that read an average issue of LIFE 


Among your customers chances are LIFE-reading 
households are the big buyers. For in communities 
all across the country, LIFE reaches 31% of U.S. 
households in an average week. And these 31% 
account for 37% of all consumer home operation 
and improvement expenditures. 

This means that 37¢ out of every dollar in this 
field is spent by households that read an average 
issue of LIFE—$13.9 billion out of a total ex- 
penditure of $37.5 billion. 


No wonder in 1957, advertisers invested more for 


selling in LIFE than in the next two leading maga- 
zines combined. No wonder advertising in LIFE 
is the advertising most often used by retailers for 
tie-in displays. (By actual count, far more than 
advertising in any other magazine. ) 


Every LIFE household counts. Make sure you get 
your share of their dollars by featuring the brands 
that are advertised in LIFE. 


Source: LIFE’s Study of Consumer Expenditures, an anal- 
ysis of $200 billion of the $265 billion spent by U. S. 
households for consumer goods and services in 1956. 


ONLY LIFE gives you 


so much selling support...so swiftly, so surely 


Copyright, 1958 by Time, Inc. 
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A. L. Dealer Roundup 





1. 


Masonite 
Model Home 
Promotion 


PRESIDENT JOHN M. COATES and vice- 
president Paul B. Shoemaker (left) look 
over floor plans of seven model homes 
designed for Masonite'’s ‘‘Showcase of 
Famous Brands" program. 


PROMOTION KIT (right) for dealer use in 
Masonite’s model home program. Earl 
W. Hadland, left, manager of dealer 
sales, and three division managers: 
Don Moore, William Hoy and Lee Rodda. 


Masonite’s new “Showcase of Famous Brands” model 
home promotion, backed by a full complement of sales 
aids, is expected to supply participating dealers with pros- 
pects for home improvements and new homes. 

Seven house designs. Seven homes have been designed 
by Rudolph A. Matern, New York architect, within a 
price range of $15,000—$28,000. The houses are available 
in a variety of styles and materials and may be expanded 
by the owner to fit his particular family needs. 

The dealer may build the house himself or it may be 
contractor-built; it may be erected in his yard or in a 
residential area. The model home is virtually self-liquidat- 
ing says vice-president Paul A. Shoemaker, since it fits in- 
to any building site or Lu-Re-Co plan. 

Step-by-step plan. A participating dealer in the Mason- 
ite program will receive a set of four working drawings, 
elevations, specifications and a bill of materials, plus a 
fully-planned kit of promotional materials and ideas. Ma- 
sonite hardboards, used in conjunction with other materials, 
are among the materials specified. 


Johns-Manville announces a 7-Star 





A selling center is suggested for the model home. This 
will include a wall plaque with space to list the famous 
brands. Directional arrows, interior feature signs and out- 
door signs will also be available. 


Advertising—publicity. Names of all dealer-participants 
will be listed in a full-color page advertisement appearing 
in the September issue of The Saturday Evening Post pub- 
lished prior to National Home Week. The publicity kit will 
include newspaper stories, radio interview and an eight- 
page newspaper supplement to promote the model home 
promotion. 

“Our ‘Showcase’ is a strong supplement to the HIC 
program,” declares Shoemaker, “since surveys show 80% of 
the people visiting a model house are looking for home 
improvement ideas while 20% are interested primarily in 
building new homes.” 

For more details about the “Showcase” promotion, write 
Masonite Corp., Dept. AL, 111 West Washington St., Chi- 
cago 2. 


the model home; specific suggestions 


th 


J-M 

Home 
Promotion 
Kit 


Home Protection Plan, which provides 
builders using selected J-M products in 
their homes with a new merchandising 
package of free national and local ad- 
vertising, publicity and promotion. The 
plan will be directly tied in with the 
model house programs of Life and 
the Saturday Evening Post to increase 
the acceptance and use of brand name 
products by builders. 

Key elements in the package will be 
reprints of full-page ads appearing in 
both magazines; publicity stories on 
the builder’s tract and his houses; do’s- 
and-don’ts for a_ successful model 
house promotion; ideas for previewing 


for opening day and plans for con- 
tinuing public interest in the builder’s 
tract; also model house signs, model 
house product displays and literature, 
and a color styling service for the 
builder’s entire development. 

To qualify, each builder must use at 
least five J-M building products that 
protect against (1) summer heat, (2) 
winter cold, (3) fire, (4) wind, (5) 
weather, (6) upkeep costs and (7) rust 
and decay. There are no restrictions as 
to size, price or design of the homes. 

For further details write Johns-Man- 
ville Sales Corp., Dept. AL, 22 E. 40th 
St., New York City. 
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Remington’s APRIL 
DEALER PROMOTION 


3/g-INcH DRILL AT 
LOWER PRICE FOR 
FASTER TURNOVER. 

FEATURED IN NATIONAL 
HARDWARE WEEK. 


MODEL 389, %-inch stand- 
ard drill, with free speed 650 


A ri DEALER PRICE LIST rpm, load speed 400 rpm— 
ideal for precision work in 
S$ 65 S$ 95* plastic, wood or steel. Geared 
‘aaiiies anes key chuck; powerful 2.6 amp, 
115-volt motor. 


Regular $2500 Regular 537B 


See your wholesaler about the powerful 
Remington Model 389 drill—now at a new low price! 


a. HERE’S A GREAT OPPORTUNITY FOR YOU .. . a chance to sell more precision- 
4 built Remington Model 389 3-inch drills at the most attractive price ever. 
And what sales points—powerful motor, heavy pitch gears, fine working bal- 
ance, self-lubricating bearings and many more! It’s a great value for you and 
your customers—but you'll have to act fast. This sale is for a limited time only 
—March 15 to April 30—and in limited quantities, too. See your Remington 

wholesaler today! 


FREE COUNTER DISPLAYS e 
WITH YOUR TOOL ORDER! Cri 7 Tf, QO 
Heavyweight cardboard — 2-color -litho- © 








graphed—price area blank. 14" high, 10/2” 
wide shipped flat—easy to erect. Act today 
for your tools and displays! MALL TOOL COMPANY, Division of Remington Arms Company, Inc., Bridgeport 2, Connecticut. 


“Specifications and recommended retail price subject to change without notice. 
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CEMENT LOOSENS EASILY 
PP of the emmert 


FORTEX 


Reinforced | Molded Rubber | Fabric 


BUCKETS and PAILS 


rp 


* LIGHTWEIGHT 


- INDESTRUCTIBLE 
“. PLIABLE S\_ 


A * PROFITABLE 


ALL THESE 
FEATURES! 


Can't dent, break, leak, 
rust, crack, dinge! 


Won’t scratch wood, paint, 
metal, porcelain. No slip or 
slide. Noiseless! 


Resists acid, sea water, soap, 
grease, alkali corrosion. Mold- 
proof! 


Not affected by cement, lime, 
plaster, paint, chemicals, in- 
secticides, sprays, disinfectants, 
preservatives. Overnight sedi- 
ments loosen quickly—without 


damage! 


Graduated for measuring mixes 
and liquids! 


No sharp edges to hurt ani- 
mals. Easy to clean. 





No more ruined pails! With 
Fortex pliable buckets and pails, 
cement loosens with just a tap 
harm. of the hammer. More and more 

construction men are asking for 
Fully guaranteed! them... be first to feature Fortex 
in your area! 


Extreme heat and cold will not 


Standard Pail—10 qt 
Many made with Dupont Neoprene. 
Farm Tub Feed Trough—6' gal.—black. 


CAUCHOTEX INDUSTRIES, INC. 
44 WHITEHALL STREET - NEW YORK 4, N. Y. 
WHitehall 4-7298 


Contact Your Wholesaler - or Mail the Coupon! 


| CAUCHOTEX INDUSTRIES, INC. WHOLESALERS 
| 44 Whitehall St., New York 4, N. Y. eo 


ore still open. 
| Please send me Fortex literature and prices. | 


Heavy Duty Bucket—12 aqft., 16 aft. 


Write for Fortex facts. | 





| Store Name . 
Address 


Wholesaler’s Name . 
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NEW HOME SALES AIDS 


COMPLETE plan 
center above can 
be set up in dealer 
store. At right you 
see scale models. 


2. 
DFPA Merchandising Service 


Scale models, sizable transparencies, 
consumer catalogs and publicity materials 
are included in kit. 


A new Home Planning Service, sponsored jointly by 
the Lumber Dealers’ Research Council, Douglas Fir Ply- 
wood Association and the National Plan Service, is built 
around 10 new home plans by architect Chris Choate. 

Sales key to the program is a dealer’s merchandising kit, 
which includes: 

e Scale models of the 10 homes. Models are shipped flat, 
ready for the dealer to punch out and set up as focal 
units in counter displays. The roof of each opens up to 
show the floor plan. Models may be sold or given to 
customers interested in specific homes. Extra models are 
available from DFPA. 

e Ten plastic transparencies, 13” x 142” in full color 
and showing the homes in attractive settings. An illuminat- 
ed viewer to show the transparencies is included, either of 
plywood or cardboard construction. 

e A table-top catalog of the 10 homes, including full- 
color illustrations identical to those of the transparencies, 
as well as floor plans and basic information on square 
footage and number of rooms. 

e A starter set of giveaway consumer catalogs, also with 
full-color illustrations and floor plans and a brief descrip- 
tion of each home. Additional consumer catalogs are avail- 
able from National Plan Service. 

[he dealer’s merchandising kit also includes, a portfolio 
of direct-mail. advertising and publicity materials; a large 
display background promotion the Home Planning Mer- 
chandising Service and a 12-page direct-mail insert, illus- 
trated with color views of the homes with space for im- 
printing the dealer’s name. 

All components of the merchandising kit except the 
blueprints may be ordered from DFPA, Dept. AL, 1119 
A St., Tacoma 2, Wash. Construction blueprints of the 10 
homes, either in conventional format or in the LU-RE-Co 
format may be ordered from National Plan Service, Dept. 
AL, 1700 W. Hubbard St., Chicago 22. 
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12” and 16° 

Bevel Siding with 
Phenolic Resin 
Surface and 

14” Rabbet Joint! 


“GPX YELLOW” saves paint time — help 


last 5-10 years! Tough, phenolic resin surfac 











ding or sealing, prevents surface che 
1 Of primer and finish Is superior 


coats of paint on other sid 


Self-aligning lap slashes installation time! Only 
course needs leveling. Solid lumber bac] 
vall, eliminates furring 


y without mastic. No splitting 


1,” Rabbet gives 96% net coverage! This new sid- 
ing is completely weather-tight with only 14” lap! And 


it can save up to $40 per M sq. ft. over othe: kinds 


of bevel siding, on coverage alone. 


Protective packaging! 
Heavy-duty G-P carton 
contains 64 ft. Easy to 
store, one m an can handle. 


GPX’ YELLOW |), 5 


tt -fr¢ 


© j ] ; ; 

* i 7 f dramati new prod to worth 
ri ft b . . Ai ‘ > 
P- + ¢ “i 4 ? 


alesman or mail coupon 


GEORGIA- PACIFIC 
Dept. AL 458 Equitable B 


me 
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your biggest 
profit line 


-your fastest 
selling line 


Red Devil Tooks. 


UNION, N. J., U.S.A. 
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New Home Sales Aids 


4 -Brand Names Display 
Kit from Celotex 


Chis Name Brand Model Home dis- 
play unit is the Celotex Corporation’s 
answer to merchandising-minded build- 
ers who want a point-of-sale means of 
dramatizing the quality products they 
include in their houses. 

* The builder’s name is hand-lettered 
on the display he receives. 

* The 10 slots provided for the listing 
of brand-name products permit flexi- 
ble listings, according to the particular 
products each builder is using and de- 
sires to feature. 

Preprinted inserts featuring more 
than 60 nationally-advertised products 
besides Celotex products are available. 
Thus, it’s a simple job for a builder 
to select the products he is using and 
set the display to work selling for him 

Made of durable cardboard, the unit 
measures 1734” wide x 29” high. 
Illuminated with a light behind the 
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Interior furnishings can do a lot to 
enhance the value of a model home, 
declares president J. C. Daugherty, 
American Walnut Manufacturers’ As- 
sociation. Yet builders too frequently 
wait until the last minute to make ar- 
rangement for furnishings. 

The Walnut Association suggests the 
use of new correlated furniture group- 
ings in model homes and strongly 
urges the builder to contact a leading 
furniture store or an accredited inter- 
ior decorator well in advance of the 
opening of the model home to visitors. 
Certain items can be borrowed, of 
course, and oftentimes the model can 
be sold complete with furniture, car- 
pets and drapes after its showing, the 
association states. 

Kit for dealers. Model home fur- 
nishing ideas, which have been used 
successfully in many areas to create 
an atmosphere that sells, are now in- 
corporated in a new Builder’s Plan- 
ning Kit. Prepared by the Walnut 
group’s marketing specialist, Richard 
D. Behm, the kit is being made avail- 
able to dealers, who may obtain it free 
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brand-names panel, it can be either 
set upright on a table or hung on a 
wall. The Celotex Corp., Dept. AL, 
120 S. LaSalle St., Chicago 3. 


5 —Coordinated 
Furnishings for 
Model Homes 


How to get and use the 
right furnishings for your model 
homes described in Builders’ 
Planning Kit available 
American Walnut Manufacturers 
Association. 


from 


of charge by writing the association, 
Dept. AL, 666 N. Lake Shore Drive, 
Chicago 11, Ill. 

In the kit is an index of correlated 
furniture groups available from local 
furniture stores, plus a selection of 
dozens of colorful stylized room in- 
teriors from the nation’s leading man- 
ufacturers of correlated furniture. Al- 
so included are: a manual giving con- 
sumer preferences in color and style; 
personalized publicity stories and radio 

(continued on page 96) 


RICHARD D. BEHM, the 
Walnut group's marketing 
specialist, who prepared kit. 
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Strap and wrap for outdoor storage Bundle short pieces, millwork, stakes 


Down come handling and delivery costs 


Unitize what you sell, and save! 


Do you unload, handle, store, count, load and unload things stick by stick, 


item by item? A few cents worth of Signode steel strapping unitizes the 
pieces, makes one out of many. Handling is faster; tallying is simpler; a 
load of lumber is dropped at a job site in minutes; pilferage is prevented. 
With simple, inexpensive Signode tools, you can unitize stakes, shingles, 
millwork, lumber, brick—almost everything you sell—and save on every one. 
For a demonstration and helpful suggestions, call the Signode man near 


you, or write: 


SIGNODE STEEL STRAPPING CO. 
2605 N. Western Avenue, Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-Wide 
In Canada: Canadian Steel Strapping Co., Ltd., Montreal * Toronto 
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For the first time 
in the industry... 


a true 





IN STORM DOORS AND WINDOWS 








HERE’S WHAT STANDS BEHIND THE CAPITOL NAME 


Quality of Product © Starting with superior engineering de- 
sign, extrusions from our own huge presses, through fabrication 
and finish to rigid specifications, Capitol sets the standard for 
quality in the industry. Feature for feature, dollar for dollar, 
you can’t beat the value of Capitol storm doors and windows. 


Complete Line * Capitol makes a complete line of models 
and sizes, smart in design, architecturally right for every style 
of home. 

Dependable Source . . . Dependable Service © Capitol's huge 
volume production and control of manufacture right from raw 
materials assures you of dependable supply in every season. 
A large fleet of modern trailer trucks speeds delivery directly 
to you. 





Sales Appeal ¢ Capitol’s storm doors and windows have be- 
come first choice of consumers in market after market. In 
addition, many builders are now equipping their houses with 
Capitol storm windows and doors—an important extra that 
produces sales. Capitol is the exclusive choice of Bill Levitt 
for his homes in Levittown, Pa. 


Ease of Installation © Simplicity of design and precision manu- 
facture make Capitol doors and windows easy to install. 


Local Marketing and Advertising Support * Capitol supports 
you with a market-tested sales and advertising program tailo- 
made for your own market. Write and ask us about this unique 
local merchandising plan. 











Capito, world’s largest manu- 
facturer of aluminum doors, has cap- 
tured such universal acceptance for 
its complete line of storm doors and 
windows that it’s a name now readily 
recognized among dealers and con- 
sumers alike. 

You’re always ahead when you’re 
with the leader. For the sake of your 


sales and your customers’ satisfac- 


tion, sell the brand name. Sell 
Capitol, the symbol of quality in 


storm doors and windows. 


——— 


COMBINATION STORM DOORS, WINDOWS, SCREENS 
PRIME WINDOWS 


4 el 


a cobs fe 


ROLLING GLASS DOORS © JALOUSIES © EXTRUSIONS 


CAPITOL... A SINGLE SOURCE, SINGULAR 
SERVICE FOR ALL YOUR ALUMINUM DOORS 
AND WINDOWS 


JALOUSIE DOORS AND STORM DOORS AND 
SCREENS IN FINEST SCREENS, Z-BAR, 
QUALITY EXPANDER... 
CONSTRUCTION %'' and 1" 


TWO-TRACK WINDOWS THE NEW THREE-TRACK 


AND SCREENS 
STANDARD AND 
SLIDER TYPES 


TILT. WIDE SALES 
APPEAL, WANTED 
FEATURES 


CAPITOL PRODUCTS CORPORATION 
Mechanicsburg, Pa. 


Please send me complete information at once on 


| Capitol Storm Doors 
Capitol Storm Windows 


Capitol Exclusive Franchised Dealer Plan 


NAME___ 





COMPANY 


ADDRESS___ 





J oS 





TELEPHONE 
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Dealer Case Example: 


Dunlap Lumber Co. 
Columbus, Ind. 


Volume: $1-$11/ million 
Consumer & Industrial: 63% 
Contractor: 37 % 

Trading Area: 10-12 miles 
Employes: 38 

Ad Budget: 1% of sales 
New Homes: 10 

New Homes, 1957: 105 


MODEL HOME was one of 20 open to 
the public in ‘Homes of Tomorrow—To- 
day” promotion. Each home was staffed 
with contractor customers and Dunlap's 
own employes. 


FULL-PAGE NEWSPAPER AD showed model homes area and identified the 
individual contractor with the homes he built. Special four-page folder car- 
ried the same message with special plug on the back page for cooperating 
contractors and name-brand products found in these houses. 


Dealer-Builder Home Promotion 


Results of two-day open-house event: 


* Contractor business has picked up 
* New home sales on the increase 
* Closer, friendlier relationship with builder customers 


* Favorable community reaction 


The management of Dunlap & Co., 
Inc., Columbus, Ind., faced a two-fold 
problem last fall: 

1. The books carried too many 
dollars in accounts receivable. Specu- 
lative houses weren’t moving. 

2. The firm faced a serious drop in 
business unless a stimulant was found 
for the new home market. 

Jerry Dunlap, president and gener- 
al manager, decided that a new home 


94 


promotion was needed. He outlined 
plans to his executives to tie in key 
contractor customers. W. Calvert 
Brand, sales manager, came up with 
the promotion theme, “Home of To- 
morrow—Today.” Jack Moffatt had 
the responsibility of developing the 
advertising and promotion program. 
Paul Gerbig of the firm’s architectur- 
al and estimating department was as- 
signed the job of developing a tour 


guide map showing the location of the 
20 homes built by 12 independent 
builders. 

The only requirement for contrac- 
tor participation was that at least a 
major share of the materials for each 
house had been purchased from Dun- 
lap’s. The homes were in traditional, 
modern and contemporary styling. 
Some were built according to cus- 
tomer specifications, others on specu- 
lation. Also included was a two-bed- 
room and a three-bedroom apartment 
from 27 new units just being added to 
the firm’s Columbus Village Garden 
Apartments development. 

Each home was marked with a 
special “Homes of Tomorrow—To- 
day” banner. Colorful pennants were 
used to dress up the premises. A full- 
page newspaper ad showed the loca- 
tion of each model home and identi- 

(continued on page 98) 
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IMPLIFY 


your saw line... 


 tendeelien with 


| Silver Steel 


Make a resolution right now to simplify your saw 
line this year . . . concentrate on the fast-movers 

. standardize with Atkins Silver Steel. 

Here in one quality line you'll find the right saw 
for every customer, the right blade for every wood 
or metal, the right size for every cutting job. With 
this one complete line, you'll eliminate confusion in 
pricing and inventory. You'll save time in stocking 
and handling. Your salespeople will know the fea- 


tures and do a better selling job. 


Take the Atkins 65, for example. This famous ship 
model answers every hand saw need—with the Per- 
fection handle that’s always comfortable and gives 
accuracy to any job, with three lengths for personal 
preferences. Other universally-used models in every 
price range. 

Call your Atkins wholesaler now. Let him check 
over your stock and recommend the Silver Steel 


models that cover the requirements of your trade. 


Always Sell ATKINS...A Cut Above the Rest! 


"FT estana*so (0D ATKINS SAW DIVISION 


Seer Sel 


CALL YOUR ATKINS WHOLESALER 


He can give you fast, dependable service 
on the complete line of ATKINS “Silver 
Steel'’ saws for every wood-cutting or 
metal-cutting need. ATKINS “Silver Steel” 
is America’s First Name in saws. 


**Sharpie” is a Trade Mark of Borg-Warner Corp 


BUILDING PRODUCTS MERCHANDISER 


BORG-WARNER CORPORATION 


Indianapolis 9, Indiana 


Branches: Chicago, Philadelphia, Chattanooga, 
Los Angeles, Portland, Oregon 


Export: Borg-Warner International, 36 S. Wabash, 
Chicago 3 
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NEW! KAISER ALUMINUM 


DIAMOND-RIB 
ROOFING 


NEW KAISER ALUMINUM DIAMOND-RIB ROOFING AND SIDING IS UP TO ONE-THIRD 


STRONGER THAN ANY STANDARD ALUMINUM ROOFING! COSTS LESS THAN .024! 


LOOKS DIFFERENT THAN ORDINARY ROOFING... 1S DIFFERENT! A SURE-FIRE SELLER! 





STRONGER! Exclusive new ribbed construc- 
tion and diamond embossing give Kaiser 
Aluminum Diamond-Rib amazing strength. 
It’s stronger than .024” corrugated, stronger 
than V-Crimp, stronger than any other 
standard aluminum roofing on the market! 


EXTRA WIDE, EXTRA LONG! Fewer side 
and end laps save metal and labor, provide 
a tighter roof. New Kaiser Aluminum Dia- 
mond-Rib offers a full 48-inch-wide net cov- 
erage. And it’s available in standard 14’ and 
16’ lengths as well as 6’ to 12’ lengths. 
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TESTED EIGHT YEARS! This building, one 
of several tested in Illinois and California 
for the past eight years, has weathered the 
attack of snow, rain, hail, high winds and 
extreme temperature variations. Result: no 
rust, no rips, no dents anywhere. 


* Trademark 














WATER DRAINS OFF HERE. 
CAN’T PASS BETWEEN THE LAPS. 


WON'T LEAK! A new non-siphoning drain 
channel, built into every sheet of Kaiser 
Aluminum Diamond-Rib roofing and siding, 
prevents side lap leakage. To further insure 
a weather-tight roof, improved, extra large 
head nails hold Diamond-Rib securely. 


ER MARKETS FOR YOU! 


The entirely new and distinctive appearance of Kaiser Aluminum Diamond-Rib 
roofing and siding makes this sensational, new sheet equally adaptable for carport, 
patio, garage and residential roofing, as well as farm construction. One inventory 
handles all! 

For full details on this brand new product and Kaiser Aluminum’s great new 
dealer sales promotion program, contact our representative, or write immediately to: 
Kaiser Aluminum & Chemical Sales, Inc., Merchant Products Dept., Palmolive 
Bldg., Chicago 11, Illinois. 


KAISER ALUMINUM BACKS UP ITS PRODUCTS... BACKS UP ITS DEALERS! 


KAIS 


See ‘‘MAVERICK”’, Sunday evenings, ABC-TV Network, see your TV listing. 
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YOU GET MORE TO SELL 
IN RAZOR-BACK eee 


strength... satisfaction... profit 


In the same time it takes to sell a cheap 
shovel, you can sell a RAZOR-BACK 
for more profit. The customer benefits, 
too. He gets the strongest standard 
shovel on the market—roll-forged with 
an extra thick (13-gauge) backbone 
extending full length, tapered sides, 


and heat treated all the way. 

You need only 4 patterns to do 90% 
of your business, reduce inventory, in- 
crease turnover 2 to 3 times. Order 
from your wholesaler. 

THE UNION FORK & HOE COMPANY 


Columbus, Ohio *© Makers of Green Thumb Tools 





Extra thickness (13-ga.) 
at frog, where shovels 
need extra strength. 


lightness. 


Blade extra thick 
(13-ga.) in center 
all the way to the 
cutting edge, where 
other shovels 

weor out fastest. 





Tapered sides for 


Ash handle, not cut down at 
socket, retains 100% original 
strength. It's guaranteed. 


2 inches longer (11-inch) 
tabbed socket supports the 
handle and distributes strain. 
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HOME PROMOTION 


(begins on page 94) 





fied the cooperating contractor in 
bold-face type. 

A series of radio spots were used 
before and during the Saturday and 
Sunday open house. Dunlap employes 
and the cooperating builders served 
as hosts during the promotion, but 
the total cost of the promotion was 
paid by Dunlap. 

Results listed. More than 3,000 
people visited the homes in two days, 
November 22-23, 1-5 p.m. Several 
new home sales were made in Decem- 
ber. The promotion was a big factor 
in a better-than-average January, says 
sales manager Brand. 

“The most valuable single result of 
the promotion,” adds Brand, “was the 
friendly reaction which we received 
from the participating builders. We 
have had a closer and more cordial 
relationship between us and our build 
er customers since the promotion 

Contrary to national experience. 
our contractor business has been 
above normal since the promotion. 
Listings and sales in our real estate 
department have been above normal 
for a comparable period a year ago 
The promotion made a considerable 
impact in our community and we feel 
sure it helped people understand that 
it is still possible to build or buy new 
homes.” 

The promotion was so. successful 
‘hat Dunlap’s is planning a_ repeat 
event this year. They plan to allow a 
little more time for planning than last 
year. Fortunately, good weather pre- 
vailed for the event last November, 
but it will be staged a little earlier in 
the season this year. 

This promotion was part of the 
company’s overall program begun in 
1956 to increase contractor business 
Outside salesmen were hired to sell 
and service the independent builder 
As the result of this program, Dun- 
lap’s reports an increased volume with 
speculative builders and_ residential 
contractors 





FURNISHINGS 


(begins on page 90) 





and TV scripts for promotion use by 
the builder; a planning chart and time- 
table for furnishing and decorating the 
model house. 

Last-minute check list. Among help- 
ful suggestions designed to create more 
sales for you at the model home show- 
ing are these helpful tips by the Wal- 
nut group: provide adequate automo- 
bile parking space; place a “greeter” 
at the entrance of the model home to 
welcome visitors; fix a den or family 
room for prospects to relax in; have a 
request book handy so visitors can re- 
quest extra literature on special fea- 
tures or products; put a TV set in the 
basement to keep the children enter- 
tained 
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or this porch so neat 


@ THE MANY USES of Weyerhaeuser 4-Square Hard- 
boards mean many opportunities for increased profit! 
Wherever; a panel type Hardboard is needed either for 
indoor or outdoor use, you can now find in the Weyer- 
haeuser family of Hardboards the type best suited to 
meet your customer’s needs. 

If your customers are looking for a board with a 
smooth, hard surface plus the ability to resist mois- 
ture and take abuse, reeommend Tempered Weytex*. 
If they want a board for interior use that’s light in 
color, easy to finish and has excellent bending and 
forming characteristics, suggest Standard Weytex*. 
If they need a perforated board that’s clean-cut, 
attractive, and easy to work —sell 4-Square Perforated 
Board, either Tempered or Standard. If utility and 
low cost are important factors, offer Weylite*, a lower 
density board. 

Whatever your Hardboard requirement may be, 
look to Weyerhaeuser as a dependable source of 
supply. Thicknesses from 1/10” to 5/16”. Write for 
information and samples now. 

*T.M. Reg. 


Weyerhaeuser Sales Company 


TRADE PROMOTION DEPARTMENT 
First National Bank Building + St. Paul 1, Minnesota 
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profit from LOW 
INVENTORY 


FIVE Is ALL you NEED! 
By knowing the many 
uses of each you can 


By stocking 5 
Abesto products 
you have acomplete | product for a specific 
line of asphaltic 


bring customers back 
again and again. Each 


coatings, adhesives, gallon is uniform quality 


because of factory- 
controlled methods! 


dampproofings 
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Abesto Fiberated 


Wonderful for built-up roof con- For same uses as Liquid where 
struction, recoating roofs, damp- extra body and protection is 
proofing below grade exterior needed. For example: recoating 
gutters, older, rougher roofs where sta- 
bilization is needed. 


Abesto Liquid 


masonry, recoating 
flashings, etc. Applied easily. 


a 


Abesto Plastic Plaster Bond 


Dampproof adhesives for flash- Unique—bonds plaster directly 
ings, patching, sealing end-laps to interior masonry. Forms a 
on roofs; bonding lightweight in- strong vapor barrier between 
sulation and wallboard to interior walls and plaster. Prevents crack- 


masonry surfaces. ing and moisture stains, 


Lumiclad 


Fiberated aluminum protective 
coating for farm, commercial, 
industrial roofs, silos, granaries, 
etc. Reflects heat in summer, re- 
tains heat in winter, 





recommend just the right 


job. And, Abesto products 





Make the Adhesive Strength Test Today 











Important! “Slow Curing” gives Abesto 
products utmost elasticity and adhesion. 


Developed through 25 years of 
research and use of expensive 
materials and rigid production 
methods. This gives Abesto 
products: (1) utmost elasticity 

. prevents cracks and leaks. 
(2) utmost adhesion ...so that 
bonded elements actually become 
one. Write for test kit! 


“Our 25th Year" 
e t Manufacturing Corp. 
Michigan City, Ind. 
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MATERIAL HANDLING—FORK-LIFTS 


UNITS OF 500 and 1000 board feet are strapped at the rail 


car and placed either in storage or onto delivery truck 


Truck as Good as 3 Men 


Formerly a grain and feed business, in Ludlow, Mass., 
Ray Randall and John Uzendowski added lumber two 
years ago. The entire plant of their C. A. Smith Lumber Co. 
runs alongside a rail spur. Because of this and the fact that 
the partners were just starting out, they considered any sort 
of mechanical handling unnecessary. 

After a year, however, the partners thought differently. 
Handling cedar boards finally convinced them. 

“The stuff was not only hard to handle but we were 
tallying the load out of the rail car, stacking it, and tallying 
it all over again as we shipped it out,” said Uzendowski. 

With the fork-lift truck, they now load 500 and 1,000 
board feet packaged, strap it on the spot and stack it. All 
boarding up to 1’x8’s, 2’x4’s and 2’x3’s are also strapped 
and stacked in units as they leave the car. Gypsum lath is 
strapped 50 sheets to a unit. Oak flooring is made up into 
600 board feet units. Shingles, which arrive by trailer loads, 
adapt themselves even more economically; formerly it 
took three men three hours to unload a trailer of shingles 
and now it takes only one hour with one man. 

The average home will require three to four 1,000’ units 
of lumber, Mer units of gypsum lath and two of shingles, 
says Randall. Any excess requirements can be loaded right 
on the truck aad all the basic material needs for starting 
construction is delivered in a single operation. 

Equal to the work of three men, the machine will pay 
for itself in three years 


OLD BUILDINGS 
became useful 
again through the 
use of fork-lift 
truck at Smith Lum- 
ber Co., Ludlow, 
Mass. Although 
sheds are less than 
50’ from rail sid- 
ing, time and man- 
power saved by 
mechanical han- 
dling are substan- 
tial. 
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Call your AIM*... Greece Lumber does... 
Trucks loaded, lumber secured in 10 minutes 


Acme Idea Man 

R. N. Renshaw helps 
Greece Lumber 

and Building Supply, 
Inc., solve its 

lumber handling 
problems, 


BUILDING PRODUCTS MERCHANDISER 


GREECE LUMBER AND BUILDING SUPPLY, INC., ROCHESTER, N. Y., 
have found that steel strapping suggestions by their Acme Idea Man 


have helped them in two ways. (Idea No. U5-2) 


First, all lumber is steel strapped into standard packages immediately 
upon arrival at Greece Lumber to allow mechanical handling in their 
yard...a great time and dollar-saver. Second, when trucks are loaded 
for local delivery, strapping secures individual packages into a unit load 
for quick delivery at the job site. 

The strapped packages are loaded and unitized on a truck in 10 
minutes, and unloaded in two minutes by simply dumping at the 
building site—a man-hour and money-saving procedure made possible 


with Acme Steel Strapping. 


*Call your Acme Idea Man about time and money-saving procedures 
for handling materials. Or write Dept. ABU-48 Acme Steel Products 
Div., Acme Steel Company, Chicago 27, Ill. In Canada: Acme Steel 
Company of Canada, Ltd., 743 Warden Ave., Toronto 13, Ontario. 


EE] STEEL STRAPPING 
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cut your 
shelf space 


You stock only white and eight tint- These tinting colors are now available 
ing colors. This new system is the first in sensational new unbreakable plastic 
paste tinting color for both powder tubes... the only unbreakable tubes 
and liquid products. Colors in each in the industry. Now it’s so easy to 
tube are pre-dispersed making color stock all the popular colors. 

mixing easy. 


Yes, for a full line of colors your saving in investment, space and weight is tremendous. 


© 1958 The Reardon Company 


THE REARDON COMPANY @ 
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REARDON’S 


Revolutionary New 
Tinting System 
Tints 
BONDEX, BONDEX Heavy Duty 
DRAMEX and 
DRAMEX Ready-Mixed 


With your order you receive an 
eye-catching display piece meas- 
uring 29 inches high, 24 inches 
wide and 6 inches in depth... 
displaying the large color chart 
and containing on its side smaller 
color cards. Attractive and practi- 
cal (it occupies only one square foot 
of counter space), this piece will 
produce additional sales through 
on-the-spot, impulse buying. 


Cie 


rat) 
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This one-tinting system for BONDEX, BONDEX Heavy Duty, . 
DRAMEX and DRAMEX Ready-Mixed has been market 
tested and will be advertised both nationally and locally. 


Ask your Reardon salesman for full details now... or write the Reardon Company 
at 7501 Page Boulevard, St. Louis, Missouri. 


TOP FASHION COLORS 


St. Louis e Chicago « Los Angeles « Kearny, New Jersey « Montreal 
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HIC Members Can Capitalize on 


Consumer Magazine Promotion 


Remodeling is theme of The American Home's July issue, 
which will list all HIC members. Here are names of 750 lumber 


dealers who have joined HIC thus far. 


_ The program of the Home Improvement Council now 
includes a chance to be listed in The American Home 
magazine as the place for remodelers to go for help and 
advice. In announcing the magazine’s plans for tying in 
with HIC’s program to encourage homeowners to repair 
and remodel, council executive director Don Moore 
said that the publication’s July issue will be devoted entirely 
to remodeling. Reaching 10% million readers, it will: 

e Announce HIC’s second big contest for homeowners, re- 
quiring the performance of an actual home improvement 
project with the aid of a local council member. 

e Include a variety of specific improvement-moderniza- 
tion projects that would be appropriate for entrants in the 
contest. 

e Carry a special advertising section on home improve- 
ment products and materials. 

e Actually list all local members of the Home Improve- 


ment Council—alphabetically by state and town—there- 
by directing its millions of readers to HIC members to ob- 
tain complete contest information and advice on projects. 
This is at no cost to members or HIC. 

Lumber firms can take advantage of this offer by obtain- 
ing membership applications from HIC, 2 E. 45th St., New 
York 22. They will be informed promptly whether com- 
pleted applications have been received in time for inclu- 
sion in The American Home's listing, since the magazine 
can only list the first 6,000 members. They will also be pro- 
vided with a publicity release for newspapers, radio and 
IV announcing the fact that the magazine is giving them 
this national recognition. 

Herewith are more than 750 lumber firms who have al- 
ready signed as members of HIC and are actively support- 
ing its program. As new members are signed, American 
Lumberman will announce their names. 





HOME REMODELING HONOR ROLL 


Dealer and wholesaler members of Home Improvement Council 


ALABAMA. Birmingham—Mazer Lbr. & 
Supply Co., Wood's Do-It-Yourself; Dade- 
ville—Dadeville Lbr. Co.; 
Home Impr. Center 


ARIZONA. Douglas—Bassett Lbr Co.; 
Tucson—Builders’ Supply & Lbr. Co.; Petty’s 


Builders’ Emporium Lbr. & Mfg. Co.; 


Inc.; Fort Morgan—Willard Reid Lbr. 
Grand Junction—Thornburg Lbr. Co.; Hax- 


ARKANSAS. Benton—C. W. Lewis Lbr. 
Co.; Camden—-Camden Lbr. Co., Gammill tun—Haxtun Lbr 
Lbr. Co.; Fort Smith—Long Bell Div. Int Inc., The Pueblo 


Paper; Lincoln—Carrington Lbr. & Supply Co.; Sterling—Sterling 
burg—The Pritchard Lbr. Co 


Co.; Little Rock—Long Bell Div. Int. Paper, 
Robinson Lbr. Co.; Springdale—Long Bell 
Div. Int. Paper. CONNECTICUT. 

CALIFORNIA. Anaheim—Gibbs Lbr. Co.; 
Arcadia—Arcadia Lbr. Co.; Campbell—Camp- 


bell Lbr. Co.; Corona—Corona Lbr. Co.; Es- W. G. Glenney Co.; 


calon—Moorehead Lbr. Co.; Fresno—Marion 
Nine Lbr. Co., Yosemite Lbr. Co.; Indio— 
Coachella Valley Lbr. & Supply Co.; Le- 
moore—Lemoore Lbr. Co.; Los Angeles—E. J 
Stanton & Son; Midway City—Rancho Lbr. 
Co.; Monrovia—Myrtle Ave. Lbr. Co.; 
Northridge—Merritt Lbr. Co.; Ojai—Ojai 
Lbr. Co.; Pasadena—Lincoln Ave. Lbr. & . 
Mill; Salinas—Hayward Lbr. Co.; San Diego 
—Whiting Mead Builders’ Market; San 


DELAWARE 
Lbr. Co 


104 


Home Supply Co.; San- 
ta Barbara, Santa Barbara Mill & Lbr.; San- 
‘Gdn a be ami—Trail Builders’ Supply; Pensacola 


Francisco—-Superio1 


Decatur—Wood ta Monica—John W 
Nuys—Chandler Lobr. 
Watsonville—Bailey Lbr. Co 


COLORADO. Colorado 
Denver—Lumber Dealers, 


Builders’ Lbr. & Supply 
Lbr Co.: 


Bridgeport—Henderson 
Lbr. Corp.; Danielson—The Kennedy Corp.; 
Derby—The Housatonic Lbr. Co.; Hartford 

Hartford Builders’ Supply; Manchester—The 
Meriden—The Lyon & 
Billard Co., Wm by age Ee _ Lbr. Co.; Blue Island—Mathieu Lbr. & Sup- 
Howard Co.: Planteville—Boyce Lbr. Co.; ply Co.; Blue Mound—Blue Mound Lbr. Co.; 
Portland—Strong & Hale Lbr. Co.; Ridge- 
field—Ridgefield Supply 
Brass City Lbr. Co.; 
lard Co.; Winsted—The Carnell Co 


ven—The DeForest 


Willimantic—O. L. Wil- 


Georgetown—Georgetown 


FLORIDA. Clearwater-—-Kenson Supply 
Co.; Coral Gables—Renuart Lumber Yards; 
Ft. Lauderdale—Henderson Lbr. Co.; Jack- 
sonville—Florida Retail Lbr., Inc.; Lake 
Wales—Townsend Sash Door & Lbr. Co.; Mi- 


Pensacola Builders’ Supply; St. Petersburg 

Pinellas Lbr. Co.; Sarasota—Shepard Lbr 
Co.; West Palm Beach—Tylanders, Inc.; 
Winter Haven—Berry Builders’ Supply Co. 
Atlanta—West Lbr. Co.; 
Thomas- 


Springs—Newton 


Co.: GEORGIA. 
Gainesville—Chambers Lbr. Co.; 
ville—Modern Builders’, Inc. 

IDAHO. Boise—Boise Cascade Corp.; Po- 
catello—Coleman Builders’ Supply; McLel- 
land Lbr. Co. 

ILLINOIS. Abingdon—Simpson-Powelson 
Lbr. Co.; Antioch—Antioch Lbr. & Coal Co.; 
Barrington—Shurtleff & Co.; Batavia—Thor- 
sen Lbr. Co.; Bloomington—Baumgart Lbr 
& Coal Co., Parker Bros. Lbr. & Fuel Co., 
Schwulst Lbr. & Coal Co., West Side Coal & 


Pueblo—Newton’s, 


Walsen- 


Bradley—Security Lbr. & Supply Co.; Bush- 
“ nell—Simpson-Powelson Lbr. Co.; Carmi 

Co.; Waterbury— White County Lbr. Co.; Carpentersville— 
Shurtleff & Co.; Chicago—Chicago & River- 
dale Co., Gee Co., Edward Hines Lbr. Co. 
(nine yards); Chicago Heights—Gordon Lbr. 


(continued on page 106) 
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Weather-tight protection 


lifetime attractive appearance ! Steel 

















Roly-Doors won't sag, rot, warp or jam 





tela ia ii-je], | 


* Guaranteed by 
Good Housekeeping 


. at 
45 aoveatisto 





completely inside the garage. 





No pinched fingers, no stooping. 





HERE’S THE “EXTRA” QUALITY TOUCH that every builder and 
home owner wants—at no more cost than ordinary 


garage doors! That's why dealers in Roly-Door steel sectional 





overhead doors find it easier to make more sales and 

bigger profits. Roly-Doors’ amazing ease of operation—their 
simplified economical installation and permanent, 

precision construction mean customer satisfaction and 


more business for you! 


+ 
Wute loday for full details on the complete size range of Roly-Door Steel and Wood Sectional Overhead Doors 
for every residential, commercial and industrial requirement, including automatic radio operators for every model. 





ROLY-DOOR DIVISION 
MORRISON STEEL PRODUCTS, INC., 655 Amherst St., Buffalo 7, N. Y. 


% Also manufacturers of Mor-Sun Heating and Air Conditioning 
® tr and Morrison Service Bodies. 
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HIC MEMBERS 
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Co.; Cicero—Edward Hines Lbr. Co.; Clar- 
endon Hills—Brownson Lbr. Co.; Crystal 
Lake—Rosenthal Lbr. & Fuel Co.; Danville 
Vermillion Lbr Co Decatur—Gates & 
Johnson Co., Thompson-Decatur Lbr. Co 
Downers Grove—Edward Hines Lbr. Co.: 
East Moline—Versluis Lbr. & Supply Co.; 
Elgin—Shurtleff & Co Evanston—Edward 
Hines Lbr. Co. (two yards); Evergreen Park 
Edward Hines Lbr. Co.; Flora—Flora Lbr 
Co.; Forsyth—Forsyth [Illinois Lbr. Co.: 
Freeport—Sanford & Zartman Lbr. Co.: 
Galesburg—Simpson-Powelson Lbr. Co.; 
Glenview—Edward Hines Lbr. Co.; Hartland 
Shurtleff & Co.; Highland Park—Edward 
Hines Lbr. Co.; Hillsboro—Imle Lbr. Co.: 
Homewood—Edward Hines Lbr. Co.: Itasca 


Edward Hines Lbr. Co.; 





Kankakee—H. H. 


Troup & Co.; Knoxville—Simpson-Powelson 


Lbr. Co.; 


LaGrange—Edward Hines Lbr 


Co.; Lewiston—Simpson-Powelson Lbr. Co.; 
Libertyville—Libertyville Lbr. Co.; Marengo 
—Shurtleff & Co.; 


Hines Lbr. 


Co.; 


Melrose Park—Edward 
Millstadt—Millstadt Lbr. 


Co.; Moline—Builders’ Lbr. Shopping Cen- 
ter, Swan & Bahnsen Lbr. Co.; Monmouth— 


Warfield Lbr. 
Beatty Lbr 


Co.; 


& Coal; 


Morris—I 
Prospect—Edward 


N. R. 


Hines Lbr. Co.; Oaklawn—I.N.R. Beatty Lbr 
Co.; Orland Park—I.N. R. Beatty Lbr. Co.: 


Palatine—Edward Hines 


Park—Johnson Lbr. 


Ridge—Edward Hines 


Lbr. Co.; Palos 
& Supply Co.; Park 


Lbr. Co.; Peoria— 
M. S. Carver Lbr. Co., J. W. Mackemer Lbr. 
Co.; River Forest—Edward Hines Lbr. Co.; 
Rockford—City Lbr. & Supply Co., Holm- 
quist Lbr. & Fuel Co., Home Lbr. & Supply 
Co., Rockford Lbr. & Fuel Co.; St. Charles— 
Edward Hines Lbr. 
Sipe; Sterling—Simpson-Powelson Lbr. Co.: 


Co.; 


Sheldon—E. M 





5,000 WINDOWS 


SHREVEPORT SASH AND DOOR JOBBER 
MOVES 25,000 WATSON ALUMINUM WINDOWS IN YEAR 


Without any “line” retail yards the 
Shreveport Sash and Door Co., 
Shreveport, La., hit an all-time high 
sales mark for 1957. “Concentrating 
on Watson residential aluminum win- 
dows; single-hung, double-hung; pic- 
ture and horizontal sliders turned the 
trick,” according to vice president in 
charge of sales, C. (Wally) Wallace. 


RUGGED ALUMINUM™ 


OLD AT A PROFIT 































Watson is one of the very few—per- 
haps the only—aluminum window 
manufacturer in the country to sell 
EXCLUSIVELY through distribu- 
tors. To find out how you too can 
add considerably to your net profits 
without materially increasing your 
overhead, write today! Dealers send 


for catalog. 


WINDOWS 


W. M. PRODUCTS CO. Dept. ALM-3 


5425 BI 


St. * Hi 


* 
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7, Texas 











Tamms—Tamms Lbr. Co.; Tinley Park 
I.N.R. Beatty Lbr. Co.; Vandalia—Barenfan- 
ger, Inc.; Villa Park—General Lbr. Corp., 
Edward Hines Lbr. Co. 


INDIANA. Brookville—Stumpf’s Lbr. Sup- 
plies; Chesterton—Morgan Constr. Sup. Co.; 
Colfax—Colfax Lbr. Co.; Columbus—Dunlap 
and Co.; Connersville—Fayette Lbr. Co.; 
Crown Point—Root Lbr. Co.; Elkhart—Cripe 
Lbr. & Sup. Co.; Evansville—Robert H. Mey- 
ers Bldg. & Sup.; Gary—Ridge Lbr. & Sup.; 
Goshen—Home Lbr. Co.; Huntington—Ditz- 
ler-Kelley Lbr. Co.; Ligonier—Harry D. 
Frick; Logansport—-Loners’ Lbr. Co.; Madi- 
son—Lichlyter Bldg Sup.; Mooresville 
Newcomer Lbr. & Sup. Co.; Southport 
Southport Lbr. Co.; Vincennes—Klemeyer 
Lbr. Co.; Whiting—Northern Ind. Lbr. & 
Coal Co 

IOWA. Algona—Kelley Lbr. Co.; Boone 
Otis Lbr. Co.; Chariton—Renus W. Johnson 
Clarion—Evans-Kay Lbr.; Clinton—Eclipse 
Lbr. Co.; Cresco—Burgess & Sons; Daven- 
port—Mueller Lbr. Co., H. O. Seifert Lbr 
Co.; Glidden—A. Moorhouse Co.; Keokuk 
Streeter Lbr. Co.; Marion—Spahn & Rose 
Lbr. Co.; Newton—Denniston & Partridge 
Co.; Sac City—W. J. Dixon Lbr. Co.; Sioux 
City—Walensky Lbr Co.; Toledo—Springer 
Lbr. Co 


KANSAS. Baxter Springs—Long Bell Div., 
Int. Paper; Burlington—Long Bell Div., Int 
Paper; Caldwell—Long Bell Div., Int. Paper; 
Chanute—Long Bell Div., Int. Paper; Cof- 
feyville--Long Bell Div., Int. Paper; Colum- 
bus—Long Bell Div., Int. Paper; Dodge City 
-Long Bell Div., Int Paper; Garden 
City—Long Bell Div., Int. Paper; Hutchin- 
son—Davis Lbr. & Hardware; Independence 
—Long Bell Div., Int. Paper; Lansing—Long 
Bell Div., Int. Paper; Larned—Clutter-Lin- 
das Lbr. Co.; Liberal—Long Bell Div., Int 
Paper;Parsons—Long Bell Div., Int. Paper; 
Pittsburg—Long Bell Div., Int. Paper; Sa- 
lina—Larson Lbr. Co., Leidigh & Havens 
Lbr. Co., Long Bell Div., Int. Paper; Topeka 
—Long Bell Div., Int. Paper (two yards) 
Whelan Lbr. Co.; Ulysses—Long Bell Div., 
Int. Paper; Wichita—Farm Cash Lbr. Co 
Long Bell Div., Int. Paper (three yards) 


KENTUCKY. Carrollton—Jim Brown Lbr 
Co.; Central City—R. & G. Bldg. Sup.; 
Elizabethtown—The Jenkins-Essex Coé.: 
Frankfort—Lyons Lbr. Co.; Georgetown 

Oldham Lbr. Co.; Hopkinsville—Bass & Co.; 
Lebanon—Peterson-Battcher Co.; Lexington 
—Smith Haggard Lbr. Co.; Louisville—Jef- 
ferson Lbr. Co. Jacob Levy & Bros., Stock 
Yard Lbr. Co.; Stanford—Lincoln Lbr. Co 


LOUISIANA. Bossier City—Bolinger Lbr 
& Sup. Co.; Lake Charles—Louisiana Wes- 
tern Lbr. Co., South Street Lbr. Co.; Lutch- 
er—C. T. Boudreaux Lbr. Co.; Metaire— 
Lumber Products; Monroe—Terzia Lbr. & 
Hdwe.; New Orleans—Southern Hdwe. & 
Lbr. Co., Vetter Hdwe. & Lbr. Co.; Pineville 
—Central Lbr. Co.; Plain Dealing—Plain 
Dealing Builders’ Sup. 


MAINE. Augusta—Capitol Lbr. Co.; Cam- 
den—Passmore Lbr. Co.; Hartland—W. H 
Moore & Son; Portland—Rufus Deering Co.; 
Wiscasset—Wiscasset Lbr. Co 


MARYLAND. Baltimore—Akehurst Lbr. & 
Sup., Erdman Lbr. Co.; Cumberland—vValley 
Lbr. Co.; Hagerstown—Hagerstown Lbr. Co.;: 
Havre de Grace—The Chesapeake Lbr. Co 


MASSACHUSETTS. Amherst—Elder-Jones 
Lbr. Co.; Auburn—H. C. Pond Lbr. Co.; Bev- 
erly—Samuel Knight Sons Co.; Brockton 
Taunton Lbr. Co.; Dudley—Trull Lbr. Co.; 
E. Freetown—E. W. Goodhue Lbr. Co.; Fall 
River—Cook Borden Co., H. Schwartz & 
Sons; Falmouth—The Wood Lbr. Co.; Gard- 
ner—Chairtown Lbr. Co.; Gloucester—Build- 
ing Center Stores; Haverhill—Taylor Good- 
win Co.; New Bedford—New Bedford Lbr 
Corp.; Newburyport—W. E. Atkinson Co.; 
N. Brookfield—W. F. Fullam Co.; No 
Chelmsford—William P. Proctor Co.; No. 
Plymouth—Kingston Lbr. Co.; Orleans— 
Nickerson Lbr. Co.; Somerset—Bridgeman 
Lbr. Co.; Southwick—Battistoni Lbr. Co.; 
Wayland—Mass. Lbr. Co.; Westfield—Mar- 
coullier Bros. Lbr. Co.; Worcester—Builders’ 























(continued on page 108) 
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4 out of 5 women, according to dealer 


reports, prefer over all others the smart, up-to-date 
patterns, fashion-right colors, and rich, true-to-life 


woodgrains of Pionite Lifetime Laminates 
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<<“ Pionite..... 


a For Kitchen | Bathroom - Tabte Tops 
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Dimensional Vanities by Raygold Industries, Copiague, L.!., N.Y. 


MAKE IT RIGHT WITH 


Piontute 


The modern melamine high pressure plastic laminates used in 


over 8 million homes, business and industrial establishments. 


PIONEER PLASTICS CORP., Salem, Mass., Sanford, Me., Los Angeles, Calif. 


PIONEER WALNUT n wheat, silver gray, 
florentine. russet and French walnut achieves 
unsurpassed depth, beauty, and authenticity 
One of the finest woodgrains of all. Pionite 
Lifetime Laminates offer the most complete 
selection of native and foreign woodgrains as 
well as decorative patterns 


‘ 


PIONITE FLITTER, new, glamorous, glitter- 
ng with flecks of metalli gold and silver 
on backgrounds of white harcoal, aqua, pink, 
yellow deal for kitchen counters and vani- 
ties. Pionite Lifetime Laminates are available 
in 14 convenient sizes from 30” x 48” through 
48” x 120”. 


PIONITE COLONIAL MAPLE, in soft neu- 
tral brown, also in Golden Maple, a warm 
blonde tone. Two great favorites with tradi- 
tionally-minded women. You'll find Pionite Life- 
time Laminates fabricate easier, produce better 
jobs, bigger profits. 


he 
re 


PIONITE SPINET, a striking multicolor with 
backgrounds in charcoal, coral, pink, yellow, 
white, and blue the perfect pattern to 
dress up kitchen work surfaces and vanities. 
Spinet is another reason why Pionite appeals 
to a woman's critical style sense and appre- 
ciation of sound value. 


PIONITE TV MAHOGANY, warm mellow, dis- 
tinguished-looking; one of a group of luxurious 
mahogany grains. Pionite’s precision quality, 
melamine-armored surface resists cigarette 
burns, hot fats, fading, fruit juices, heat up 
to 275° F., defies scuffs, dents, scratches, 
chipping, cracking, or breaking. 


PIONEER PLASTICS CORP. 
SALEM, MASS. 


Please send me your latest brochure show- 
ing full-color selection of patterns. 


Name 





Address 


City 
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Lbr. & Sup. Co., Sawyer’s Home Shopping 
Center, Wood, Inc 


MICHIGAN. Battle Creek—Calhoun Lbr. & 
Sup. Co.; Coldwater—Legg Lbr. Co.; Colo- 
ma—Michigan Shore Lbr. & Sup. Co.; Dear- 
born—C. A. Kandt Lbr. Co., Liberty Lbr 
Co.: Detroit—City Lbr. Co.; Escanaba 
Stegath Lbr. Co.; Ferndale—Ferndale Lbr 
& Sales Co.; Flint—Long Lbr. Co.; Grand 
Rapids—Standale Lbr. & Sup. Co.; Ham- 
tramcek—Hamtramck Lbr. Co.; Lincoln Park 
~The Renier Co.; Lansing—Bonded Bldg 
Sup.; Mt. Clemens—John’s Lbr. & Hdwe 
Co.; Muskegon Heights—Fredericks Lbr 
Co.; New Buffalo—Schrader Lbr. & Coal 
Co.; Niles—Niles Lbr. Co.; Newberry—Retail 
Lbr. Yard; Pickford—MacDonald Lbr. Co.; 
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bessittetaess 
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Port Huron—Peacock Lbr. Co.; Rochester 
Nowels Lbr. & Coal Co.; Royal Oak—Erb 
Lbr. Co.; Saginaw—Fisher Lbr. & Sup. Co.; 
South Haven—Michigan Shore Lbr. & Sup 
Co.; Spring Lake—Christman Lbr. Co.; 
Traverse City—Red Mill Lbr. Co.; Ypsilanti 
-~Moorman Lbr. & Sup. Co 

MINNESOTA. Anoka—Rum River Lbr 
Co.: Detroit Lakes—Wilcox Lbr. Co.; Fergus 
Falls—Fergus Lbr. & Fuel Co.; Grand Rapids 
—Mills Lbr. Co.; Hopkins—Justus Lbr. Co.; 
Hutchinson—Stearns Lbr. Co.; Kasson—Kas- 
son Lbr. Co.; Minneapolis—N. C. Bennett 
Lbr. Co., Lowry Lbr. Co.; Suburban Lbr 
Co., Thompson Lbr. Co.; Moorehead—O. P. 
Foss Lbr Co.; Rochester—The Kruse Co.; 
St. Paul—Arden Lbr. Mart, The Morin Co.; 
South St. Paul—Shaw Lbr. Co 
MISSISSIPPI. Jackson—Jackson Lbr. Co.; 
Tupelo—Tupelo Lbr. Co 

MISSOURI. Boonville—Long Bell Div 
Int. Paper; Cape Girardeau—Riverside Lbr 
Co.; Columbia—Long Bell Div., Int. Paper; 
Hannibal—Long Bell Div., Int. Paper; Jop- 


MAN O’WAR 


ULTRA SPAR 


MARINE VARNISH 


@ Proved by tests—Tough Man O'War finish has 
successfully withstood the following severe tests: 
Over 10 hr. ir. 5% caustic soda; 4 hr. in 5% ammo- 
nium hydroxide; 2 hr. in a 32% sulfuric acid solu- 
tion: 7 hr. in boiling water; and 4 hr. in motor oil 
at 200°F. After each test Man O’War Marine Varnish 
displayed its original toughness and high gloss! 


@ Proved by performance—Originally developed 
for marine use, sleek, durable Man O’War quickly 
became a favorite in boatyards, gave the decks of 
oceangoing ships ideal protection against foot traffic, 
and was used by boatowners for protecting mahog- 
any and other fine woods. So well does it withstand 
the effect of salt water, sun, cold, rain, spilled oil, 
and battery acids that Man O'’War has set standards 
by which all marine varnishes are now measured. 


Perfect for boats, garden furniture, doors, store fronts, floors and countless other uses. 
You'll discover it sells on its reputation. It’s advertised in Better Homes and Gardens 
and Popular Mechanics, and five other national magazines. And you get point-of-sale 
display panels, circulars and brochures that do a real selling job in your store. For fast 
profits, better turnover, and lower inventory requirements, start selling Man O’War 


Ultra Spar Marine Varnish today! 





MAIL COUPON > 


McCLOSKEY VARNISH CO., Dept. 715, 7600 State Rd. Phila. 36, Pa. 


Have a McCloskey salesman call on me at once 


Title 











Send mea free sample —! am considering handling Man O'War Ultra Spar Marine Varnish in my store 
OSs- 
im = Name 
Company 
a Address. 
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lin—Long Bell Div., Int. Paper; Kansas City 

Foster Lbr. Co., Long Bell Div., Int. Pa- 
per; Kirksville—Adair Lbr. Co., Arnold Lbr 
Co.; Maplewood—Big Bend Lbr. Co.; Mar- 
shall—Long Bell Div., Int. Paper; Moberly 
Long Bell Div., Int. Paper; Monett—Wilks 
Lbr. Co.; Nevada—Long Bell Div., Int. Pa- 
per; Richmond—Long Bell Div., Int. Paper; 
Rolla—Frank B. Powell Lbr. Co.; St. Charles 

Rauch Lbr. & Grocer Co. 

MONTANA. Billings—Aldrich & Co., Bill- 
ings Lbr. Co.; Butte—Largey Lbr. Co.; Great 
Falls—Walsh-Anderson Lbr. Co.; Hardin 
Hardin Lbr. Co.; Havre—Bond Lbr. Co. of 
Montana; Lodge Grass—Johnston Bros. Lbr 
Co.; Plentywood—Lincoln Lbr. Co.; Poplar 

Grogan-Robinson Lbr. Co 

NEBRASKA. Cairo-——Cairo Lbr. Co.; Grand 
Island—Spelts Lbr Co.; Kearney—Spelts 
Lbr. Co.; North Platte—Ely-Hoppe Lbr. Co., 
Field-Birge Co.; Oakland—Holmquist Grain 
& Lbr. Co.; Omaha—Johnson Cashway Lbr 
Co. (two yards); Scottsbluff—Carr-Trum- 
bull Lbr. Co.; York—Mead Lbr. Co 

NEW HAMPSHIRE. Manchester—Dunbar 
Fuel Co 

NEW JERSEY. Alpha—Alpha Lbr. & Sup.; 
Belmar—Sterner Coal & Lbr.; Berkeley 
Heights—U. S. Bldg. Products; Bernardsville 
~—Bernard's Builders Sup.; Branchville—Hoos 
& Fletcher; Cranford—Builders’ Gen. Sup 
Co.; Fords-—-Fords Coal & Lbr. Co.; Hacken- 
sack--Alpine Lbr. Co., Comfort Control 
Corp.; Linden—Linden Lbr. Co.; Madison— 
Unkel Plywood & Lbr. Co.; Midland Park— 
Midland Park Lbr. & Sup.; Newark—Breg- 
man & Lehrer, Channel Lbr. Co.; Palisades 
Park—Aschoff & Sons; Pt. Pleasant—Van- 
note Lbr. Co.; Red Bank—Monmouth Lbr 
Co.; Rockaway—Joseph Harris & Son; Som- 
erville—Somerville Lbr. Co.; Toms River- 
Eagle & Son; Trenton—Tattersall Co 

NEW MEXICO. Albuquerque—Doherty 
Lbr. Co., Rio Grande Lbr. Co.; Clovis—Long 
Bell Div., Int. Paper; Deming—R. S. Palm- 
er; Roswell—New Mexico Bldrs. Sup 

NEW YORK. Adams Center—Wm. N. Kel- 
logg & Sons; Albany—Rutland Lbr. Co.; Al- 
tamont—Ward G. Ackerman; Amsterdam 
Grieme Lbr. & Sup. Co.; Auburn—Maloney 
Lbr. & Sup. Co.; Baldwin (L.I.)—Zaret Lbr 
& Mat. Corp.; Baldwinsville—Tappan Lbr 
Corp.; Batavia—Genesee Lbr. & Coal Co.; 
Beacon—Fishkill Landing Lbr. Co.; Bellmore 

Meadowbrook Lbr. & Equipment Corp.; 
Bronx 61—Square Lbr. & Sup.; Brooklyn— 
Bay Ridge Lbr. Co., C. & K. Lbr. Co.; Buf- 
falo—Frontier Lbr Co., Huber-Lanctot 
Housewrecking Corp., T. Sullivan & Co.; 
Cooperstown—Bruce L. Hall & Son; Dryden 

Baker Lbr. & Supply Co.; Ellenville—Wm 
H. Deyo & Co.; Elmont—Village Lbr. Co.; 
Goldwater—Goldwater Lbr. Co.; Greenport 

Fleet Lbr. Co.; Haverstraw—Allison & Ver- 
valen Co., Jerry Mastromarino; Holcomb 
Stuart S. Caves; Hornell—Tracy & Jones; 
Jamestown—Lyons Lbr Co.; Johnson 
(Orange County)—John R. Manning; Lacona 

The Blount Lbr. Co.; Medina—O’Donnell 
Lbr. Co.; Millbrook—Paul Jay Haight & Co.; 
Mineola—Latham Bros. Lbr. Co.; Mt. Kisco 

Young & Halstead Coal; Mt. Morris—Gen- 
esee Valley Bldg. Service; New Hyde Park 
Macrose Lbr. & Trim Co.; New Paltz—A. P 
LeFevre & Son; No. Rose—Oaks & Son: Nor- 
wich—Craine, Inc.; Odessa—Cotton-Hanlon: 
Oneida—Marcellus Lbr. Co.; Ontario—The 
Beach & Maher Co.; Peekskill—Creed Broth- 
ers; Pt. Jefferson Sta.—Loper Bros. Lbr 
Co.; Richmond Hill—F. & J. Lbr. & Trim 
Co.; Rochester—Arrow Materials Corp., Wm 
B. Morse & Sons, Van de Visse & Kildea 
Lbr.; Rockville Centre—Wallace R. Post: 
Sanborn—D. F. Calkins Lbr. Co., Schoelles 
Lbr. Co.; Schenectady—Woodbury Lobr 
Schenectady Corp.; Syracuse—Chapman Lb: 
Co.; Watertown—G. W. White & Son; Web- 
ster—A. N. Martin Sons, Webster Lbr. Co 

NORTH CAROLINA. Burnsville—Roberts 
& Johnson Lbr. Co.; Calypso—Calypso Ply- 
wood Cc.; Charlotte—McClure Lbr. Co.; 
Durham—Coman Lbr. Co.; Fayetteville— 
Parks Bldg. Sup. Co., C. E. Reeves & Sons; 
Henderson—Alex S. Watkins; Kannapolis— 
Watkins Bldg. Materials; Lincolnton—Seth 
Lbr. Co.; Raleigh—Southern Bldrs. Sup.; 
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BY CHEVROLET 


Here’s the new sweetheart of the Task-Force 
fleet, Chevro/et’s new Fleetside pickup! No 
truck has ever been better to /ook at... or better 


for your business. 


Long, sweeping lines, graceful body contours . . . new 
truck appearance that’s fleet, dashing and completely 
modern! Yet there’s even more to the new Chevrolet 
Fleetside than the striking beauty that first meets your 
eye. There’s size, for instance: extra room inside to pack 
many additional cubic feet of payload. And with double- 
walled lower side panels, durable hardwood floor, and 
solidly constructed full-width tailgate, the new Fleet- 
side is the toughest of pickup bodies, too! A new adjust- 
able latch keeps graintight tailgate free from rattles. 

Here’s a new high in hard-working utility, matched 
by new styling that makes you stand out on any street. 
See the new Fleetside at your Chevrolet dealer’s now! 
_.. Chevrolet Division of General Motors, Detroit 2, 
Michigan. 


More load space than any other comparable low-priced 
pickup. In lengths of either 78 inches or 98* inches and 
a full six feet in width, this new body actually provides 
50% more cubic capacity than the conventional 
pickup box! *Optional at extra cost. 


Plenty of work-whipping hustle and muscle. Your choice 
of two great engines—standard 145-h.p. Thriftmaster 
6 or optional at extra cost 160-h.p. Trademaster V8. 
And truck-engineered chassis components will take all 
the abuse your most bruising hauls can give them! 


coe CHEVROLET TASK: FORCE TRUCKS 
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Sup. Co.; Oxford—Mahany Coal & Lbr.; Bethany—H. E. Leonhardt Lbr. Co.; Okla- 
HIC MEMBERS Painesville—Equity Lbr. Co.; Rossmoyne— homa City—Carey Lbr. Co., H. E. Leon- 
* ° ‘ Milldale Lbr. Co.; Silverton—Lumberteria, hardt Lbr. Co. (four yards); Ponca City 
(begins on page 104) Inc.; Springfield—The Brain Lbr. Co., Long R. A. Parker Lbr. Co., Rock Island Lbr. Co.; 
Bell Div., Int. Paper; Toledo—Holly Reserve Stillwater—Kermit Ingham Lbr. Co.; Tulsa 
Sup., Kelsey & Freeman Lbr. Co.; Versailles Hanna Lbr. Co., Henshaw Lbr. Co., Service 
Stoneville—Snipes-Crowell Lbr. Co.; Wilson —Geo. H. Worch Lbr. Co.; Warren—McAl- Lbr. Co., Woodward—Osborne Lbr. Co. 
—Home Bldrs. Sup. Co. _ lister & Morgan; Washington Court House OREGON. Coos Bay—W. J. Conrad Lb: 
NORTH DAKOTA. Bottineau—Newberger Washington Lbr. Co.; Willoughby—The Laird Co.; Creswell—Green’s Hardware & Sup.; 
Bldg. Materials; Minot—Cashway Bldg. Lbr. Co.; Worthington—Potter Lbr. & Sup.; Enterprise—Snyder Lbr. Co.; Eugene—Long 
Mat.; Mohall—C. & G.., Inc. Youngstown—Acorn Lbr. & Sup. Bell Div., Int. Paper (two yards); Klamath 
OHIO. Ashtabula—J. G. Laird Lbr. Co.; OKLAHOMA. Long Bell Div., Int. Paper Falls—Long Bell Div., Int Paper, Swan 
Barnesville—Smith Lbr. Co.; Canton—The Co. yards in Altus, Blackwell, Bristow, Ce- Lake Moulding Co.; Lebanon—Long Bell 
De Ville Lbr. Co.; Coshocton—Muskingum ment, Cherokee, Chickasha, Claremore, Div., Int. Paper; Portland—Dant & Russell; 
Valley Lbr. Co.; Dayton—Ace Lbr. Co.; Del- Clinton, Covington, Coweta, Cushing, Ed- Roseburg—Gerretsen Bldg. Sup.; The Dalles 
aware—The Delaware Lbr. Co.; E. Orwell mond, El Reno, a Eufaula, Bn trl —Mauser Lbr. Co. 
Laird Lbr. Co Eilmore—Elmore Lbr. & Guymon, Heavener, ennessey, enryetta, "WhGWT YAR 
Bldrs.; Elyria—Elyria Lbr. & Coal Co Hugo, Kingfisher, Lawton, Lindsay, McAles- oak te te ee t ho hah oe 
Parsch Lbr. & Coal Co.; Fostoria—Hixon- ter, Medford, Midwest City, Muskogee, New- aeeuae Lie is aaa ail et - yt 
Peterson Lbr. Co.; Fredericktown—Fred- kirk. Norman, Nowata. Oklahoma City Planing Mill: B Refenhe fae “gy alls 
ericktown Lbr. Store; Hamilton—Henne- (three yards), Okmulgee. Paul’s Valley, Bethel’ Park. aro conte Lt aster a Co.; 
berger Lbr. & Coal Co.; Hubbard Pawnee, Ponca City, Prague, Pryor, Sallis- Bethlehem—Br tig k ee >, OS 
—Peoples Coal Sup. & Lbr.; Lancaster— saw, Shattuck, Stilwell, Tulsa (three yards), Lisle H Kur roy or toed m4 i ang 
West Side Lbr. & Mfg. Co.; Marion—Avenue Vici, Wagoner, Walters, Watonga, Waynoka Lbr Co en: Sammie Lor gy 
Lor. & Sup. Co.; MeArthur—The McArthur and. Westword. Chester—W. S. McDowell Co.; East Brady 
remarry East Brady Lbr. Co.; Easton—Messinger Sup 
Co.; Ebensburg—Ebensburg Lbr. Co.; Indi- 
ana—lIndiana Lbr. & Supply Co.; Irwin— 
Roth Bros. Lbr. Co.; Meadville—C. C. De 
Vore; Northumberland—Broscious Lbr. Co.; 
Penndel—Penndel Bldrs. Sup.; Pittsburgh 
Hill Top West Liberty Lbr.; Rural Valley— 
Rural Valley Lbr. Co.; State College—O. W 
Houts & Son; Tarentum—Allegheny Lbr. & 
Sup. Co., Logan Lbr. Co.; Turtle Creek 
Rutter Bros. Lbr. Co.; Waterford—Waterford 
Lbr. Co.; W. Hazelton—Myers Lbr. Co 
RHODE ISLAND. Cranston—Providence 
Box & Lbr. Co.; Providence—Harris Lbr 
Co., F. D. McKendall Lbr. Co., L. Sweet & 
Co.; Tiverton—P. D. Humphrey Co., Woon- 
socket—A. H. Beauchemin & Sons, Milot 
Bros. Co 
SOUTH CAROLINA. Taylors—Taylors 
Lbr. Co 
SOUTH DAKOTA. Custer—Barney’s Lbr 
j Yard; Mitchell—Robert Burns Lbr. Co.; 
Have you ever wished that Rapid City—Knecht Lbr. Co., Myhrens Cash- 
way; Sioux Falls—Independent Lbr. Co., 
Schoeneman Bros. Co., Tri-State Bldg. Mat., 
—you could buy at lower prices Ward it. Co 
“ > TENNESSEE. Greeneville—Doak Lbr. Co 
—you had bigger buying power Jackson—City Lbr. Co.; Johnson City—H. T 
. : Cowan Lbr. Co.; Knoxville—Chandler & Co., 
yor could keep your inventory in better balance Farragut Lbr Co.; Limestone—Keebler 
with demand Smith Hdwe. Co.; Nashville—Allweather In- 
sulation Co.; Rockwood—Molyneux Lbr 
—you could know when to buy most favorably Co.; Springfield—Springfield Lbr. Co 
TEXAS. Abilene—West Texas Lbr. Co.; 
You can have all of these advantages—and more—by Alta Loma—Hudler-Moore Lbr. Co.; Amaril- 
lo—The Burgess Lbr. Co., Long Bell Div., 


using Biddle Purchasing service. Int. Paper, Mark Clemmer Lbr. Co., Scott 
Lbr. Co.; Atlanta—Grogan Supply Co. Lbr 


Think of it! Biddle puts a large staff of buying experts and Div.; Beaumont—Coale Lbr. Co.; Borger 
Morton Lbr. Co.; Cleveland—Home Bidg 





4 buying offices at your service. Biddle gives you big buying Co.: College Station—Marion C. Pugh: Dal- 


.) » enables yo ) ow where ¢ when to buy at the las—Williford Lbr. Co.; Dumas—Foxworth- 
power—enables you to kn here and ‘eons , Galbraith Lbr., Wood-Phillips Lbr. Co.; El 
lowest prices—on the best terms and deliveries. Paso—Hunt Bldg. Mart; Fort Worth—Chick- 
asaw Lbr. Co.; Friona—Carl McCaslin Lbr.; 
> give > time facilities you don’t have your- Gainesville—Waples-Painter Co.; Galveston 
Biddle gives you the ume ind fac yt cpa , West End Lbr. & Sup. Co.; Hereford—Carl 
self to comb the market for money-saving offerings of lumber McCaslin Lbr. Co.; Houston—Grogan Bldrs 
. Sup. Co., Statewide Lbr. Co., Walker-Kurth 
and building materials. Lbr. Co., Wier Lbr. Co.; Huntsville—City 
. Lbr. Co.; Irving—Irving Lbr. Co.; Kilgore— 
ACT NOW! To Sharpen Your Buying! Boettcher Lbr. Co.; Lockney—Brunnier Lbr 
Co.; Nacona—Foxworth-Galbraith; New 
ee ee baie , A , 7: O wi Braunfels—Richards & Kreuger Co.; No 
Be realistic! You can’t do by yourself what you c an do with Smeaton Newte She. & Oaes Chene— 
the help of Biddle’s big buying power and Biddle’s buying Circle Lbr. Co.; Plainview—Long Bell Div., 
; ‘ ie pees . ry Peete a Int. Paper; Port Arthur—First Lbr. Store; 
experts in all leading producing centers. Biddle’s service pays efasio~Mefesio fhe. Co; Sen Anesio— 
o _ : Armstrong Bros. Lbr. Co., Wm. Cameron & 
extra profits. Co.; San Antonio—Central Lbr. Co.; Semi- 
° ° ! nole—Pittman Bldrs. Sup.; Texarkana—Ala- 
Write for the Biddle folder today! mo Sup. & Lbr. Co.; Uvalde—Uvalde Lbr. 
Co.; Vernon—H. G. Leonard Lbr. Co.; 
Wichita Falls—Long Bell Div., Int. Paper. 


BIDDLE PURCHASING COMPANY |iuUeiEiee om 


VERMONT. St. Johnsbury—Caldbeck-Cos- 
280 Broadway, New York 7, N. Y. saiaien thane, 

d 1879 VIRGINIA. Altavista—English’s; Appomat- 

‘ ne ‘ tox—J. E. Sears & Co.; Charlottesville— 

Chicago Meridian, Miss. Seattle Charlottesville Lbr. Co.; Hopewell—Build- 

(continued on page 112) 
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“I’m the best 
informed man 
in the business 
...thanks to 
Dodge Reports”’ 











“I’ve been in business long enough to think I know 
everybody around, but I’ve learned never to be sur- 
prised when my Dodge Reports show up good jobs 
I didn’t know about.” 

Even the best informed old-timer can’t match 
Dodge Reports for knowledge of all that’s going 
on in the construction industry. That’s because no 
successful contractor can spend all his time getting 
construction news. But Dodge reporters do just 
that—it’s their only job. And every day the news 
they gather is mailed to contractors who use Dodge 
Reports. If you want to know what’s going to be 


F. W. Dodge Corporation, Construction News Division, Dept. 248 
119 West 40th Street, New York 18, N. Y. 


I want to know how to get more new construction business. Please 
let me see some typical Dodge Reports for my area. I am inter- 


ested in the markets checked below: 


House Construction [] General Building 


Engineering Projects (Heavy Construction) 
Area 
Nam> 
Company 


Address 


BUILDING PRODUCTS MERCHANDISER 


built, where it’s going to be built, who the owner is, 
who’s designing it and even when the bids are 
wanted, you can get this information for any area 
in which you operate within the 37 Eastern States. 

This is not a year to gamble on getting your 
share of business and making a profit. Use Dodge 
Reports for the assurance of having the business 
opportunities you need. Send the coupon now for 
your copy of “Dodge Reports—How to use them 
effectively,” including the famous “Dodge Specifi- 
cation Form” to help you figure out the kind, size, 
location, etc., of jobs you should go after. 


/ 
Dodge Reports 
For Timed Selling ta the Construction Industry 
“Nay a ad 


| 
| 
| 
| 
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ers’ Sup. Co.;- Lynchburg—J. E. Sears & Co.; 

Norfolk—Burton Lbr. Corp.; No. Tazewell 

Clinch Valley Lbr. & Sup.; Richmond—B. H 

eo nn Cobb Lbr. Co.; Roanoke—Hodges Lbr. Corp 
FLOOR : Skyline Lbr. Co., Valley Lbr. Corp.; Rocky 

TILE j Mount—M. W. Distributors. 

ie WASHINGTON. Cathlamet—Long Bell 

. Div., Int. Paper; Centralia—Rowland Lb: 
FLOOR Co.; Chehalis—Northwest Lbr. & Millwork 
TILE Co.; Longview—Long Bell Div., Int. Paper; 
Mt. Vernon—Lakeside Western Lbr. Co 

Olympia—Hyak Lbr. & Millwork; Pasco 
Tri-City & Kennewick Lbr. Yards; Port 
Townsend—Port Townsend Lbr. Co.; Renton 
Long Bell Div., Int. Paper; Seattle—Far- 

rell Lbr. Co.; Spokane—Standard Lbr. Co.; 

Sunnyside—Garren Lbr Co.; Tacoma 

Vaughan’s Pacific Ave. Lbr. Co., Weber Lbr 


ft Co.; Walla Walla—Morgan Bidrs. Sup.; Ya- 
hi p C anics 0 kima—Helliesen Lbr. & Sup. Co 
0 1] al | WEST VIRGINIA. Bluefield—Bailey Lb: 
How a Co.; Dunbar—Builders’ Lbr. & Sup., Dunbar 
Lbr Co Huntington—Carolina Lbr Co 


7 Duncan Box & Lbr. Co Minter Home 
Ky Corp Parkersburg—-Parkersburg Lbr. Co 
a St. Albans—Lantz Lbr. Co.; So. Charleston 

awa Evans Lbr. Co.; Weirton—Cove Valley Lb 


Co.; Wheeling—Keller Lbr. Co., H. L. Sea- 
bright Co.; Athens—Braun Bros. & Co 
Green Bay—Hoida Lbr. Co.; Janesville—Fi- 
field Lbr. Co.; Kenosha—Gordon Lbr. & Sup 


(Reading Time: a very profitable 57 seconds) Co. Kenosha Lbr. Co.; LaCrosse—No. La 


Crosse Lbr. Co.; Madison—Findorff Lbr. & 

Harvey Robinson Sr. elbowed his way and Tile.’ He began reading it and look- ~ on og Sng <mey™ a > a : 
through the Saturday crowd at the X ing at the illustrations and diagrams Sauk—Zachmund Lbr. Co Sheboygan 
Lumber Co. and took a number tag." No. In a matter of minutes, he was saying Ehenreiter Lbr. Co.. Walworth—Walworth 
47” it read. to himself, “Boy, this looks like a breeze! Lbr. Co.: Stevens Point—Vetter Mfg. Co.: 

Harvey Sr., on his regular Saturday Wouldn't I surprise Betty and the kids Viroqua—Nuzum Lbr. Co.; Waukesha—Wil- 
morning shopping tour, had promised if I tiled the rumpus room floor?” bur Lbr. Co.: Wausau—Johnson-Burt Lb: 
faithfully he'd pick up a piece of 14” Well, when the clerk called “No. 47”, Co., Schuette Bldrs. Co.; West Allis—Wilbur 
plywood for one of Harvey Jr's. school Harvey Sr. stepped right up, and by the Lbr. Co 
projects. time he was finished, darned if he hadn't WYOMING. Casper—Oil City Lbr. Co.; 

While waiting his turn, Harvey Sr. bought $47.35 worth of vinyl floor tile, Sheridan—Vickere Lbr. Co.; Shoshoni—Sho- 
edged up toward the front of the store, mastic, and the 25¢ Popular Mechanics shoni Lbr. Co 
to the Popular Mechanics Book Display booklet! CANADA Alberta) Medicine Hat 
Rack. “Here's something I can read while Had to come back again that after- Southalta Bldg. Su; 
waiting.” be murmured, noon, too, because in his enthusiasm over 

First book Harvey Sr. picked from the the tiling job, he plumb forgot about 
rack was titled “How to Lay Linoleum Harvey Jr's. plywood! 


a. 


ee Let PM’s Self-Selling Display Create IDE ALER POUNTERS 


Automatic Related-Item Sales for YOU! 


How many Harvey Srs. are there in your town ... men who 
come in for a little of this or a little of that? You can convert 
these small-item buyers into big-ticket customers, with the 
aid of the Popular Mechanics self-selling display rack. Takes 
up less than 14” square on your floor. Holds 15 each of twelve 
25¢ booklets and 12 assorted full-size books. Selection of do- 
it-yourself titles correspond to material you carry. Saves clerks’ 
time answering questions, gives you a handsome profit on the 
books customers buy, and a tremendous related-item plus- 
business. Find out how hundreds of profit-wise dealers are 
cashing in on this automatic extra business. To learn complete 
details and get sample books FREE, mail the coupon NOW. 
No obligation, of course. 


POPULAR MECHANICS PRESS 


200 East Ontario Street, Dept. T-4, Chicago 11, Illinois 


MAIL COUPON FOR FREE BOOKS 


Popular Mechanics Press, Dept. T-4 

200 East Ontario St., Chicago 11, Ill. 

Without obligation, I want to see actual sample books and 
booklets FREE ... plus more informatiun about your Self- 
Selling Display. 


aceacsemeenTme 


Shorts Bin Saves Time 
for Yardmen 


I 

I 

| A “Shorts Corner” was established 

| at the front end of the warehouse al- 
ley of the Ward Lumber Co., West 

j Chicago, Ill., to save the customers’ 

! 

I 

I 


Firm 


onheees time. Manager John Orr says that al- 
most all of the homeowner’s lumber 
needs can be served out of this depart- 
ment. Shorts unsuitable for construc- 
tion use sell fast here. 


Address 
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NOW - FROM UPSON 


PAE GUATEL 
IRIALED 





Pre-coated in 

white, unusual two 

tone effects are 

easily obtained by adding one 
coat after application. Is also 
available plain. 

If you like fast moving items, you’ll want 
to stock up on Upson Striated Board. Here’s 
the perfect combination for quick sales and 
satisfied customers: A beautiful, smart look- 
ing striated finish plus the sturdy, long wear- 
ing and high insulating values of fiberboard. 
. Upson Striated won’t crack, check, split or 
with the Big Co-op Deal splinter. Deadens sound. Comes in con- 

or mail coupon. venient 4’ x 8’ and 4’ x 10’ sizes for a variety 
of designs. 


Watch for the Upson Man 


THE UPSON COMPANY, 58414 Upson Point, Lockport, New York waa 
Send me FREE merchandising package and cetails of your Big 
Co-op Deal on Upson Striated Board. g 


wall and wy 
a 7 a ceiling products | SEE | 
oe gs siding, sheathing cl [UPSON | 


“ADDRESS =AL&BPM-4/14/58 CITY STATE 
ee ee Oe Oe ee ee ee ee ee ee ee ee 
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NATIONALLY 
ADVERTISED IN 
POPULAR 
MECHANICS — 
LIVING —HOME 
MAINTENANCE 
& IMPROVEMENT 


FREE 
\=lele) 4m a e—s 
STUFFERS, 
MANUALS, 
DISPLAYS, 
BANNERS, 

DEMONSTRATION 

PANELS 
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The 
deck 

IS 
STACKED 
in 

your 
favor 


... when you stock 
FABULON, FABULOY, 
PRYME, rated “aces” by 
homemakers everywhere for 
natural wood finishing. 
Why carry a “full house” of 
clears, when the fabulous 
trio fills every wood-finishing 
need? Give yourself a “new 
deal” in sales and profits... 
call your distributor today, 


or write 





PIERCE & STEVENS 
CHEMICAL CORP. 





Dept. AL4ag,, 710 Ohio Street 








Buffalo 3, New York J 





April 14, 


DEALER POINTERS 
a oe 


Unit Safeguards Tools 


Outdoor displays help sell merchan- 
dise, but the problem is how to avoid 
the job of moving things in and out 
every day. Street Supply, South Had- 
ley Falls, Mass., solved this problem 
insofar as garden tools are concerned 
by building this display unit, which is 
easily closed in at night 

Felix Zaneski, assistant manager, 
developed the unit which consists of 
four panels which slide into place on 
tracks. The two end panels are locked 
by padlock, safeguarding the display 
after hours. 


§/8" THICK 


12h *8 wall for 


Exterior Walls of Plywood 


Even the exterior showroom walls 
at Holt Lumber Co., Milwaukee, Wis., 
merchandise lumber. Since the outside 
walls of the showroom, covered with 
Texture 111, drew so much comment 
from customers, Graham Holt, presi- 
dent of the firm, has placed a neat 
sign on the exterior wall giving the 
naming of the material and its cost. 
The signs are printed in the firm’s 
small sign-making machine. 
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free! 


REDWOOD INFORMATION CHART #5 


“Redwood finish grades” shows examples of the four finish grades _ This series of charts is offered t. dealers free to make it easier to sell 
in full color. Mlustrates Clear All Heart and Aye Grade in both redwood, one of the most profit ble lumber yard items. For your 
Vertical and Flat grain. Chart is 814” x 22”, on heavy card stock. free information chart, just fill oui ‘he coupon and mail. 


Watch for Simpson Redwood full-page, full-color ads in the Saturday Evening Post, House Beautiful, and American Home. 


REDWOOD FACT 


Simpson Redwood Bevel Siding is manufactured 
to exacting specifications in both Clear and Aye 
Grades. The stock is first air dried and 


Simpson then scientifically kiln dried to an ideal 


8% moisture content. This assures 


REDWOOD INFORMATION freedom from shrinkage, warping and swelling. 


CHART ‘5 
Simpson Redwood Finish Grades 


RELY ON 





SIMPSON REDWOOD COMPANY 
ARCATA, CALIFORNIA. Regional Offices in Atlanta, Chicago, 
Cleveland, Dallas, Kansas City, and New York. 
Mills at Arcata, Eureka, Klamath, Korbel, California. 
Member California Redwood Association. 
, a a a a ae ee ee ee ee ee er rr a a a a es 
Simpson Redwood Company, Arcata, California, Room 304 

Redwood Information Chart #5, * 
FRE **Redwood Finish Grades” 

Redwood Information Chart #4, 

“Comparative Ratings” 
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Address 








City 
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Amezing New 


HAND : ce 
SANDER 2 > Le PERMA “GRIT a D> & . — 
wtp! : HAND s POPULAR 

= ANDER “== | MECHANIGS 


Revolutionary | NEW BSK/cm . —* : Popular 
PERMA-GRIT f mind Mechanics Magazine— 
2 en your customers read 
it—it is carrying a 
“198s ; cage es Joma continuous campaign 
; — introducing PERMA-GRIT... 
selling SKIL Tools. 


a 


HAND o 
ST 


Month-Long PERMA-GRIT Newspaper 
Campaign kicks off local promotion . . . 
builds PERMA-GRIT demand in 

your market. 





AW Model 514 
sa NS oo imate 


x $47" 





saane fast cats toughest weed I === 
sau NCSA oe 
—_— = = 15 AT Ta FOLLOWING SH 


Trak a of San 
THE NAME AND ADDRESS 
E 
: OF YOUR STOR 
Ca y Your Nan ie R IN THIS SPACE 


APPEA' 
Carry Your Name = 


Se Sas 8yt8 | 


and Address hem ; 

Big space “‘follow- ae a0 mn <Q "| 
up” newspaper email 
a in ast Dates THs NAME AND gg | 
town list you as the oF reas asi 
SKIL dealer to see. ¥ 

Sell PERMA-GRIT 

and SKIL Tools. 


WILL APPEA 


Free ‘'Sell-Yourself'’ PERMA-GRIT 
Display 

Your customers prove PERMA-GRIT 
performance right on the spot. 

Sells immediately . . . 

makes tie-in sales a natural. 











Popular Science — another 
do-it-yourself magazine — will 
feature SKIL ads selling 
PERMA-GRIT and SKIL 


Power Tools. 













-) SKIL 


TUNGSTEN-CARBIDE ABRASIVE 
Works TWICE as Fast as Sandpaper 












Free, Colorful Window Banners 
are yours with your minimum 
order for PERMA-GRIT and 
SKIL Tools. Bring sidewalk 
traffic into your store. 





Saturday Evening Post 
Ads Every Week! 
17,000,000 readers 

see SKIL in every issue 
... read about 
PERMA-GRIT and 


SKIL Power Tools. 


Coop Advertising Certificate is yours 
with your minimum PERMA-GRIT 
and SKIL Tool order. Helps pay for 
your personal SKIL advertising. 


SKILMANSHIP is the ability superior SKIL 


tools give your do-it-yourself customers 
Comme (ome- Mol -)4(-1am lo) omnr-t-)(-1am-lale mai dalele) am tal) 


usual waste of time, materials and motion. 


* PERMA-GRIT is anew SKIL discovery . 


tough tungsten carbide is brazed to steel 
Lasts a lifetime. Sands twice as fast 
as sandpaper 


Available as 


oN 
> 
— : 
HAND- WHEELS that 
SANDER witt 14° FILES in sand,-saw 
1 medium, 1 fine either flat or snape, pic 








If you're in with SKIL, Your business 
will be bustin’ out all over...If you 
want in, contact your SKIL 

supplier immediately ! 


Report from France 


@ DO-IT-YOURSELF STORE near 
Flea Market, Paris. Store stocks 
plywood, molding, paint, floor 
coverings, calking compounds, 
parquet flooring, rough lumber, 
roof decking, vinyl and ceramic 
tiles, fiber glass panels. 


MONSIEUR MAUPAS, left, and 
his only employe. Store is open 
Saturday, Sunday and Monday. 


Paris Discovers Do-It-Yourself 


By Robert Borja 


This is the fourth in an exclusive 
series of American Lumberman ar- 
ticles describing how lumber dealers 
operate in other countries around the 
world, 

Let me begin by drawing a rough 
picture of Paris for you. She is a very 
old city and a proud one, beautiful and 
gracious. 

When the industrial revolution be- 
fouled English cities, Paris kept it at 
bay by outlining the city’s limits and 
keeping industry beyond this line. 
Since then another circle has developed 
—the suburbs—where the only private 
homes are found. 

In the center: public buildings, 
offices, shops and apartments. Ringing 
this: industry. Beyond: the suburbs. 

The Germans, who were here re- 
cently, also appreciate her beauty and 
so she was spared the terrible war 
scars from bombs and shells. Conse- 
quently, repairs were unnecssary. So 
in Paris, one can see the long tradition 
from the Revolution to the present. In 
the smaller world of home building, 
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One-stop service hasn't arrived here yet, but progres- 


sive selling techniques a |’Américaine are catching on. 


this span can be seen, too. 

Still a proponent of those noble and 
sometimes exasperating traits of free- 
dom and independence was Monsieur 
Turlin at 15 Rue de LaPlaine in the 
timber yards section, where I inter- 
viewed him. He didn’t believe in adver- 
tising beyond identifying his place. No, 
Monsieur would not pose for pictures. 

Monsieur was closing a little early 
today, well, ask your questions quickly 
then. The size of his yard? 50’ x 200”. 
Employes? One other. His salary? 
(What prying this was!) Forty-five 
thousand francs ($129) a month. 
Hours? Eight hours a day, six days a 
week with two hours for lunch and 
perhaps a game of “Boules (lawn bowIl- 
ing). Were his prices fixed? Of course. 
By the government? Non! A dealer’s 
agreement? Never! If I wished to build 
a home, how would I do it? See the 
Ministry (of this more later on.) Very 
brief, but all I wished to know. 

“Merci, Monsieur. The readers of 
America’s first building products maga- 
zine thank you, too.” 

“If they wish.” But somehow he 
was noble, too, for his directness. 


Then I went out to the famed Flea 
Market, where the world comes to 
shop for curios and antiques. This 
seemed at first glance to be a very 
unpromising place to discover a store 
for home maintenance and improve- 
ment, but Messrs. Maupas and Aniel 
were shrewd to locate one of their 
two stores next to stands and shops, 
where Paris comes for furniture and 
tools. 

Self-selection setup. “C'est lidee 
Américaine!” Monsieur Maupas told 
me. “This is the American Idea.” He 
was explaining his departure from tra- 
ditional French business practice. Asco- 
owner of this “Faites-le vous méme” 
or “Do-It-Yourself” Center, he repre- 
sents the trend to progressive selling 
techniques. 

This is the true retail half of the 
business and it’s apparent from the 
open, modern racks of lumber, panel- 
ing, insulation and_ paints. The 
open plan of the store invites one in 
and the informal island-like counter 
makes a sale seem less of a decision. 
Messrs. Maupas and Aniel have four 

(continued on page 120) 
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(599 Ked Laggs Merchanajsing Zips: 
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6 “It takes only one minute 
“to prove to customers 


why CYCLONE SCREENING is better!”’ 


Yes, in just sixty seconds you can 
prove to the “toughest” customer 
why he should buy CYCLONE “Red 
Tag” Screening. Simply unroll sev- 
eral feet and he can actually see and 
feel its superior quality. Show him 
how the mesh is firmly and evenly 


woven ... how the wires are straight 
and parallel . . . how the attractive 
protective coating enhances the ap- 
pearance of CYCLONE Screening 
and adds to its life . . . how its im- 
proved multiple selvage assures a 
snug, flat fit and a neater job. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS - SALES OFFICES COAST-TO-COAST - UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS CYCLONE-ped 709 
HARDWARE PRODUCTS 


RowaARe CLOTH 


Ba Edge-Wover fobric 
unt", 
ctr — 


CREENING 

m 
G a res 
a 


BUILDING PRODUCTS MERCHANDISER 


TRADE MARKS 


CYCLONE 
‘Red Jaq” 


Make this simple one-minute 
demonstration and you'll sell more 
CYCLONE Screening. 


Available in aluminum, bronze, galvanized 
steel and Fiberglas in standard 18 x 14 
mesh... in 24, 26, 28, 30, 32, 34, 36, 42 and 
48-inch widths. Fiberglas screening is also 
available in 60 and 72-inch widths 





—_ 5 
E STEEL MAT 
Lest Longe! 198 
™ 


HALL BASKETS 


cATC Seperate Welds 
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PARISIAN © subur- 
ban house in mod- 
ern style of this 
area with extensive 
use of stuccoed 
brick, tubular rail- 
ing and fencing 
and metal shutters. 
Accordian door of 
wood. 


FRENCH traditional 
house of stone and 
concrete. Hollow 
brick is popular 
material. Lumber is 
used for interior 
walls. 





PARIS DO-IT-YOURSELF 


(begins on page 118) 





employes. Together, they work a 
three-day week—Saturday, Sunday 
and Monday. These are the only days 
a working person—the do-it-yourself 
prospect—can shop. (Many businesses 
remain closed on Mondays here, too.) 

Their employes earn from 4,000 to 
6,000 francs a week end—$11.43 to 
$13.14. A small French truck was 
used for deliveries. Monsieur Maupas 
paused to cut a plywood panel for a 
customer with a power saw, which he 
produced from under the counter. All 
heavier and noisier cutting such as 
plastic laminates and plastic finished 
panels was done in a bright sound- 
proofed, glass-enclosed section. 

I found no American products be- 
ing handled here, probably due to 
heavy government discouragement. 
France is struggling from a huge debt 
from her recent private wars. 

As I thanked him, I noted their 
slogan: 

“Préparés par nous! Exécutés par 
vous! (“Prepared by us! Made by 
you!”’) 

Now let’s look at the total picture 
of home building throughout France. 
A very complex one including: a lag 
in construction, incentive bonuses, fed- 
eral mortgaging, rent controls dating 
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PIECE-PRICING of lumber and plywood for customer conven- 
ience. No charge for the plywood cut being made by Monsieur 


Maupas. 


from 1939 with rates that are revised 
each month for each of the 90 divi- 
sions of the country. 

New home procedure. Monsieur 
Turlin outlined these steps to start a 
home: see the Ministry. But first a set 
of drawings is prepared by an archi- 
tect. This is not much more than a 
sketch of the proposed house. The 
buyer finds a contractor to work out 
engineering and costs. There are no 
“building packages” as we know them. 
The home builder submits all these to 
the mayor, who grants permits on the 
basis of: 

1. Meeting the local community 

plan requirements. 

2. Meeting established 
and lighting conditions. 
Having a design in keeping with 
existing buildings in the neigh- 
borhood. 

Then Monsieur home buyer consid- 

ers: 

1. A government mortgage at 

6.88% for 20 years. Last year 
25% of all homes were built 
this way. 
Outright aid in the form of an 
annual bonus aimed to promote 
building in the lower-priced 
brackets. Over 60% of last 
year’s building was covered this 
way. 

Building materials are available in 
quantity, but the French prefer stone; 
concrete is preferred to brick, their 
second choice, or wood, which is 


sanitary 


frowned on even by the 
“cheap.” 

Lumber prefabs. Pine was planted a 
century ago in the barren sand dunes 
around Bordeaux. Better grade lumber 
comes from Scandinavia. Little lumber 
is used for home building. The only 
exception I found was a prefab group 
that sells primarily in the mountainous 
regions. Stone, which is being exported 
to the United States and South Ameri- 
ca, is still the favorite material. 

How big is the average home? Three 
and one-half rooms. Cost? Exclusive 
of bonuses, etc. 2-3,000,000 francs 
($6,000—$9,000) per room. Total: 
$21,000 to $31,500. 

Finally, I went out to a Paris sub- 
urb to see the finished product. New 
apartment buildings predominated, 
but I found both traditional and mod- 
ern private homes. 

Construction was often with stone 
half-basement, stuccoed hollow brick 
walls, brick tile roofs and chimneys. 
Typically French is the insistence on 
shutters and high fences and walls, 
regardless of lot size. Even in the 
modern homes, romantic traces of old 
chateaus can be seen. 

So from Monsieur Turlin to Mon- 
sieur Maupas, from the mayor’s office 
to the new house is the reflection of a 
people drawing on the wealth of her 
yesterdays, yet completely dedicated to 
today. This is France 1958. 

Next stop: England. 


poor as 
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Consider the profits in kitchen and bathroom remodeling with Formica 
There is scarcely a home built before 1940 that doesn’t need modern- 
ization. It may be a complete overhaul or simple replacement of a 
rotted sink top. Best of all, it requires no big investment in equipment 
or inventory. Formica and Formica adhesives are instantly available 
from warehouse stocks the country over. 


Formica can be shop fabricated or applied on-the-job to wall surfaces. 
Anyone skilled in the use of normal woodworking tools can cash in on 
the demand for Formica created by colorful national advertising. 

Get the facts now by sending for your free copy of “How Can I Make 
Money with Formica?” If you already sell Formica, ask for a copy of 
our catalog of merchandising sales helps —- Form No. 640A. 


Se 66008 66 OO 666 0666 46'0:6¢ 6S BOSS 


lominated Plastic 


= 
ya pe 4 cerly 1e5 gernune@ Tay LCN 
y 


re, 
‘ Good Slousehocpiag 
Be sure you get genuine Formica. Look for ——— 


this wash-off registered trade mark on the surface. _ product of ——~evanamerD— 

















FORMICA CORPORATION 

1630 Spring Grove Ave., Cincinnati 32, Ohio 
Please send me a free copy of your brochure “Hou 
Can I Make Money with Formica?” 
Please send free copy of Sales Helps Catalog — Form 
No. G40A., 


) Please have a representative call on me 


Company Name 





Address — 


City ——_______L 


(ndividyat—_—_______ 
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STOCK TECO 


FRAMING 


“e; 


a 


_ 


TRIP{ GRIP 


ANCHORS 


AT SPECIAL DEALER PACKAGE PRICE 


Building Supply Dealers... now is your chance to 
stock fast moving, profitable, TECO Trip-L-Grips 
at a special package price to dealers only 
Your stock will turn over fast more builders 
are using Trip-L-Grips as joist hangers, and for 
rafter to plate framing 


HERE'S WHAT YOU'LL GET: 


100 Each of the Six Types of Trip-L-Grips, for right 
and left hand framing. A total of 600 anchors 


Promotional Literature, to acquaint your custom- 
ers with the many applications for Trip-L-Grips 


Display Joint Samples for your showroom, illus- 
trating the use of Trip-L-Grips as joist hangers 
and for roof framing 


[What's Happening 


New Knob Construction 


The development of heavy-duty lock 
sets available with cold forged seamless 
knobs is announced by the Challenger 
Lock Co., Los Angeles, Calif. This new 
knob construction will eliminate many of 
the replacement problems that now con- 
front dealers and builders with present 
methods of knob manufacture, according 
to Challenger. Completely seamless, the 
knob will be superior in strength and will 
withstand great abuse, reports Challenger. 

The knob will be available in alum- 
inum, brass, bronze and stainless steel 
The new cold forging process will be used 
on Challenger’s heavy-duty 900 Series 
locks in this pioneering move. 


Southern Sash at the Top 


rhe specatcular 10-year rise to national 
and international prominence of a build- 
ing products firm was the subject of Drew 
Pearson's entire 30-minute “New Hori- 
zons” telecast on a recent Saturday eve- 
ning. Pearson interviewed president Elton 


H. Darby, Southern Sash Sales & Supply 
Co., Inc., Sheffield, Ala., and took view- 
ers on a tour of the big, modern plants 
where Southern Sash makes the Ualco 
line of aluminum windows 


The special one time dealer “Package” is priced 
at only $55.00, delivered, in continental U.S.A 
This offer is good only through July 31, 1958. 


Send your order to 


TIMBER ENGINEERING COMPANY 
Dept. AL 1319 18th St, N.W., Washington 6, D.C 
Circle No. 120 on Coupon, page 154 


* Trip-L-Grips require 
no bending on the 
job. Special nails are 
included with each 
carton of anchors. 


More Dealers Than Ever 





are Now Reading 


AMERICAN LUMBERMAN 


LLDEALER POINTERS 


CONSUMERS 
SPACKLING COMPOUND 


FOR REPAIRING 
HAIR-LINE CRACKS, HOLES 
IN PLASTERED SURFACES 


For pre-painting preparation—the 
smooth way to ‘‘crack-proof"’ plaster 
walls, seal open joints and cracks in 
woodwork, fill nail and screw holes, 


th h wall heck ‘ 
smooth rough wallboard, cover checks Model Home Does Selling Job 


Home prospects are encouraged to 
build their own by Pfeil Lumber Mart, 
Depew, N. Y., which has a model 
house and billboard erected on land 
adjacent to the store and yard. About 
20% of the houses sold are built by 
the owners themselves. Owners like the 
package sale, which includes not only 
panels and trusses, but plumbing, heat- 
ing and electrical equipment as well. 


and knots in wood. Can be sand- 


papered to velvet finish. Will not shrink 
or fall out. Available in 1, 5 Ib. cans; 
100 Ib. drums; 300 Ib. drums. 


AETNA PLYWOOD AND 


VENEER COMPANY 
[Ol aliot-leleMCM =1-1elal- Mm Si dal-im! 
Talelt-tal-l ole) it- mma delet aselae| 
MILWAUKEE PLYWOOD CO. 
Milwaukee +» Wausau 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


1S1S N. HADLEY ST $T. LOUIS 6. MO. 
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For his new “Mark 58” model, home builder Donald Scholz 





Craftwall has that genuine hand-rubbed 
look . . . professionally prefinished to 
give the most durable wood finish 
known. Every “plank” is hand-selected 
to show rich, natural grain. You can sup- 
ply hardwood Craftwall for an 8’ x 12’ 
wall for approximately $60. 


Craftwall wood paneling is becoming more 
and more popular in new homes and for 
remodeling projects. Homeowners... and 
builders, too, like the atmosphere of rich 
ness and warmth it creates. They picture 
charming rooms, like this one shown in 
Craftwall advertising in Better Homes and 


Gardens, Newsweek, and other leading 


BUILDING PRODUCTS MERCHANDISER 


Irend-setting home producer, Donald J 
Scholz has made his “Mark 58” truly the 
with everything from 


“house of the year 


electronic cooking to built-in hi-fi. In the 
living room, rich mahogany Craftwall 
wood paneling lends warmth and charm 


national magazines, in their own homes. 
Craftwall has so many “selling points” 
There are nine handsome woods to offer 
Elm, Birch (2 tones), Cherry, Maple, Oak 
Knotty Pine, Walnut. No 
special skill is needed to install Craftwall 
.48°x84 


Mahogany o1 


he 14” modular panels (48”x96 
16”x96”, or longer) go up fast 


Roddis also offers custom Hardwood Paneling 


with nails or Roddis Contact Cement. 

Craftwall’s tough, factory finish pro 
tects against scuffs, stains and dirt. Clean 
ing is easy with just a damp cloth. No need 
to wax. And customers have confidence in 
Craftwall 
to last the life of the installation. Send cot 


. It's guaranteed, in writing, 


pon for complete Craftwall details today 
ble 


Wood Finishes Adhesives Plywood T 


Dealers’ Craftwall Fact File on request 
Roddis Plywood Corp., Dept. AL-4 
Marshfield, Wis 

Please send me the Dealers’ Fact Fi 


Wood paneling 
Name 

Firm 

Address 


City 
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AMPLE INVENTORY of wood window units totaling $20,000- 


$30,000 and furnished 


as completely assembled units ready for installation into rough wall opening is a 


definite sales advantage. 


Result of year-round promotion: 


Wood Window Sales $100,000 


New York state dealer hits new home and home im- 


provement market by 


Consistent newspaper, direct mail and radio promotion 


Special store “window file” display unit 


Me etings for contractors and builders 


Field contacts by millwork salesmen 


It doesn’t take a big town to do big 
business. Only a market potential with 
an alert, progressive dealer, who can 
turn that potential into sales. 

A case in point is Cotton-Hanlon, 
Inc., Odessa, N. Y., a community of 
400 in the Schuyler County trading 
area of 15,000. Yet in this area, Cot- 
ton-Hanlon does a million dollars an- 
nual volume. Window sales amount to 
about 10% of this volume. About 
142% of the firm’s gross sales is spent 
for advertising and window promo- 
tion gets its share of this allocation. 

One secret of the firm’s success 
with windows. according to treasurer 
D. C. Cotton, is that window promo- 
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tion is carried on throughout the year. 
This is important, he points out, be- 
cause much of the planning, design- 
ing and educational work done in the 
winter is reflected in sales during the 
coming building season 

Strong promotion. Advertising me- 
dia regularly used include contractor 
and consumer direct mail lists, radio 
and newspapers. This promotion is 
aimed toward both the new home and 
the home improvement market. About 
75% of Cotton-Hanlon’s wood win 
dow sales are for new homes, the re 
mainder for home improvement jobs. 

Kitchen remodeling and porch en- 
closures always develop around the 


MODEL WINDOW is used by Harold 
Carpenter, outside salesman, to demon 
strate unit to housewife. 


proper window units as starting points, 
says Mr. Cotton 

Several contractor and builder meet 
ings are held every year to explain new 
developments and promotional aids 
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Manufacturer and millwork jobbers 
cooperate with Cotton-Hanlon in ar- 
ranging these programs. 
Cotton-Hanlon’s display fixture, es- 
pecially designed to show windows at- 
tractively in a compact space, makes 
it easy for customer’s to visualize a 
wood window installation. This win- 


dow display file (see photo for com- 


plete explanation) occupies only 5’x9’ 
and takes full-size operating units of 
double-hung windows; horizontal glid- 
ing units; casements; awning type 
units; picture window units with 
mounted samples of easily-removable 
screens, double-glazing or storm sash 
and a choice of either plain or insul- 
ated-type glass. A section of the dis- 
play also includes a ready-reference 
file of manufacturers window litera- 
ture. 

[Three general 


millwork salesmen 


working on straight salary are con- 
stantly making field contracts on 
builders and homeowner prospects. 
They carry model windows and liter- 
ature with them and offer both plan- 
ning and advisory service. They help 
prospects select the proper sizes and 
styles, explain the virtue of lifetime 
hardware, easy-change features of 
nonrusting screens and removable 
double-glazing as compared with the 
advantages of insulating glass, which 
requires no seasonal changeover and 
only two faces of glass to be washed 
instead of four. 

Selling points. Cotton-Hanlon sales- 
men point out that the added cost of 
the best wood windows with insulated 
glass it not greater than % of 1% of 
the cost of less desirable windows 
and that this difference is readily paid 
for in fuel economy, comfort, beauty 
and greater resale value. 


WOOD WINDOW FILE does a good sell- 
ing job. D. L. Cotton, treasurer, Cotton- 
Hanlon, Inc., demonstrates a casement 
unit. The unit is suspended from a 5’x9’ 
3/4” fir plywood top with necessary 
frame for strength. Preferably, it should 
be installed in a corner of two walls for 
rigidity with the center of the opposite 
long side supported by a post to the 
floor. From the underside of this flat 
roof, five single 8’ lengths of hardware 
track are mounted to carry the five units, 
all different, on hangars attached to the 
top of the windows. The top of all units 
are standard distance from the floor as 
in a typical installation. 

All windows are approximately 4’x4’. 
Bottom of the units are equipped with 
short legs at the back edge. Legs travel 
in a metal channel guide attached to 
a 3/4” plywood floor about 5’x4’ ap- 
proximately 2’ above the room floor lev- 
el. The room side of the display from the 
wall and 4’ from the top can be covered 
with perforated hardboard for litera- 
ture and samples. 


Economy is another selling point 
talked up by Cotton-Hanlon, which 
maintains a window inventory of $20,- 
000-$30,000. The firm does not han- 
dle installations, but works through 
its contractor customers in the area 
where the inquiry originates. 

Here are some additional sales 
points made by Cotton-Hanlon sales- 
men in their window calls; according 
to D. L. Cotton: toxic-treated, water- 
repellent quality wood windows are a 
life-time investment. Wood is the best 
material for windows and frames be- 
cause it has a natural warmth and 
character, takes and holds paint well 
and may also be finished natural. 
Wood is a good insulator against heat 
and cold. Wood windows may be 
equipped with bronze operating hard- 
ware, weatherstripping, __ easily-re- 
moved screens and storm sash or in- 
sulating glass. 


WINDOW SALE in this house totaled about $2,500. It included picture units with 
flanking ventilating, casement sash, all double-glazed; numerous pairs of casement 
units, all with removable aluminum screens and insulating glass; entire basement 
window installation included combination screens and storm sash on the patio side. 
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Your best bet for bigger paint 
consumer demand for these 


SUN-PROOF 


America’s Finest House Paint 


e The only house paint 
that gives the home 

the extra protection 

of Fume-Resistant Pigments 


and special VITOLIZED OIL.” 


More than one hundred MAESTRO COLORS® 


PITTSBURGH 


SYMBOt OF SERVICE 
PIiTTSsevurean PLAT € 
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sales is the increasing 
popular Pittsburgh Paints 


Rubberized 


WALLHIDE 


Easy-to-use wall paint 


SEVENTY-FIVE YEARS 


GLASS COMPANY 


PITTSBURGH INDUSTRIES LIMITED 
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@ Easy to apply. 

@ Dries in less than half 
an hour. 

© Has no unpleasant odor. 

© Wears wonderfully. 


© Can be washed repeatedly. 


Hundreds of MAESTRO COLORS® 


@ If you want to cash in on this opportu- 
nity for bigger paint volume and profits— 


Mail this coupon 


Pittsburgh Plate Glass Company, 
Paint Division, Dept. AL-48, Pittsburgh 22, Pa. 


Gentlemen: I am interested in obtaining further 
details about selling your popular Rubberized 
WALLHIDE and SUN-PROOF paints. 


Name 





Ee a ae Se ee ae 





City ____County State 





AMERICAN 
LUMBERMAN 


Introduces New Forming Technique 


A Ply-Tie holder (above) is the key to the new Trueform 
system, which makes speedy erection of forms(right) possible. 
Contractors using the new system are said to report it makes 
concrete forming 20% to 40% faster than conventional sys- 
tems. The Ply-Tie is a fastening device, which holds both the 
form tie and waler in place. Form work can be stripped quick- 
ly by lifting waler out of the holder and tapping the holder 
loose with a hammer. The system is said to work equally well 
for medium or heavy construction by varying the spacing and 


thickness of the studs and walers. Standard panels of fir ply- 
wood are used, making it easy to haul prefabbed forms to the 
job site. Trueforms, Inc., Dept. AL, 414 Times Square Bldg., 
Seattle 1, Wash. 


Circle No. 201 on Coupon, page 154 


Adds Appeal to Homes at Low Cost 


The Snack Bar is a complete hospitality center for informal 
entertaining in family or recreation rooms. Iced or hot refresh- 
ments, snacks or meals can be prepared right where the fun 
takes place. Units are available in 57” to 89” widths, offering 
these combinations: (1) refrigerator, sink, storage; (2) refrig- 
erator, sink, range top, storage; (3) refrigerator, sink, range 
oven, storage. The bars are available with either right or lek. 


hand top return. Fronts are finished in dark walnut, light oak 
and philippine mahogany. Also can be ordered in unfinished fir 
for custom decorating on the job. Kitchen unit is finished in 
“lifetime” porcelain; freezer holds nine ice cube trays or 27 
frozen food packages. Oven has separate burners for baking or 
high broiling. Dwyer Products Corp., Dept. AL, Michigan City, 


Ind. 
(continued on page 132) 
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WOOD SCREWS 
DOWEL SCREWS 
HANGER BOLTS 
DRIVE SCREWS 
SPEAKER SCREWS 


USA-MADE QUALITY WOOD SCREWS 
BY Southore. FOR EVERY JOB... 
in STEEL, BRASS, SILICON BRONZE, 
ALUMINUM, STAINLESS STEEL 

FLAT, ROUND or OVAL 


Stock the full line of Southern Screws and Bolts—famous 
for consistent quality and uniformity . .. National adver- 
tising in the big and important home craftsmen monthlies 
and manuals year after year, makes Southern Screws and 
Bolts the No. | fastener your customers want when 

they come into your store. 


Southern’s EZ to C © label system saves you time and 
trouble, is completely foolproof—and protects Southern’s 
factory-fresh finish on every fastener! 


Stock Southern—for profit and for 
producing more store traffic that 
leads to related sales! 


SOLD THROUGH LEADING 
WHOLESALE DISTRIBUTORS 


WOOD KNOB SCREWS * «: 


STOVE BOLTS 


A. B, C & F TAPPING SCREWS 


SCREW COMPANY 


NORTH CAROLINA 


STATESVILLE = 


MACHINE SCREWS & NUTS 


CARRIAGE BOLTS 
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WAREHOUSES: 
NEW YORK 
CHICAGO 
DALLAS 

LOS ANGELES 


129 











MACKLANBURG-DUNCAN CO. 
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M-D PUSH GRILLE NO. 15 M-D PUSH GRILLE NO. 23 









M-D PUSH GRILLE NO. 11 
A graceful addition to any combination door Made especially for 32” or 36” combino- Made especially for storm doors, Available 
—wood or metal. 16” high for either 32”, tion doors—wood or metal. Approx. 23 for 32” or 36” door. Approx, 12” high. 
36” of 42” doors. high. 


i ol ©, @ Fe we 
A SX CJ 


<B> 
M-D PUSH GRILLE NO. a 


A very _ inexpensive and graceful push 
grille. 4” high for 32” or 36” doors. 





8 ‘ro v M-D PUSH GRILLE NO. 12 

/ \ . zi yY x Made especially for storm 

\ ww) / oN doors. Available for 32” or 

; { (CU 36” doors. Approx. 12” high. 

M-D PUSH GRILLE NO. 6 “on | oe, 

A handsome grille for oluminum or wood ( ©) em M-D PUSH GRILLE NO. 16 | 
doors. 6” high for 21”, 23”, and 27” meat ete. \S) Made especially for com- ] 

ed : { “Nw nat bination metal doors, 15” 


insert panels and for regular 32 or 36 ener j 
doors. a ae, 


me | 


oe Since DEALERS onper to. 


puILDinee DAY — your order will re- 
spscins 1920 ceive prompt shipment! 


high for 21”, 23” and 27” 
insert panels and for regu- { 
lar 32” or 36” doors. 


BUILDERS Sold by all 


Hardware, Lumber and 
Building Supply Dealers. 









‘You can sell the difference! 


Available in 3 Rust Proof, 
Tarnish Proof, Lifetime Finishes. 


/ 














FITS-ALL NO. 


Accordion-like action permits ex- 


ponsion to fit all doors. 
FITS-ALL NO. 5 





Fully adjustable for nearly all 
standard size screen or metal com- 
bination doors. 


FITS-ALL NO. 8 
Features M-D's patented “flower-pot" style holder which mokes 
it easy to install this popular grille on nearly all standard 
size doors. Individually pocked. 








ie |) 


FITS-ALL NO. FS FITS-ALL NO. S6 FITS-ALL NO. 9 M-D MESH GRILLE Nu-WAY SCREEN 
Can be adjusted to fit Graceful in design and Designed to fit all Interlaced ribs form strong DOOR GRILLE 

all doors from 22” to fully adjustable on stondard door and ad- protection. Available for 32 For doors or window guards. 
30” wide, and from standord size screen justable to many and 36° doors. Fits 30”, 32”, 36” and 42” 


75” to 55” high be- doors. others. doors. 
"ACK ans, 
suman cq 6 
<a 


tween stiles, 
a 


C4 ey, ) 


MACKLANBURG-DUNCAN CO. 


owe :ie) Gt Ri yA Mae) 40 -\'1e),,)- Waa) b an pee) 40 Ol Since 1920 














Sectional Garage Door 





NEW PRODUCTS _ 
The new E-Z-Dor is an anodized ex- 


(begins on page 128) truded tubular aluminum sectional over- is | __ COLONIAL CREAM 
head garage door, which combines great fe 
strength with lightness of weight. It com- {ea SMIT 
pliments any type architecture and its ano- 
dized surface forms an ideal bond for 
paint, if paint is desired, says maker. 
E-Z-Dor is so light a child can operate 
it, it is said. Installation is simplified. 
E-Z-Dor Div., Allied Metals, Inc., 10-16 
Hamilton St., New London, Conn. 
Circle No. 203 on Coupon, page 154 





Coiored Cement Paint 


Smith’s colorized Cement Paint is es- 
pecially made to give maximum protec- ; 
tion and water repellency to masonry sur- 16 beautiful decorator shades, it is usable 
faces, says maker. Available in white and for both exterior and interior work. There 
; is practically no limit, says maker, to the 
number and kinds of surfaces on which 
it can be used: cement walls, plaster walls, 
stucco walls, concrete block, ceramic tile, 
etc. Sold in decorative boxes weighing 5 
pounds and in 25, 50 and 100 pound 
packages. Geo B. Smith Chemical Works, 
Inc., Dept. AL, Maple Park, III 


Circle No. 204 on Coupon, page 154 








Hood-Fan for Peninsular Areas 


NuTone announces a new hood-fan for 
peninsular areas, offering uncluttered styl- 
ing with a powerful fan to whisk 
The classic styling of wooden louvered away cooking smoke and odors. It is 
Bete: : tus auneias rofitable metal! ay equipped with the NuTone Jet-Flo fan to 

: PO} » P ' assure effective operation even through 
Only FULL-VU Folding Doors by Li | longer duct work, says maker. Standard 
Leigh offer this customer-pleasing ap- seven-inch duct is used for discharge 

t through cabinets above the hood. Fan 
pearance of full-fledged louvers. And and light are operated by pushbutton 


the smooth, trouble-free operation ‘ control snap the seas re —— 

‘ Z t ] 1: copper enamel, satin anodized a uminum 
keeps Customers pleased as the stee ; and copper anodized aluminum. Sizes: 
panels fold silently aside to reveal all 36” and 42” lengths x 24%" deep. Nu. 
the closet space! Available in handsome Tone, Inc., Dept. AL, Madison & Red 

: : f i lone Bank Rds., Cincinnati 27, Ohio. 
beige prime coat for all standard door ak Ga S08 as eam ee 
sizes. Shipped complete in one damage- POPULAR FLUSH STYLES, 
. i too, in same superior qual- 

proof carton for handling and stock- ity, choice of prime coat or 
ing convenience. birch grain finish. 








Introduces a PipeKoter 


A new PipeKoter is said to reduce the 

labor of pipe painting by as much as 

LEIGH BUILDING PRODUCTS FREE catatoc 70%. The pipe-fitting shape of the new 

Division of Air Control Products, Inc. of all Leigh Build- ; painting tool also cuts painting fatigue to 

ing products. See a minimum. The frame and core are con- 

, — your jobbroo ym: structed of aluminum for lightness and to 

1858 Lee Street Coopersville, Michigan write to us. further reduce fatigue. This Koter con- 

sists of only three parts: cover, frame and 

| wingnut, for easy assembly and cleaning. 

: | With an extension tightened into its 

BUILDING PRODUCTS | threaded handle, the PipeKoter will paint 

Awnings & Canopies Outdoor Accessories both sides of a ceiling-hung gg from 

Closet Accessories Aristocrat Mail Boxes & a a —— Brush Co., Dept. 
Full-Vu Bi-fold Doors Ventilators ~ Wooster, Onio. 


i Circle No. 206 on Co ; ge 154 
Folding & Sliding Door Hardware ‘ oe ee 


(continued on page 134) 
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THE SIGHT IS RIGHT WITH A 


Garrage Users of David White surveying instru- 
ments get all their measurements on the 

: button. They know they’re right, avoiding 

costly errors. You'll be right too if you 

i stock David White Instruments. David 

White has been making surveying instru- 

ments for over 50 years. It is a well-known 


A LINE Soh | Y ~,. line that has high acceptance everywhere. 





WOOD 


Sectional overhead 
type wood doors-avail- 
able in all conventional 
and special designs to 
meet most job require- 
ments. Galvanized 


hardware. 
For Contractors—Heavy- 


duty instrument for road 
and building construction 
Used to align piers, plumb 


Saaae : ' " walls, ascertain slopes—for 
4 , ; tiling, general highway con- 
—— : donates “ | struction, leveling of floors, 


laying angles. 78300 Univer- 
sal Builders’ Level-Transit 
Includes new American- 
style, wide-frame tripod 
Retails for $217.00. 








Sectional and one-piece 
steel overhead type 
doors - available in 
residential and com- 
mercial sizes. Galvan- 
nealed and _ factory 
painted. 


RESIDENTIAL 
For Builders—A big market exists for 


Standard and unique 
designs in sectional — AR this versatile, low-cost instrument. For 
overhead type residen- . . determining differences in elevation, 
Heli dabea available to | ; plumbing walls, laying angles, drain- 
meet your specifice- al age. New streamlined styling. 78007 
tn Cenk a on Light Construction Level- Transit Tri- 
Sahaulews tilaeee ‘ pod included. Retails for $89.50. 
Beauti-Door. 
For Concrete Contractors— Used to 
measure elevations, lay out founda- 
COMMERCIA tions, run lines, align courses, for grad- 
ing. 78114 Builders’ 12-Inch Dumpy Level. 
Includes new American style, wide- 
frame tripod. Retails for $169.50 








Commercial sectional 
overhead type doors 
job designed in wood 
or steel for dependable i i 
service in public and —™ - ' NEW HAND LEVEL For Every Customer! Precision- 
commercial buildings. = ~ made. For rough estimates, paving, 
landscaping, laying out foundations, 
contouring. Natural impulse item. 
Each carton an effective merchandis- 
For information on the complete Wag- ing unit. Builders, farmers, homé 
ner line, including Electric Operators, owners—all prospects. 5556 True 
write for Condensed Price List AL 85. Sight Hand Level. Only $2.95! 








Wagner also makes Sawhorse Trestles, 
Folding Ladder y and Scaffold Brackets | pistributors and dealers being appointed now. Write for complete details today, 
and Farm Building Hardware. Ask for including facts on our time-payment plan that can help you close plenty of sales. 


Bulletin Al 58H. 


Prices slightly higher west of the Rocky Mountains. 
WIC SCOTS LICR | DAVID WHITE INSTRUMENT COMPANY 
CEDAR. FALLS. 1OWA, U.S.A Dept. J, 2051 North Nineteenth Street, Milwaukee 5, Wisconsin 
Circle No. 83 on Coupon, page 154 Circle No. 84 on Coupon, page 154 
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3S 


Has Three Lights 

True daylight illumination 
from three directions is a fea- 
ture of this Bennett Bilt line. 
The three lights may be 
turned on or off individually 
or simultaneously. Bennett 
Mfg. Co., Dept. AL, Alden, 
m. Y. 


Circle No. 207 on Coupon, pg. 154 


Lau Wall-Nook 

A new folding bench and 
table combination for kitch- 
en, patio, study, etc., is 
made of steel, has laminated 
plastic tops on table and 
benches. Seats four people. 
Lau Blower Co., Dept. AL, 
2027 Home Ave., Dayton, 
Ohio. 


Circle No. 211 on Coupon, pg. 154 


Blind Fastener 

The Jack Nut fills the 
need for a fastener to hold 
fixtures securely in hollow 
construction with narrow ex- 
pansion areas. Workable in 
space as small as %”. Molly 
Corp., Dept. AL, Reading, 
Penna. 
Circle No. 208 on Coupon, pg. 154 


Heat Circulator 

Douglass hearth form is 
said to make any masonry 
fireplace, including Swedish 
design, an effective forced 
air heating plant. Serves as 
a form or template. Doug- 
lass Mfg. Co., Dept. AL, 
P. O. Box 905A, Los Gatos, 
Calif. 


Circle No. 212 on Coupon, pg. 154 


Ideal for Farm Construction 
J. NEILS “DOUBLE LIFE” 
BARN POLES AND POSTS 


No | Farmers can lick high costs on all 


foundations, 
scaffolding or 
forms needed 


No skilled 
workmen 
needed. 
No ground 
rotting or 


types of buildings by using J. Neils 
treated (penta or creosote ) Lodge- 
pole Pine poles. They are long 
lasting, economical, straight, with 
uniform taper. 

No foundations are needed. No 
scaffolding or forms are required. 
Rafter supports can be nailed to 
the poles, eliminating matching, 


insect mortising and mitering. 


destruction. 


Quality poles, 
straight, uni- 
form taper 








J. Neils “double life” poles and 
posts can be included with mixed 
cars of treated or untreated Jum- 
ber. Free plans and erection in- 
structions available. 


J.Neils Lumber Company 
Division of St. Regis Paper Co. 





MILL AND TREATING PLANT AT LIBBY, MONTANA 


Circle No. 85 on Coupon, page 154 
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Concrete Patcher 

Latex Concrete Resurfacer 
consists of a cement mixture 
plus a container of Latex 
resin adhesive, which, when 
mixed, easily repairs con- 
crete, masonry. Oncrete 
Products, Dept. AL, 1112 
Davis St., Evanston, Ill. 
Circle No. 209 on Coupon, pg. 154 


Push-Button Shelving 

Called Shelf-A-Matic, an 
adjustable shelf track per- 
mits shelves to be raised or 
lowered by push buttons to 
allow varied spacing of 
shelving. Two styles are 
available. Shelf-A-Matic, 
Dept. AL, 833 Oakmere, 
No. Muskegon, Mich. 


Circle No. 213 on Coupon, pg. 154 





The De Luxe 400 
DeVac’s 400 combination 
features all-aluminum = an- 
odized sash that resists tar- 
nish, corrosion, rust; also has 
interlocking meeting rail and 
vinyl track. DeVac, Dept. 
AL, 5900 Wayzata, Muin- 
neapolis. 
Circle No. 210 on Coupon, pg. 154 


Pocket-Size Plier 

Only 6%” long and thin- 
jawed, the Channellock plier 
has powerful gripping power 
in hard-to-get-at _ places. 
Jaw capacity is adjustable 
up to %” in parallel posi- 
tion. Champion DeArment 
Tool Co., Dept. AL, Mead- 
ville, Penna. 
Circle No. 214 on Coupon, pg. 154 


These rugged lifetime aluminum driveway guides 
sell like “hot cakes.” Equipped with high power 
Stimsonite lenses, front and rear. Reflects head- 
light beams. Nothing to rust. Made in 3 sizes 
to meet every requirement. 


Dun-TWor Rustless Aluminum 


riveway Guides 


PROTECT YOUR LAWN 


LIST PRICES 


20” tall, 1” reflectors 
1g”xl4” body stock 


30” tall, 134” reflector 


16x34” body stock each 


36” tall, 3” reflectors 


16”x34” body stock each 


Dauncan-WMorris Co. 


FROM UGLY RUTS 


.. each $ .85 


6 of each 
on its own 
display 
card as 
pictured 


48 N. Valley St., Akron 3, Ohio 


Circle No. 86 on Coupon, page 154 
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Perimeter Insulation 


Called Gold Bond Thermo-Bloc, a new 
perimeter insulation reduces expensive 
heat transfer at the foundation level, it 
is said. Composed entirely of fireproof 
mineral wool, it is formed into a semi- 
rigid type sheet that installs around the in- 
side edge of the concrete foundation prior 
to pouring the concrete slab. Thermo- 
Bloc also is used to insulate crawl spaces 
and heating plenums. It attaches to the 
inside of foundation walls with mastics or 
nails. National Gypsum Co., Dept. AL, 
325 Delaware Ave., Buffalo 2, N. Y. 

Circle No. 215 on Coupon, page 154 


Low-Price Garage Door Opener 


An automatic garage door opener that 
requires no electricity is called the Mark 
V. Easily installed by a do-it-yourselfer, 
it can be operated with ease from the 
driveway without leaving the car or from 
inside the house or garage, it is said. A 
sealed rubber hose is attached to the 
driveway. When a car is driven over the 
hose its weight pushes a bubble of air 
through a tubing of rubber to activate a 
latch located at the top of the door. The 
door then opens on its own spring tension. 
Challenger Lock Co., Dept. AL, 4865 
Exposition Blvd., Los Angeles 16, Calif. 

Circle No. 216 on Coupon, page 154 


Do-it-Yourself Fence 


Supplied in 31’ long rolls, both 30” and 
15” widths, Cecoroll is finding use as 
fencing, roofing and siding, ceilings, tank 

(continued on next page) 


BUILDING PRODUCTS MERCHANDISER 


139 


What’s Your Answer? (4nswers on page 144) 


How big is the average home in France? 
Why don’t latex paints blister and peel? 


When a customer of Mead Lumber Co. wants to buy a lumber item 


he can’t name, how is the problem solved? 


What new sales aid will enable you to get in the profitable mosaic 


tile business? 


What two things help keep operating costs of a Delaware firm set 

up to service the big tract operator at 12.2% of sales (1957 figure)? 

Name the hand-selected wood used to produce Shakertown sidewall shakes. 
Where may you obtain a free kit containing model home furnishing ideas? 
What design feature makes Dexter’s new line of locks for aluminum 


screen and combination doors se easy to install? 


What has a southwest dealer found :to be a good way to crack a 


tough contractor market without cutting price? 


Name two new strikingly styled products designed to sell on sight 


when displayed together. 


There's no face-nailing 
with this shake-panel 


AND COMPARE THE NOVA SHAKE-PANEL WITH ANY OTHER—IN COST AND QUALITY 


2. Nova Shake-Panels are 16”x 46%”, composed of the finest processed shingles (#1 
Novagrade) and a standard wood-fiber backer. The finish is a polymerized paint, equal to 


a first-grade exterior house-paint job. 


2. Nova Shake-Panels are fabricated with a waterproof glue. Almost the entire surface 
of the shingles is adhered to the backer—not just spot-glued—so that cutting down either 
the width or height is foolproof. Nova Shake-Panels are also supplied cut-to-size, down to 


10” width, for prefabrication. 

3. Nova Shake-Panel has a wider shiplap for a more 
positive joint. 

4. With all these advantages, Nova Shake-Panel costs 
less than similar panels. In addition, the patented 
application method — with the Nova Panelclip — cuts 
costs because only the steel clip is nailed and no 
furring is needed. 

5. There are no nails to rust or stain the surface — 
and the house is literally strapped in steel, 


Use the coupon for data on the Nova Shake-Panel, 
Nova Shakes, and other quality building products. 





THE FOLDING DOOR 
AT ITS “ECONOMICAL BEST” 


Novafold Folding Doors have the 
features that assure complete 
satisfaction. The leaves have a 
solid core—a rigid panel 4” wide 
running the height of the door, 
The 12-gauge Vinyl Plastic cover- 
ing is washable and replaceable 
The valances are color-matched 
in the same fabric as the door 
itself. With all this, Novafold is 
in the low-medium price range 
Use the coupon for complete data 





SALES 


Trenton 3, N. J. 


NOVA 


Nova Shakes 


NAME 
A wholly owned Pcroun 
subsidiary of SWEET'S ADDRESS 
Homasote Company —s— | 
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Send the literature and/or specification data checked: 
Nova Shake-Panel 


Novafold Doors 
Nova Cedar Closet Lining 


© Novaproofing (for waterproofing concrete and masonry) 


STATE 











Free 


One Key For All 
Your Windows 









New Display 



















BURGLAR-PROOF 
CYLINDER 
WINDOW LOCKS 


on your counter shows cus- 





tomers at a glance how the Fraim 

window lock prevents anyone from 

opening sash. Tells how window 

can be locked shut against weather 
or locked partly open 

for ventilation or for instal- 

lation of air . conditioning 

units. Colorful display only 

4x6 inches..Holds 12 locks 

Keyed alike 


DIVISION OF 





ORDER FROM YOUR JOBBER 
PADLOCK and HARDWARE CoO. 
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LANCASTER, PENNA. 
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Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
Tt year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit margin on 
any product of this 


nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
any patching materials may shrink, 

off. Durham’s Rock-Hard 
loes not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 


larly. 
fall out or chi 
Water Putty 


finish. Easy to use. 


economical. Just mix with water as 
Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 


needed. « 





( Here's the one thar 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 










































DURHAM 





Bex 804-8 
Des Moines, 
lowa 









Keeps indefinitely. So 








in POWDER Form 












Circle No. 89 on 






Coupon, page 154 













COMPANY | 


April 14, 1958, AMERICAN LUMBERMAN AND 


NEW PRODUCTS 
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and storage builder liners, etc. Cecoroll 
is simply rolled out and nailed down, 
working up from bottom or down from 
top. It may be painted to match existing 
color schemes, or left unpainted, wherein 
the zinc-coated steel product acquires a 
permanent pastel gray that harmonizes 
with most decor, says maker. Ceco Steel 
Products Corp., Dept. AL, 5601 W. 26th 
St., Chicago, Ill. 
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Panelfab Pati-O-Room 


The latest addition to Panelfab’s mod- 
ular home improvement line is a free- 
standing, four-wall screen enclosure 
topped by Panelfab Ins-O-Roof. Called the 
Pati-O-Room, its “flared” sides are alum- 
inum framed fiberglass screen sections. A 
patented interlocking connector is said to 
permit easy erection. Screen and roof sec- 
tions are furnished in a variety of stand- 
ard sizes to permit enclosure of any de- 
sired area. Panelfab Products, Inc., Dept. 
AL, 2000 N. E. 146th St., No. Miami, 
Fla 
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Jumbo Panel 


An eight-foot wide fir plywood panel 
has been developed by Diamond Lum- 
ber Co., which spent a year in perfect- 
ing a special scarf-joint for it. The panels 
are available in thicknesses up to one 
inch and in almost any length. They have 
a unique potential for wall and roof 
sections in prefab houses, industrial roof 
decks, large pallets, crates, concrete 
forms, floors, etc., says maker. Diamond 
can ship all Jumbo panels primed and 
edge sealed or painted. Diamond Lum- 
ber Co., Dept. AL, Pittock Block, Port- 
land, Ore. 
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Another STANLEY STEEL STRAPPLICATION* on the job 


Getting’ 


One hundred pieces of wallboard are lowered to the ground at the job site as one unit, 
with Stanley Steel Strapping keeping the skid-load intact. Through savings 

in time and man-power, delivery costs are lowered, too. 

The Stanley Steel Strapping “Uni-Tie” Method will simplify — and economize — the 
handling, storing, tallying, inventorying and shipping of dimensional lumber, 
sheathing, veneer, flooring, specialty lumber and any other product. 
Strength-of-steel protection against damage and pilferage in mill 

and yard, or in transit, are plus benefits. 

WRITE FOR YOUR FREE COPY of the “Stanley Strapplication Manual of cp 
Packaging and Shipping” for details on the Stanley “Uni-Tie” er 
Method, and strapping sizes, tools and equipment. 
STANLEY STEEL STRAPPING, Division of The Stanley Works, 

Dept. D, 1304 Corbin Ave., New Britain, Connecticut. 


=~ 


INSURE IT“SECURE IT“WITH STANLEY STEEL STRAPPING 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 


S | yay N L E Y tools « drapery, industrial and builders hardware + door controls « aluminum windows « metal parts « coatings « 


steel and steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 
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RICHLITE 


The wonder sheet—pure Poly- | 


ethylene —meets F. H. A. minimum 
requirements. The perfect vapor 
barrier, or for use under slab, cur- 
ing concrete, closing in, covering, 
etc. Clear or black up to 40’ wide. 


RICHKRAFT Building Papers 


» 
' 


= 


6 eee en py 


¢ 


“4 


ee 
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| Portable Transit Mix Plant 


A complete line of waterproof, re- | 


inforced waterproof and breather 
type building papers to meet any 
price or building specification re- 
quirement. Everything from Black | 
Sheathing Paper to Richkraft 
Skufpruf Heavy Duty. 


RICHKRAFT 65 Fungi-Resistant | 
A low cost membrane that meets 
all F.H. A. and V.A. requirements | 
for vapor barriers in slab on ground 
and crawl space construction. 


RICHFLEX Reflective Insulation 


Both vapor barrier and breather 
types of reflective insulation. 


REDI-ROLLS 


Called the Roustabout, a portable transit 
mix plant that has been standardized for 
quick delivery, is announced. Quickly 
disassembled into 9’ maximum width sec- 
tions, the new plant can be delivered to 
a different job site by truck, it is said. 
Three aggregate compartments with a 38 
cubic yard total heaped capacity and one 
60 barrel cement compartment are a part 
of the Roustabout. Low height, plus wide 
|top openings of the aggregate compart- 
jments offer easy charging by clamshell 


|cranes. Bin shell is all-welded to simplify 


erection. C. S. Johnson Co., Dept. AL, 


| Champaign, II. 


The neat carton display stand solves 


the short length problems for your 
customers. Holds three rolls of four 
kinds of building paper and Richflex 
Reflective Insulation. 


RICHBEAD 
Both paper backed and all metal cor- 
ner bead for dry wall construction. 


Get the full story! Send for com- 


plete details. Richkraft has the | 
most complete line available. One 


house, one responsibility. 
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THE RICHKRAFT COMPANY | Rollaway Jack 


510 North Dearborn Street 
Chicago 10, Illinois 


Circle No. 94 on Coupon, page 154 


A lightweight, compact Rollaway Jack 
for moving semi-live skids, is mounted on 
steel, rubber or floor-saver wheels, which 
revolve on roller bearings set on high 
carbon steel axles to insure smooth easy 
rolling. The Jack, right at home in close 
quarter handling, offers both front or full- 
side lift. Used with Rollaway Renewable 
Top Skid Platforms, this installation is 
said to put mechanical materials hand- 
ling within financial range of the smallest 
business. Automatic Transportation Co., 
| Div. of Yale & Towne Mfg. Co., 149 W. 
| 87 th St., Chicago 20, Til: 
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Radial Power Saw 


Called the Craftsman Accra-Arm Saw, 
a new radial power saw will cross-cut and 
rip, drill and sand, miter and rout, polish 
and grind and handle many other work- 
shop operations, says maker. All con- 
trols are placed in front for convenient 
and safe operation. They are color- 
coded to match the part of the saw they 
operate. A 10” blade on the saw cuts a 
3” maximum depth and the arm swivels 
360° with click stops at standard settings 
Sears, Roebuck & Co., Dept. AL, 925 
S. Homan Ave., Chicago 7, Ill 
Circle No. 222 on Coupon 


page 154 


Pneumatic Steelstrapper 


Named the A4 Pneumatic Steelstrapper, 
a fully powered steel strapping tool com- 
bines tensioning, sealing and cutting. Three 
models of the Steelstrapper are available 
to apply steel straps of %”, 5%” and %” 
widths. All three models will apply ogy 3 
of gauges from .015” to .023”. The 
is operated with fingertip controls. ia 
take-up speed can be adjusted with a 
throttle control screw. Seals are fed from 
a magazine that holds 100 seals. Acme 
Steel Co., Dept. AL, 135th St. and Perry 
Ave., Chicago 27, Ill. 
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Tool Boxes for Pickup Trucks 


New tool boxes that will fit all makes 
of pickup trucks are designed to take all 
standard packaging of small parts and 
equipment. The tool boxes are available 
in three standard lengths—75”, 90” and 
105”. The doors feature new patented 
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Morrison Paddle Locks, flush-mounted 
for safety, with slam-action safety catch. 
Standard equipment in the tool box is 
a full-length tool tray and a materials 
tray with adjustable dividers to take 
Standard size small-parts packages. Serv- 
ice Body Div., Morrison Steel Products, 
Dept. AL, 601 Amherst St., Buffalo, N. Y. 
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Vee-Groovin’ Dude 


A new, low-cost, plywood vee-grooving 
machine, capable of producing 1,000 sq. 
ft. of grooved plywood an hour with only 
one man operating it, is announced. 
Called the Vee-Groovin’ Dude, it is hand 
operated. Any length plywood may be 
grooved and the machine adjusts itself 
automatically to any thickness without re- 
setting, it is said. Two motor assemblies 
are included; one for grooving, a separate 
assembly to bevel sheet edges. Each mo- 
tor operates on 110-115 volt outlets. Hi- 
Grane Board Co., Dept. AL, 205 Arthur 
St., P. O. Box 7013, Fort Worth, Tex. 
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Dry Chemical Extinguisher 


Dry chemical powder, an effective kill- 
er of both flammable liquid and electri- 
cal fires, now is available in a 2'4- 
pound pressurized extinguisher. Known 
as the Model 23-1, this portable extin- 
guisher is recommended by the maker for 
trucks and buses, small boats and _ var- 
ious light industry applications where on- 
the-spot protection is desired against in- 
cipient fires in gas, oil, paint, electrical 
equipment, etc. Depression of the squeeze 
lever spreads a 60° wide angle blanket 
of non-freeze, non-conducting dry chem- 
ical powder to a range of 12’. The Fyr- 
Fyter Co., Dept. AL, 221 Crane St., 
Dayton 3, Ohio. 
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| Keep cellars dry ... drain wet spots... 
make septic tank filter beds work better 


| The scientific design of Orangeburg 
Brand Perforated Pipe... with two rows 
of 5%” holes, on 3” centers, 100 degrees 
apart... increases drainage capacity... 
creates uniform seepage Unique 
Snap Couplings maintain positive align- 
ment... prevent silting . . . Lightweight 
8-foot lengths grade easily, install easily, 
save time and cut cost. Orangeburg 

| Perforated comes in 4” size... it is the 
ideal pipe for foundation drains, septic 
tank disposal fields, land drainage. 


~~ 


Unique Snap Coup- 
ling maintains align- 
ment, gives perma- 
nent joint cover, 
permits seepage at 
joint. 


Orangeburg Perfor- 
| ated Pipe keeps cel- 
lars dry. Makes ef- 
ficient, long lasting 
foundation footing 
drains. 


For house sewers, run-offs from downspouts 
and other tight-joint drainage lines use 
Orangeburg Brand Root-Proof Pipe. 


Make sure you get genuine Orange- 
burg. Look for the Brand Name on 
Pipe and Fittings. For more facts 
write Dept. AL-48. 


ORANGEBURG ..... 


perforated 


pipe 


ORANGEBURG MANUFACTURING CO.,INC.,Orangeburg,N.Y., Newark, Calif 
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TURNBUCKLES 
Se, Seruice 


ASSORTMENT 


DISPLAYS 


make easy 
sales for 


TURNBUCKLE ASSORTMENT 


$2 Turnbuckles in 10 fast selling sizes 
ond styles. Attractive 14” x 6” all 
metal display panel in 3 coiors. Unit 
packed for shipment. A complete line 
of open stock Turnbuckles available 





Sue. 





EYE BOLT ASSORTMENT 


Ten each of the most popular sizes 
of Eye Bolts, boxed by size. Sturdy 
14” x 6” all metal display panel in 
3 colors. Unit packed for shipment 
Open stock Eye Bolts available in 8 
thread sizes 





U-BOLT 
ASSORTMENT 
Ten eact of the 5 most popular sizes 
of U-Bolts, boxed by size. 14” x 6” 
oll metal display panel in 3 colors. 
Unit packed for shipment. U-Bolts also 
ovoilable from open stock 








Tcibarkles, Iuc 
bie Eve sours 


LAG THREAD 
EYE BOLT ASSORTMENT 
80 bright zinc plated Lag Thread 
Eye Bolts in 6 popular selling sizes. 
Packed for shipment with durable, 
colorful 14” x 6” display panel. 
Available in open stock 


ORDER FROM YOUR WHOLESALER 


© eieiibils 


TURNBUCKLES, INC. 


Ox£ 333, MICHIGAN CITY, INDIANA 
ACTORY: GRAND BEACH, MICHIGAN 





“One good turn (buckle) deserves another” 
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Corbin Offers a Self-Seller 


A colorful merchandising display of 
solid brass hardware fittings occupying 
less than one square foot of counter or 
shelf space is announced. Called the 
C-200 Merchandiser, it contains 16 fast- 
moving items including solid brass hinges, 
hasps, corner braces, box corners, etc., for 
home, furniture and boat repairs. The 
hardware is prepackaged in crystal clear 
plastic on red cards and hung on the 
yellow metal merchandiser. The display 
consists of two metal panels, 9” wide and 
21” high, which are easily assembled. 
Corbin Cabinet Lock Div., American 
Hardware Corp., Dept. AL, New Britain, 
Conn 
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‘*Canned”’ Aluminum Nails 


The Nichols company has put its 
etched aluminum alloy nails into rectan- 
gular cans that bear the vivid red-white- 
and-blue design developed for the 
maker’s other products. The new display 
cans, which are opened by pulling a ny- 
lon drawstring, bear a drawing of the 
actual size of the nail contained, give its 
name and its coverage ability. Called the 
Contractor-Pac, the new display cans are 
packed 30 to a carton. Nichols Wire & 
Aluminum Co., Dept. AL, 1725 Rock- 
ingham Road, Davenport, Iowa. 
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E-Z-Set Line in New Package 


An attractive new packaging design 
has been created for E-Z-Set locksets. 
The colorful box contains on part of its 
fold-in sides explicit instructions for in- 
stallation together with a handy tear-off 
template. The line features the popular 
Tulip design as well as the Standard in 
key-in knob entrance sets plus matching 
companion sets for passage, bath and 
chamber. National Hardware Corp., 
Dept. AL, Ozone Park 16, N. ¥ 
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Power Tool Displays 


Largest of three portable power tool 
displays offered by Remington is the 
R500. Rack holds four portable drills 
(three different models ranging from %” 
to %”), a belt sander and an orbital 
sander and two power saws. The total 
assortment that comes with the rack in- 
cludes four additional drills and two 
more saws. The all-metal red and white 
rack is 29144” wide, 6%” deep and 25%” 
high. Dealers can obtain this display or 
two smaller ones by ordering various as- 
sortments of tools. Mall Tool Co., Div. of 
Remington Arms Co., Dept. AL, Bridge- 
port 2, Conn. 
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Report on Built-In Market 


A new slide film, “Who Buys Built-In 
Refrigeration and Why?”, is the result of 
a series of owner surveys. A prime pur- 
pose was to determine buyer motiva- 
tion and influences leading to the sale. 
A number of customer preferences were 
incorporated into Revco’s new Gourmet 


(continued on page 142) 
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Team Both for Profit Bonus! 
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ZONOLITE 


GLASS FIBER 
BLANKET INSULATION 


Serves customers who want to tack or 
staple between wall studs and slopes 


T 
\ 


ZONOLITE 


VERMICULITE 
INSULATING FILL 


Serves customers who want to pour 
insulating fill between attic joists 


USE THE ZONOLITE “TWIN-ACT” DISPLAY PLAN 


Sell lots more insulation...with less display space! 


Half your twin-brother profit team is Zonolite ver- 
miculite attic fill—long the standard big money- 
maker among loose fills. Popular because one man 
insulates average attic in half a day. Lightweight, 
clean, fireproof, fills snug, won’t go flat or lose its 
insulating efficiency, lasts the life of the building. 
Backed by the power of strong, continuous national 
advertising—and all the sales helps you need. Now 
teamed-up with NEW super-soft Zonolite glass 
fiber blanket, so you can sell ‘“‘whole-house”’ insu- 
lation at extra profits. 


Buy Both from Zonolite, Get Bigger Discounts 
When you buy these two superior insulations from one 
source—Zonolite—you earn bigger discount, and that’s 
extra profit! 


FREE Banners, Counter Displays, 
""How-to-do-it” Literature 
Plus All the Sales Helps You Want 


BUILDING PRODUCTS MERCHANDISER 


And now the new twin-brother—Zonolite Glass 
Fiber Home Insulation Blanket for walls, slopes. 
SUPER-fluffy, takes FAR LESS space than 
ANY other...1600 sq. ft. fit into user’s car— 
mighty little space on your floor or truck. Springs 
to full thickness when bag is opened. Users ‘“‘go 
for’ the way it fills out between studs, plugging 
every cranny, and stays put while being stapled- 
in—a one-man job. Put on the twin-act, stock both 
insulations. One sells the other, you profit both 
ways, plus extra profit for consolidating your orders. 
GET ZONOLITE’S TWIN-ACT PROFIT PLAN NOW 
pose eeecnnn= MAIL COUPON TODAY. «nnennnaane 
ZONOLITE COMPANY, Dept. AL-48 
135 S. La Salle St., Chicago 3, Ill. 


The “Twin-Act”’ Profit Plan looks good to me. Send 
me the whole story, plus FREE sales aid details. 


Store Name. . 
Address. . 
City. 
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One of the greatest advances in 
Modern Packaging - 


Be sure to display... 


STOCKSneP 


BRILLIANT 
NEW BOX! 


You HAVE to sell screws — so 
why not use this high-profit, 
low-selling-cost method? Self- 
service merchandiser makes it 
easy for the customers to buy. 
Generous quantities in one-price 
clear-plastic boxes give the 
buyer more for HIS money, too. 
Everybody wins! 








TOOL 
ELCO ,.nn SCREW CORP. 


1800 BROADWAY, ROCKFORD, 
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SALES AIDS 


(begins on page 140) 





Refrigerator. The firm’s 85 distributors 
are now showing the program, which is 
available to all interested in design and 
marketing of homes and kitchen equip- 
ment. Requests to see the film may be 
made to Revco, Inc., Dept. AL, Deer- 
field, Mich. 
Circle No. 23! on Coupon, page 154 


Home Masking Tapes 


A new merchandising display for home 
masking tapes, which serves as its own 
shipping carton, is announced for the 
spring home clean-up, paint-up season. 
The carton, which holds 36 prepacked 
rolls of Scotch brand masking tape, con- 
verts into a self-feeding display with spe- 
cial how-to illustrations of masking tape 
applications for the do-it-yourselfer. Each 
roll is packaged in the familiar cutter- 
edge box, which allows the user to dis- 
pense exactly the length of tape needed. 
Minnesota Mining and Mfg. Co., Dept. 
AL, 900 Bush St., St. Paul 6, Minn. 
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Full Line Chime Display 


A new modular illuminated display 
shows the maker’s full chime line. The 
new display consists of three self-con- 
tained sections completely factory wired 
with chimes mounted, ready for opera- 
tion. Each section also can be used as 
an individual unit. The indirect lighting 
fixture can be mounted on any of the 
three sections to illuminate the display 
area. Edwards Co., Inc., Dept. AL, Nor- 
walk, Conn. 
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Make a PROFIT 


cutting Panel Boards 
to Size with the... 


WAY 
NELSAW 
on on 


— 


=) And Other Materials 


IN USE 
FROMCOAST-T0-COAST 


} PAYS FOR ITSELF IN A FEW MONTHS! 
| Rips or cross-cuts can be made without removing panel IN USAand CANADA 





‘ ’ . 
. Wouldn t take $1000 for him. I’ve taught from machine. One man can cross-cut or rip a 4’ x 12’ LISTOF OWNERS 
him to say ‘Don’t forget “‘Scorcn’’ Brand HBr ec cman riteenanetomrenwt ME 
Machi T, aah owe = ale!” j e consi ¥ square. Vertical and horizonta 
asking Lape wi every paint sale: scales ore attached for selective cuts. Machine is fool- dok the Maw 








proof; can be operated by unskilled in complete safety. Whe s One! 
WRITE FOR PRICES AND Li 





RICHARD C. BENNETT MFG. CO. 





















publications informs customers and pros- sisting of: 
: -_ - ir Local S - ’ » 25 Doz. Letters, 6 each Q-X-Z-&; 
pects that their I ocal Store can supply them gees apa gah boo ” $90.00 
with Rogers Glue. They know, too, that 2 Doz. Periods ‘05 1.20 
7 a. my as ‘ < ee 3 Doz. Blank Spacers 01 -36 
ee oe { Rogers Glue is always oy a ad 1 Doz. Nameplate Raceway Brackets 1.50 18.00 
Glueky \ ready to use. Just a little does a lot, because 1 Ne. 1 Aluminum Rural Mail Box 2°90 
Rogers Glue is laboratory-controlled for 1 Sample Nameplate, Mounted Complete 
? i . x * 12 Letters, 1 Period 2.75 
clarity — uniformity — superior strength. Do-It-Y ourself CET 
fans will come to you — and only to you — for Rogers 2 Stock Retaining Trays—No Charge— 
Glue, to complete their favorite projects. Be sure you Less 40% $22.08 
’ P se Terms 2/10 net 30 F.0.B. Akron $33.13 
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BOX 339 LACEYVILLE, PENNA. 
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“Ni This Lifetime Nameplate 
| fF SELLS on SIGHT Order Foday 


IS YOUR SI 
‘OF PRORTY 


When you X-hibit 
f ROGERS GLUE 
You have X-clusive 


4 coverage of the hobby 


And make X-tra PROFIT! 









“Glueky” tells home craftsmen that ONLY 
YOU SELL ROGERS .. . the best liquid fish 
glue. National advertising in Do-It-Yourself 


aed o 
> 


: ; Send us, via Parcel Post, the initial stock and 
display unit of DUN-MOR rural mail box nameplates, con- 











have enough on hand to meet the demand . . . and make 
extra profits on tie-in sales. Order Rogers Glue from your 











SHIP TO 
: . 
jobber right away. If he can’t supply you, write us | 
Ps . CN 
immediately. 
CITY ZONE: ——. STATE: —___. 












Over 3,885 lbs. 
Shearing Strength 


bg | 
CHG i 
te atrnyes? glue las four § * oRee Row. Bee ek. a. ohm on © 
y | iT 48 N. VALLEY ST. * AKRON, OHIO 


Fh RS Se a oe 
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per Square Inch. 












Your M-M* prospects 
will really go for these 
ornamental iron 


=—==se=— 





























... BECAUSE Versa Columns 

are heavy duty— they 

oO have an inbuilt longer 

life, more substantial 
appearance 


... BECAUSE Versa Column in- 
stallations are simple, 
quick, and of great 
structural capacity 


... BECAUSE Versa quality is 
instantly obvious, and 
price-wise an excep- 
tional value 


... BECAUSE Versa Columns 
add true distinctive- 
ness when used under 
porch roofs, carports, 
canopies, in rec rooms, 
or as room dividers. 








* MULTIPLE MARKET — includes 
“do-it-yourselfers”, builders, 
contractors. 





VERSA PRODUCTS COMPANY 

Lodi 11, Ohio 

Send details of Versa-Column program to: 
Nome__ 

es 

Address __ 

a State 

§ Jobber 
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Display Panel Has Double-Duty 


A new display panel built by Russ- 
win for its Tempo line of ceramic, wood 
and metal knobs also allows space for 
literature. Made of blond wood-grained 
Masonite, the panel can be mounted on 
a wall or stood on a counter corner. 
The panel displays five handsome knobs 
and escutcheons set up to catch customers’ 
eyes. Russell & Erwin Div., American 
Hardware Corp., Dept. AL, New Britain, 
Conn. 
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Crestwood Flooring Seller 


Supplementing its big push of new 
Crestwood flooring as ideal for remod- 
eling, the maker is offering an attrac- 
tive 12” deep, 18%” wide, 12” high dis- 
play panel. The panel consists of six 
widths of gleaming prefinished Crest- 
wood on a plywood base with a color- 
ful silk-screened sign to tell the remodel- 
ing story and sell the floor. Assembled 
unit sits on table or counter, or hangs 
from wall. E. L. Bruce Co., Dept. AL, 
P. O. Box 397, Memphis 1, Tenn. 
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What's Your Answer? 
(Questions on page 135) 

. Three and one-half rooms. See arti- 
cle, page 118. 

. Because they allow passage of mois- 

ture vapor. See ad, page 25. 
He is taken to a swinging panel coun- 
ter rack on which is mounted 6” 
pieces of various sidings, steppings 
and other lumber items. See pointer, 
page 156. 

. Capri starter package. See ad, page 
38. 

. High volume, plus mechanical hand- 
ling. See article, page 68. 

. Genuine cedar. See ad, pages 28-29. 

. Write American Walnut Manufac- 
turers’ Assn. See sales aid, page 90. 

. No edge hole is required; only three 
small cross holes. See ad, inside front 
cover. 

. Show contractors how to boost the 
buyer-appeal of their homes with new 
products and ideas. See article, page 
76. 

. Aristocrat mail boxes and door 
knockers. See ad, page 6. 


April 14, 


LUMBER MAP 


OF FINE 


NORTHER 
HARDWOOD 


For more than half a century Northern 
Woods have been recognized for their 
high quality and satisfactory service. 
Today's products of the Northern region 
are better than ever—well-manufactured, 
accurately graded, properly dried. Con- 
sult the firms on this column for your re- 
quirements in all Northern Woods. 





Subsidi f 
*Goodman Lumber Co. . coiumet & Hecle, Inc 


Sales Office: GOODMAN, WISCONSIN 
Mills at: Goodman, Wisconsin and Mohawk, Michigan 


Northern Hardwoods, Hemlock, White Pine and Bass 
wood, Hardwood Dimension, Planing Mill, Dry Kilns 
Rotary Cut Veneers 





*Copeland Lumber Co...... . Chicago, Ill. 
Mills—Marquette and Newberry, Michigan 


Soles Office — CHICAGO — 228 N. Loa Salle St 
Hardwoods. 


Planing Mills and Dry Kilns 





*+J, W. Wells Lumber Co. . . Menominee, Mich. 


Hard Maple and Oak Flooring. Strip, Herringbone, 
Block patterns. Custom kiln drying. Upper grades 
Hard Maple and Birch lumber, rough 





° Marshfield & Park Falls, 
*Roddis Plywood Corp... °° “Wisconsin, 
Roddis Lbr. & Veneer Co. of Mich., Ironwood, Mich 

Roddis Lb. & Veneer Co., Ltd. 
Sauit Ste. Marie, Ontario, Can. 


Complete stock N. Hdwds., Hemlock, W. Pine, Ce 
dar Prod., Maple, Birch, Fig. Hdwd. Ven‘r'd Doors 
Plywd. Modern Dry Kiln facilities. 





tMember Maple Flooring Mfrs. Assn. 


*Member Northern Hemlock & Maordwood Mfrs. Assn. 
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SELL MORE, 
MAKE MORE 


with MID-STATES’ 
COMPLETE LINE 


of Field and Poultry Fence 
Barbed Wire, Steel Posts 
Gates, Poultry Netting 
Automatic Baler Wire 
Hardware Cloth 
Nails 


MID-STATES 


STEEL & WIRE COMPANY 
CRAWFORDSVILLE, INDIANA © JACKSONVILLE, FLORIDA 





NEW... weavy-puty beLivery UNIT 
y 
ae ©: a a: q 


umber Ke 


— 


=pe 





| Heavy-duty half-cab unit for 
| and the popular 


| 
‘“WUMBERIACK 
| 


The jag-ioad truck for 


delivery of small orders. [=> 
COMMERCIAL BODY CORPORATION 
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REDUCE delivery costs 
SPEED UP deliveries | 


= 





\ 


] 
i 


Compicte 
Beds Shipped \ 
KD. Easy 
Assembly & 
Mounting 


Unload a Load 
or Half Load at a Time 


| The R-B Company 


1921 Guinotte, Kansas City 20, Mo. 


nee cme cone ene ce 
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C Orem, 
WRITE FOR aoe 
233 W. GARDEN ST., DEKALB, ILL. 


Circle No. 104 on Coupon, page 154 





S 


S 
S 


DY \\ 


AW 
\ 
\ 





GRIFFIN=== 


For handsome appearance during life-long 
hinge performance. A full line of top- 
quality butts in all popular finishes. 
Your customers deserve fine hardware. 
Why not handle Griffin hinges? ons 
GRIFFIN MANUFACTURING CO., ERIE, PA, —— 


SINCE 1899 


\ 
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ma? W... 
YOUR ANSWER TO 
CEILING CRACKS 











THE EBY SYSTEM OF LATHING. Instead of 
ieYeret-seteCe Mm -see MM lo) tele Me) Meh gol tttisM CLesW Coveleslarcettert| 
joints are staggered. Keycorner lath is applied to the 
continuous joints at 4 ft. intervals. Then, through the 
center of the room, one strip of 1” x 20 ga. Keymesh, 
36” wide, is applied. This adds extra reinforcement 


where it’s needed and assures full thickness of plaster. 











6% 
I guarantee 


NO PLASTER CRACKS 
in ceilings lathed with 





KEYMESH an KEYCORNER 


aS 
> PROMISES WILLIAM E. EBY, CHICAGO are switching back to lath and plaster for one big 
LATHING CONTRACTOR reason—savings. New application systems and mod- 
ern colored plaster add up to a low-cost buy. You save 
i Everybody wants crack-free ceilings. That’s why Bill the costs of paint and painting. Above this, lower 
} Eby’s guarantee is so important to you. “Believe me, _ maintenance costs and increased fire safety make lath 
se I wouldn’t make such a guarantee unless I’m sure,”’ _and plaster a top value. 















emphasizes Eby. ‘This lathing system will give you 
crack-free ceilings every time. And anybody can use 
this system. It’s no Eby patent. 


“T searched for years for a better lathing system. I 
tested and rejected any number of systems and rein- 
forcements,”’ Eby points out. ‘Now after three years 
of using this new lathing system with Keymesh and 
Keycorner, I know I’m right. 


“‘Here’s another fact that may surprise you. Builders 





*‘Absolutely no ceiling cracks with this lathing sys- 
tem. You get added life from plaster. Upkeep costs 
are slashed. Yet Keymesh and Keycorner let me hold 
costs in line.” 


It will pay you to learn all the facts about the Eby system 
of lathing with Keymesh and Keycorner and why he 
can make this guarantee of a crack-free ceiling. 








Plaster is applied over reinforced ceiling. The open mesh of both Keymesh 
and Keycorner assures imbedment in plaster. The open mesh also insures 


full bond of plaster with gypsum ] remem 
DEALERS: =, 


The Eby Story shows why Keymesh and 
Keycorner are high-turnover items. Strong adver. 
tising support like this in all leading buildin par 

architectural Publications gives a iegun 
Pre-sell to these fast-moving 
Keystone Products, 


esas 





Eby (left) inspects application of Keycorner, used to reinforce joints. 
Keycorner is also used at all wall and corner junctures. 












KEYSTONE STEEL & WIRE COMPANY 


PEORIA 7, ILLINOIS 








Keycorner « Keymesh « Keywall + Keybead « Nails » Welded Wire Fabric 






announcins 


Here’s your chance to win national and local recognition 
as one of the top U. S. lumber dealers, plus useful prizes, 
simply by telling what you do to sell home improvements! 


e HOME IMPROVEMENT, maintenance and addi- 


tions, comprise a market which U.S. Dept. of Com- 
merce figures indicate should total more than $12 
billion in 1958. 


Home Improvement Council now offers every dealer 
the support of a nation-wide campaign to capitalize 
on this huge market. 

To call attention to this opportunity and the poten- 
tial it offers for the sale of building materials, Amer- 
ican Lumberman is sponsoring awards and offering 
prizes for special dealer achievement in the sale of 
home improvements. 


YOUR 1958 SALES PROGRAM CAN WIN! The 
methods you now use, or plan to employ this year 
to sell home improvements may win national recog- 
nition and local publicity for you as an entry in the 


American Lumberman’s 1958 Dealer Achievement in 
Home Improvement Awards contest. 


WHO IS ELIGIBLE TO ENTER? Every lumber 
and building product dealer in the U.S. is eligible 
to enter this contest. 


HOW TO ENTER: The contest is simplicity itself 
. all you do to enter is fill out the entry blank, across 
the page, and mail it to American Lumberman. 


AWARDS: A total of four (4) national, and ten (10) 


regional awards will be made. 


PRIZES: Ist Prize—a complete home planning cen- 
ter for your store. 2nd Prize— Stereo Realist Camera 
outfit. 3rd Prize—complete set of ADservice ad mats. 
ith Prize—Home Maintenance & Improvement direct 
mail package, one year’s service for 100 prospects. 





EVERY WINNER GETS THIS RECOGNITION! 


important local business factors such as bankers, 
realtors, etc. 


1 Full national coverage in American Lumberman. 


2 News release sent to dealer association of which 


award-winner is a member. 5 A beautiful award certificate suitable for framing. 


6 A miniature reproduction of award certificate for 


3 Local presentation of award with resultant news- 
use in advertising. 


paper publicity. 
7 Subsequent feature editorial treatment of winner’s 


4 Local mailing, covering facts and basis for award, 
operations in issues of American Lumberman. 


to winner's suppliers, contractor customers and to 
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First Award 


FOR DEALER ACHIEVEMENT 


Ttemskc Lr 
for outstanding performance 


in promoting HOME IMPROVEMENT 


SPONSORED BY 





Dit hh vewlatioumcns 


[Nulaatic ay) 4 z 
magia Noite 








DEADLINE )FOR ENTRIES: June 30, 1958 





JUDGES: Fred C. Hecht, general retail merchandise and sales manager, Sears, Roe- 
buck and Co., Chicago; Don Moore, executive director, The Home Improvement Coun- 


cil, New York and Ivan Foley, prominent New Orleans lumberman. (Mr. Hecht is also 
president and chairman of The Home Improvement Council.) 
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OFFICIAL ENTRY BLANK 


We've already made a good start in promoting 
remodeling in our yard, We are now doing the 
following— 


Dealer Achievement Awards in Home Improvement 
AMERICAN LUMBERMAN 

139 North Clark Street 

Chicago 2, Illinois 


It’s easy and simple to enter. Check to the right to indicate present services 
you now offer, and then write, below, a brief summary of your 1958 pro- 


gram to sell home improvement. 


HOME IMPROVEMENT SALES PLANS FOR 1958 


In 1958, we plan to do the following to sell still more profitable home improvement 


business: 


(Just a brief summary in your own words will do. However, there is no word limit. Take all the 
space necessary—use a separate sheet, if needed—to give us a clear picture of your 1958 program.) 


NAME OF INDIVIDUAL 
SUBMITTING ENTRY TITLE 


COMPANY 
ADDRESS 


CITY ZONE STATE 


BUILDING PRODUCTS MERCHANDISER 


We have become a member of HIC (Home 
Improvement Council) 

We have ______ outside salesmen work- 
ing this market. 

We have a list of qualified contractors, with 
their specialties detailed. 

We have our own crew of remodeling me- 
chanics. 

We have made a market survey and know 
the best ‘“‘packages"’ to promote. 

We have displays of completed “‘packages,"’ 
such as model kitchens. 

We are ready to give estimates promptly 
and accurately. 

We follow up leads supplied by manufac- 
turers. 

We have modern visval sales tools—slides, 
photos, etc., to use on calls, in the store. 
We offer true one-stop service on remodel- 
ing—material, labor, financing. 

We have a planning center in our store to 
merchandise remodeling. 

We advertise remodeling consistently. 

We display effectively the materials most 
often used for remodeling. 

We call on customers at night in their homes 
to close deals. 
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New Literature 


Technical Data 





“School Building Costs” is the title of a study of the perform- 
ance and economic values of thermal insulation in roofs and 
walls of modern school buildings, prepared for Owens-Corning 
Fiberglas Corp. by research architects Wayne Farland Koppes 
and John Hancock Callender. Their findings on what Fiberglas 
products, properly employed, will do to lower school costs and 
improve school performance are available in condensed form 
in a new 62-page brochure. Owens-Corning Fiberglas Corp., 
Dept. AL, National Bank Bldg., Toledo 1, Ohio. 


Circle No. 236 on Coupon, page 154 


Factual data on truck applications for ready-mix concrete 
service is contained in a new folder. Engineering data shows 
features to look for in the selection of a truck for service in the 
ready-mix industry. It includes information on proper power 
take-off application and describes engineering features and qual- 
ity construction used in the White 9000 chassis, which is suited 
for this service. The White Motor Co., Dept. AL, Cleveland 1, 
Ohio. 


Circle No. 237 on Coupon, page 154 


Use of “%” particle board for floor underlayment in residen- 
tial and commercial frame structures is illustrated and described 
in detail in a new “case history” bulletin. Example used is a 
frame apartment building in which 3,000 sq. ft. of C.F.I. No 
441 particle board was used over shiplap subfloor. Covering 
was .080 gauge vinyl tile. C.F.I. Boards, Inc., Dept. AL, 8445 
Castro Valley Blvd., Castro Valley, Calif. 


Circle No. 238 on Coupon, page 154 


Pionite Laminates. “Make It Right with Pionite” is the title 
of a new brochure featuring a popular selection of Pionite Life- 
time laminates in full color. Patterns reproduced include the 
newest woodgrains, solids and decorative patterns. Interesting 
installations are also shown. Pioneer Plastics Corp., Dept. AL, 
Salem, Mass. 

Circle No. 239 on Coupon, page 154 





By WOOD 
PRODUCTS 


MANY TYPES FOR 
SUBURBAN HOMES 
ESTATES - CLUBS 
Gates To Match 





WHITE CEDAR 
SCREEN TYPE 


Right — POST AND &@ 
RAIL— Hand Split— 
2,3, 4 or 5 Chestnut 
Rails. 


Note how 
ends of rails 
are doweled 

for easy 
assembly 
7 or 8 ft 

sections 





> 


YARDS — Toledo, O 
W. VA. - Bayard 
Webster Springs, 
Fort Springs 

VA. - Clinchburg. 


WHITE CEDAR - RESIDENTIAL 


PENTA PRESERVATIVE 
We can treat both posts and rails with 


We can serve your truck this nationally known preservative. 


=_WRITE ror WOOD PRODUCTS CO. 
ALOG TOLEDO 12, OHIO 
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Construction Data. A pocket-sized construction data handbook 
contains 160 pages on Horn construction and maintenance 
specialties. Over 30 construction tables, guides and time-saving 
charts are especially designed to help solve building mainten- 
ance, construction and engineering problems. Each product is 
handled in the following manner: description, use, application, 
coverage, color, freight classification and packaging. A. C. Horn 
Co., Div. Sun Chemical Corp., Dept. AL, 10th St. & 44th Ave., 
Long Island City 1, N. Y. 


Circle No. 240 on Coupon, page 154 
Consumer Data 


Home Improvement. Every page of a new book, “To Better 
Your Living”, provides the newest in home improvement ideas. 
Colorful and informative, the suggestion book is a valuable tie- 
in with the Home Improvement Council promotion now in 
progress. National Plan Service, Dept. AL, 1700 W. Hubbard 

t., Chicago 22, II. 
Circle No. 241 on Coupon, page 154 


Ornamental Iron. “54 Ways to Beautify Your Home Booklet” 
contains many unusual applications of ornamental wrought 
iron. Eye-appealing indoor and outdoor uses, complete with 
graphic illustrations are shown. These include wrought iron in 
the garden as fences, gates, outdoor entertainment centers, also 
interior uses in recreational and living areas as dividers, en- 
trance panels, etc. Locke Mfg. Co., Dept. AL, Lodi, Ohio. 


Circle No. 242 on Coupon, page 154 


Kitchen Layouts. A kitchen styling brochure covering seven 
basic kitchen layouts is being offered to homemakers. It points 
up fact that Ben-Hur Built-In freezers and refrigerators operate 
independently of each other, allowing unorthodox arrangements 
to solve difficult kitchen planning problems. Also included is 
information on lighting, ventilation, equipment and appliances 
and wiring. Ben-Hur Mfg. Co., Dept. AL, 634 E. Keefe Ave., 
Milwaukee 12, Wis 

Circle No. 243 on Coupon, page 154 


America’s NEWEST 
all-purpose building 
hoard 


completely fireproof— 
as workable as wood 


| y| | 
Ll le yt 


Proved in service since 1951, Asbestolux is now avail- 
able in the U.S.A. Here is a new kind of fireproof 
asbestos board. It can be nailed without drilling .. . 
can be sawed with ordinary saw blade. It’s fireproof, 
completely inert. It’s light, easy for one man to carry 
Can be fabricated on the job. 


WRITE TODAY FOR FREE SAMPLE 
[Ne 


1! NORTH AMERICAN ASBESTOS CORPORATION 


Board of Trade Building, Chicago 4, Ill. *» Phone WAbash 2-1338 
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want top-quality fencing? 


remember... 


THIS BRAND 
IS YOUR 


PROTECTIO“, 


When you're buying fencing... 
or barbed wire...or baling wire 
«-.or just about any other steel 
product for farm and ranch use, 
make sure you get top quality 
and economy. Insist upon 
products that carry the 

CFal “brand of quality”’. 





——— ba se os 


THE COLORADO FUEL AND IRON CORPORATION 
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American Lumberman Classified Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 
Rates: 
1 Time —30c per word for each insertion. 
Minimum charge of $1.50 per line. 
3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 
Add $1.75 per insertion for blind ads bearing 
box number. 
No agency 
allowed. 
All ads for classified section must be in Pub- 
lisher's office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
lowed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 
AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 


commission or cash discount 





HELP WANTED 











DETAILER - BILLER 


A reliable and experienced man wanted by 
old established millwork company in middle 
west. Must be qualified in architectural 
millwork. Good salary and opportunity 
Please give full detail of experience, per- 
sonal background and availability. Address 
Box C-20 American Lumberman, Inc 


WANTED WHOLESALE LUMBER AND 
BUILDERS SUPPLY SALESMAN 


with experience as commission salesman 
Complete stock of lumber and builder sup- 
plies available to back up carload sales on 
an LCL basis. Commission with guarantee; 
car furnished. Excellent opportunity for the 
right man. Will also consider man with man- 
agerial experience in a_ retail yard who 
wishes to change into sales. Write indicat- 
ing experience, age, references. Address 
Box B-57 American Lumberman, Inc. 


ACCOUNTANT AND CREDIT MAN 
Large Florida Retailer wishes to employ top 
Accountant and Credit Man between 30 and 
45 years of age. None but best considered. 
- ress Box B-59 American Lumberman, 
ne. 


ATTENTION 
ASSISTANT LUMBER YARD MANAGERS 


If you feel that you are ready to take over 
as manager of a well established lumber 
yard and building supply store, please an- 
swer this ad promptly. Address Box C-34 
American Lumberman, Inc. 





SITUATION WANTED 








BUSINESSES FOR SALE 











Bookkeeper—familiar with lumber terms, 
middle age; self employed for some time. 
Like distribution yard, wholesale or some 
manufacturing. Consider other. Address Box 
C-29 American Lumberman, Inc 


Position of responsibility and growth wanted 
by thoroughly experienced and aggressive 
lumberman, 32 years old. Familiar all phases 
retail lumber. Can assume complete responsi- 
bility including land development and con- 
struction. References exchanged. Address 
Box C-30 American Lumberman, Inc 





SALES REPRESENTATIVES 
WANTED 








SALES REPRESENTATIVE WANTED 
Sales representatives, commission basis, call- 
ing on contractors and builders to handle 
quality line of exterior wood Window Blinds 
and Shutters—also complete line of Louver 
Doors and Interior Shutters. Following ter- 
ritories open: Chicago, IIl., Indianapolis, 
Ft. Wayne, and Gary, Ind., St. Paul, Minn., 
Dallas and Houston, Texas, Detroit, Mich., 
Birmingham and Montgomery, Ala., Miami, 
Fla., Toledo, Columbus, Cincinnati and Day- 
ton, Ohio. Add these popular items to your 
present line. Catalogs, displays and descrip- 
tive literature supplied. Please reply to 
Box C-23, American Lumberman, Inc., giv- 
ing full particulars, including items now 
being sold 


Salesman—Additional income for Salesman 
now covering lumber yards in New Jersey 
Sell our Stairs and Pre-Hung Door Units 
to yards you now call on. Commission. Ad- 
dress Box C-24 American Lumberman, Inc 


WOODEN PARTS, WOODEN ARTICLES, 
MARBLE TOPS manufactured abroad on 
customer's specifications. IMPORTER wants 
SALESMAN following with Furniture Manu- 
facturers, Builders, Other large users. Box 
C-31 American Lumberman, Inc 


Manufacturer wants salesmen to sell Western 
White, Engelmann Spruce. Address Box C-32 
American Lumberman, Inc. 





WANTED — RAILS 











SITUATIONS WANTED 











Experienced lumberman_ wants position 
managing wholesale carload business or 
wholesale distribution yard or Salesman in 
Industrial Department. Address Box B-38, 
American Lumberman, Inc. 


Experienced—College trained lumberman 
desires position as manager of independent 
Retail lumber yard with possibility of fu- 
ture purchase of stock. Address Box B-61 
American Lumberman, Inc. 





Aggressive, salesminded, millwork salesman. 

Fully experienced at manufacturer, jobber 

and retail levels. Family man. Prefer Mid- 

west or Southwest location. Desires realistic 

opportunity to assure future in management 
ition. Address Box C-28 American Lum- 
rman, Inc. 
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RAILS, New and Relaying, Bought and Sold. 
1000 Good Serviceable Kiln Trucks in stock 
K. FRANK 
480 Lexington Ave., New York 17, N.Y. 
400 Park Bldg., Pittsburgh 22, Pa 
105 Lake Street, Reno, Nevada 





RAILS — FOR SALE 











New and reconditioned relaying rails, all 
weights, for dry kilns and other purposes. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, W. Va. 





| BUSINESSES FOR SALE 








Prosperous building material business in 
Michigan’s best tourist town. Ample ware- 
houses and yard space. Large, modern sales- 
room. Best of prospects. Would prefer to 
lease land and buildings. About nent. thous- 
and will cover stock and = Apply 
Box B-43, American Lumberman, 


For Sale: Lumber, building materials, paint, 
builders hardware in small Alaska town. No 
competition in lumber, er | material. 
Grossing over $100,000 (1957, $127,000). New 
Buildings, one 24% stories 49x72, one 42x70 
basement and one floor. Well equipped busy 
shop. Warehouse area 6500 Sq. Ft. Store 
area 832 and two large apartments. Inven- 
tory about $20,000. Price $42,500 plus inven- 
tory and equipment at book. Address Box 
B-63, American Lumberman, Inc. 


April 14, 





FOR SALE: Retail Lumber Yard in heart of 
Permian Basin Oil Field. Located in city 
having experienced fabulous growth in past 
ten years. and in which sound economists 
and all who know area predict continued 
substantial and even greater development 
Approximately $45,000.00 inventory. Terms 
available. Business is now decidedly a going 
concern. Owner has acquired real estate and 
other outside interests. Past volume of busi- 
ness from $325,000.00 to $450,000.00 yearly 
Records and past income tax payments avail- 
able. Those answering this ad will be inves- 
tigated before discussion of sale. Address 
Box C-33 American Lumberman, Inc 


Business For Sale 
Building material and coal, annual volume 
$350,000. New buildings, good equipment, 
plenty of rail trackage. Northern Minnesota 
Owner retiring. Address Box B-56 American 
Lumberman, Inc. 





LUMBER & DIMENSION 
FOR SALE 











SACRIFICE SALE 


25000’ 4/4” JAPANESE WHITE OAK 

Kiln dried-FAS Grade-Fine Texture 
40000 sq. ft. solid lumber LAUAN PANEL- 
LING. All clear stock, no pinwormy. Ap- 
proximately 50% each 14” and 39”. 75% 
Lengths, Good Widths. Paper Wrapped 
Carton Packed. Reply Box C-25 American 
Lumberman, Inc. 





MISCELLANEOUS FOR SALE 











CARPENTERS APRONS 
Vrite for prices and information 
THE MINNESOTA SPECIALTY CO 
Minneapolis, Minn 


DOUBLE YOUR INCOME from your news- 
paper advertising by using our Low Cost 
“Timber-r-r” cartoons. For FREE _ proofs 
write LILLY ADVERTISING CARTOONS, 
Box 167, Long Beach 1, Calif. 


SIGN LETTERS 
GET 24 HOUR ADVERTISING 
FROM YOUR SIGNS. 
Our 1114” White Wood Letters are treated 
with a reflective material that shows bright- 
ly at night when auto lights shine on it 
For prices and information write: 
TAYLOR MAUN LUMBER CO 
MAN, WEST VIRGINIA 


FOR SALE—RETAIL LUMBER BUILDING 
Due to death of owner, 15,000 ft. floor 
space. Good Building. No stock. Did good 
volume. Would consider leasing. 

Box 89, Muncie, Indiana 





MACHINERY FOR SALE 











MILL MACHINERY 


Band Saw 64” wheels, 8” saws 

Knight Carriage, 4 blocks 20 or 36’ long 

No. 1 Boss Timber Surfacer, size 30”x16” 

Ross Carrier, Model 70, 5 ton 

Mall Chain Saw No. 7 (Gasoline) 3 foot cut. 

Monarch Uni-point circular CC Saw 5 H.-P. 

Burroughs Moon Hopkins No. 7200 Calculat- 
ing Machine 

Elliott Postal Card Printer 

2 Kardexes - 14 drawers - cards 3x5 

Above machinery in excellent condition 

with motors, starters, switches and fans 

raed Lbr. Co., 2315 Elston Ave., Chicago, 


FOR SALE—Or will trade for Lumber; Stet- 

son-Ross 610-A-1 Planer and Matcher. All 

electric top and bottom Profilers, 8 knife 

heads with feed table and yg f heads. 

B UMBER 

’ CYLBOURN 

AVENUE, CHICAGO, ILLINOIS. PHONE 
EASTGATE 7-7000. 
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CHARTS LIKE THIS are used by Smyth Lumber Co. to show employes where the firm 
is heading. Recent charts and graphs have shown comparative sales periods; distri- 


bution of gross profits and how each sales dollar is spent. Above, left, Leo J. Smyth, 
company president and son Don Smyth, vice-president. 


Employes Pool Their Ideas 


Company-Employe council leads to smoother, more ef- 
ficient operation at Smyth Lumber Co., Orlando, Fla. 


Intormed employes are much more 
likely to be satisfied employes than 
those who hear about their company’s 
success for failures via the grapevine. 

That theory has proven itself at 
Smyth Lumber Co., Orlando, Fla., 
where monthly meetings of an em- 
ploye’s council were started about a 
year ago to discuss matters of company 
and employe interest. 

The council consists of a represen- 
tative of each of the firm’s four 
yards, a negro representative and a 
company representative. Meetings are 
held after work in one of the yards 
The council meeting is held follow- 
ing a preliminary “bull session.” Re- 
freshments are served later. 

A secretary’s report summarizes 
each business session. Here are some 
excerpts from one of the reports: 

Checking orders. It is felt that there 
is some laxity in the filling and check- 
ing of orders for delivery. Hardware 
orders should be filled by office men 
whenever possible. All orders should 
be checked before leaving by either 
the shipping clerk or assistant. 

Truck maintenance. Something has 
to be done to cut down repair bills. 
We suggest a daily maintenance check 
sheet in each truck. The first man to 
use the truck in the morning should 
check the oil, gas, water, battery, etc. 


BUILDING PRODUCTS MERCHANDISER 


and initial the check sheet. Driver 
should note any trouble experienced 
during the day. 

Three charts were developed by 
vice-president Don Smyth to answer 
the questions: “Where Does the Gross 
Profit Go?”, “How is Each Dollar 
Used” and comparative monthly sales 
figures over a four-year period. 

Pie charts broke down each dollar 
into: cost of sales; wages and salaries; 
total other expense; federal income 
taxes and net profit. The pie chart 
covering gross profit showed slices for 
advertising, depreciation, taxes, insur- 
ance, interest, discounts, repairs, gas 
and oil; telephone, utilities, travel; 
tires and batteries; legal and auditing; 
office supplies; income tax, miscel- 
laneous and net profit. 

Smyth Lumber recently established 
a profit sharing plan based on produc- 
tivity and service. Instead of the usual 
cash gifts at Christmas, some $6,000 
was set aside for profit sharing. Some 
of the employes received two or three 
times what they would have gotten 
under the cash gift plan. By taking a 
tax deduction, actual cost of the plan 
was very low. Employe reaction in 
terms of initiative and accepted re- 
sponsibility has been excellent, says 
Don Smyth. 


fixture 


Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


Here’s a display fixture you can 
use with complete flexibility: open, 
with storage cabinets, shelves and 
glass binning, or with swinging or 
sliding panels. 

A basic wall unit 10034” high, 
96” wide and 32” deep, with a 
modular four-foot design, which 
you can use in series along the 
length of a wall, or singly along 

narrow wall expanses. 
Estimated price if 
bought at retail: 
$550.00 plus ship- 
ping. 

By building it 
yourself, you can 
save more than 

$250.00! Complete 
plans, working blue- 
prints, step-by-step in- 
structions, materials and 


| materials source list and details 
| on modifications, only $8.75. Avail- 


able by return post from American 
Lumberman., Fill-in and send 
coupon today. 


American Lumberman Dealer Service Dept. 
139 N. Clark St., Chicago 2, Illinois 


Please send me postpaid the four blueprints and com- 
plete instructions for the retail lumber dealer waltuns 
display fixture. |! am enclosing $8.75. (please send chec 
or money erder.) 


Name 





Company 





Street 
City. 














PONDEROSA PINE — SUGAR PINE 
Trade Mark WHITE FIR 
DOUGLAS FIR INCENSE CEDAR 
Annual Production 60 Million 
High Altitude, Soft Textured Growth 
\ Modern Moore Design Dry Kilns 
y Manufacturer and Distributor 


tte PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 
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STOCK and SELL SMITH'S | e in the service of 


FINE QUALITY COLORS 


© High Profit e Fast Turnover LU M b E R M E N 


The building trade knows and prefers Smith's 

° Concentrated mortar colors 

* Topper ready-mixed 
Sprink-L-On cement colors 





@ Specialists in protection for 
the lumber industry. 
@ professional safety engineers 
@ more than 90 branch claim offices 
coast to coast and in Canada. 


¢ 4-purpose plaster and 
stucco colors 
¢ Concentrated cement colors 
and Smith’s New 
* Portland ‘specification’ cement paint 
* Rubber-base floor enamel : Wwe poy the freight Substantial dividends have been returned to 
* Orders shipped on the same day received policyholders since organization in 1912. 


Write for FREE information and color cards 
J “oO f i k li L be 
GEO. B. SMITH ait the building rede" UMIDEIIMeCNS M71 AULT CNY 
JAMES S. KEMPER, chairman H. G. Kemper, president 


Tel. Maple Pork 7-3221 Est. 1920 ‘ 
Chicago 40 


CHEMICAL WORKS INC. MAPLE PARK, ILLINOIS 
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keep informed on “WHAT’S NEW!” 


a a 7, 68 9 14 12 13 15 17 19 +20 


FOR INFORMATION ON 21 22 23 24 25 27 28 29 30 31 32 33 35 37 39 40 
41 42 43 44 45 47 48 49 50 51 52 53 55 57 59 60 
80 


Advertised Products , 61 62 63 64 65 67 68 69 7°72 «73 75 77 79 
\ 81 82 83 84 85 87 88 89 90 91 92 93 95 97 99 100 

Circle the numbers at the right which appear 101 102 103 104 105 106 107 108 109 110 111 112 113 114 115 116 117 118 119 120 
ae ee On which you ef 121 122 123 124 125 126 127 128 129 130 131 132 133 134 135 137 138 139 140 
141 142 143 144 145 146 147 148 149 150 151 152 153 154 155 156 157 158 159 160 

161 162 163 164 165 166 167 168 169 170 171 172 173 174 175 176 177 178 179 180 

181 182 183 184 185 186 187 188 189 190 191 192 193 194 195 196 197 198 199 200 


FOR INFORMATION ON 201 202 203 204 205 206 207 208 209 210 211 212 213 214 215 216 217 218 219 220 


221 222 223 224 225 226 227 228 229 230 231 232 233 234 235 236 237 238 239 240 
“What's New” Items 


Circle the code number ot the right which 
corresponds to the number listed at the end 241 242 243 244 245 246 247 248 249 250 251 252 253 254 255 256 257 258 259 260 


of that particular “WHAT'S NEW” item. 261 262 263 264 265 266 267 268 269 270 271 272 273 274 275 276 277 278 279 280 
281 282 283 284 285 286 287 288 289 290 291 292 293 294 295 296 297 298 299 300 
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Position 





Nome 


(Pleese Print) 











Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, Ill 
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Everyday, more and more “do-it-your- 
self” customers are asking for WOOD. 
LIFE and P.A.R. National advertising 
and promotion gets them to try...results 
get them to buy—again and again! 


Tha Onigiaal 
[WATER REPELLENT 
\Cpncscavarive 


Woodlife protects all wood against warp- 
ing, swelling, shrinking, checking and 
grain raising caused by water and mois- 
ture absorption. Seah against termites, 
insects and fungus decay. Does not dis- 
color wood, yet serves as an effective base 
for paint or varnish. Nationally known 
by architects, builders, homeowners. 


P.A.R. imparts a beautiful, natural and 
glossless finish to ever-popular Red- 
wood, Red Cedar and many other woods 
with similar color characteristics. Pro- 
tects against discoloration, weathering, 
grain raising, checking, warping, swelling 
and shrinkage. 

Both available in quarts, gallons and 
five-gallon pails. ASK cuir jolter for Aull 


information. 


Nationally advertised to more 
than 213,003,665 readers in... 


NEW HOMES GUIDE 

HOUSE BEAUTIFUL 

HOUSE AND GARDEN 

LIVING FOR YOUNG HOMEMAKERS 
POPULAR MECHANICS 

SUNSET 


Protection Products 
MANUFACTURING COMPANY 


Dept. AL Kalamazoo, Michigan 
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Remember way back when the biggest grab from your pay 

envelope took place after you got home? 
* ~ * 

They have mirrors on chewing gum machines so you can 
see how you look when the gum doesn’t come out. 

The Truthful One: Two salesmen and a cowhand were 
passengers on a Western stage in the old days. At a way- 
side station a fat, wrinkled and none-too-clean squaw climbed 
aboard. One of the salesmen smirked and nudged his com- 
panion. “I wish’t she were the Queen of Sheba,” he re- 
marked. 

“T’d rather it were Cleopatra,” the other said. 

The cowboy chewed his tobacco placidly a moment. “I 
wish’t were dark,” he grinned. 

. ee 

If you live within your income you will never have worries 

—or much of anything else. 
~ * x“ 

It’s Spring and homeowners all over the country will be 
fixing up. Do you have in stock everything they’ll be ask- 
ing for? 

Check with MAUK. Our list is complete and all quality 
material. You can rely on us spring, summer, fall and 
winter. 

a a | 

Simple Celia says girls who have already tried everything 
under the sun to land a husband should try it under the 
moon. 

* * * 

The most satisfying experience in life, next to being shot 

at and missed, is getting an income tax refund. 
* » ” 

Foundation mathematics: When the falsies add, the girdle 

subtracts, the bra divides then the glances multiply. 
” * om 

The best way to keep the boss off your toes is to keep on 
them yourself. 

* . * 

I won’t say she was wild but she did make a lot of slips 
she couldn’t wear. 

* + * 

One thing about baldness— it’s neat. 

* * *« 

Do You Know What Dep’t: 

Do you know what income tax is? The fine for reckless 
thriving. 

Do you know what a tax collector is? A man looking for 
untold wealth. 

Do you know what income is? Stock MAUK and see. 

» ” - 


MAUK Seattle Lumber Co. 
Seattle 5, Washington 
* _ * 


The G. A. MAUK Lumber Co. 


Toledo 8, Ohio 
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Swinging Panel Lumber Display 


When a customer of Mead Lumber Co., Ashland, Neb., 


wants to buy a lumber item he can’t name, he is taken to 
this swinging panel counter rack. Mounted on the rack are 
6” pieces of various sidings, steppings and other lumber 
items. Wings of the panel are of half-inch plywood, painted 
yellow. Hardware for the swinging panels was made on 
the job out of steel scraps. A 1” 


support. 


pipe provides vertical 


DOOR DISPLAY 


Fight different species of sliding wood doors are dis- 
played as they would look installed in the home at the 
MacLea Lumber Co., Baltimore, Md. The doors take up 
| very little room, are easy to demonstrate and do a selling 
| job on their own. 
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: 
* a — CABINET 





\\ 
in a on are 


S 
Rae La. t+ 6 


=) JP. HARDWARE 
= ar 
Wh 
Bring beauty and modern 
efficiency to the kitchen 


The practical homemaker thrills at the ease with which 





~~ 


cabinet doors operate with fingertip control. Ample \Z) | 
cabinet and drawer space saves time and precious steps 
No. 461B% No. 461D'2 


in the daily kitchen routine. Semb-Concecled Minges 


A place for everything and everything in its proper place 
is housekeeping at its best. The beauty of the lustrous 
finishes on the hardware reflects a sparkle of cleanliness. 
Installation and operation are quite simple. Your trade 
will appreciate all of these features. 


* + 
* > 


2 Sais No. 216 - ; . 
No. 144 Cup Pull No. 142 Cup Pull Round Knob Pull No. 141 Flush Pull 
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WHEN YOU SEE THIS 


EXPECT 


(Soop workmanship is one of the 


most important factors in preventing 
leaky brick walls. 

Good workmanship includes wetting 
the brick, securing full head and bed 
joints, backplastering the face brick — 
and laying the brick carefully to keep 
the bond. The position of the brick 
should never be shifted after the mortar 
has stiffened. 

Expect trouble when brick are shifted 
or tapped into place after the mortar 
has stiffened. Cracks will result and the 
wall may leak. 


ih tials pokes adda ttirneie wah. 


Brixment mortar has high water- 
retaining capacity. It resists the sucking 
action of the brick. It stays plastic and 
workable longer. Brixment mortar there- 
fore makes it easy for the bricklayer to 
lay the brick accurateiy, before the 
mortar has stiffened. 


me 


: 


KIND OF WORKMANSHIP, 


a 


Brixment mortar has great plasticity, 
high water-retaining capacity and bond- 
ing quality, great resistance to freezing 
and thawing, and freedom from efflores- 
cence. Because of this combination of 
advantages, Brixment is the leading 
masonry cement on the market. 


BRIXM 


LOUISVILLE CEMENT COMPANY, Incorporated, LOUISVILLE, KENTUCKY 
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